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The Building and Main Banking Room 
- of the Noel State Bank of Chicago 
(Occupied July 30, 1921) 


As7¢ building of monumental proportions 

that dominates its surroundings. The in- 
terior is unusually spacious and well lighted, 
with a general layout and distribution of space 
to the various departments that insures maxi- 
mum efficiency and economy. 


WEARY AND ALFORD COMPANY 
Bank and Office Buildings 


Readers will confer a favor by mentioning? THE BANKERS MONTHLY when writing to our advertisers 

















The Magazine of Better Banking 





Vol. XXXIX Table of Contents No. 4 


PAGE 
CONTROLLING THE INCOME AND EXPENSE STATEMENTS... .._.. C. R. Smelser 13 
WHAT SALARY SHOULD BE PAID TO A BUSINESS EXECUTIVE? . . J. D. Winston 15 
How Boys AND GIRLS WON 93 PER CENT ON BANKING QUESTIONS W.H. Spradlin, Jr. 16 
SHOWING THEM How TO MAKE A WILL . i - -& 2 2» 2 a, oe: )«|6a 
WINNING 12,358 NEw ACCOUNTS AT Cost OF 46 CENTS EACH ._ . Paul D. Hardesty 18 
How PERSONAL SOLICITATION GETS BUSINESS IN WILLS ¢. ily ees eas, 19 
HOLDING OLD CUSTOMERS WHEN BANKS WERE MERGED a eh te W. E. Walker 20 
APPRAISALS AS A MEANS OF SAFEGUARDING CREDITS... .. Clifford J. Ross 21 
How INSURANCE ENCOURAGES FIXED SAVINGS PROGRAM . ... Leo Day Woodworth 22 
WANTED! A TRADE NAME Pen eee ss. fs 2 ee H. A. Haring 26 
SOME OF THE REASONS WHY BANKS LOSE BUSINESS . . . . Mahlon D. Miller 28 
How ADVERTISING PAID ONE BANK ......... .. . . . . 30 
Wuy INVESTORS SHOULD RELY ON BANKERS’ ADVICE. . . . . JamesI. Bush 33 
SIMPLE POINTERS THAT HELP IN READING A BOND CIRCULAR . Philip R. Clarke 34 
WuatT IT MEANS TO BUILDA MASSIVESAFETY VAULT . . . ._ .._-—*J.. Franklin Lewis 41 
A BANKING-BY-MAIL PLAN FOR SUBURBAN FOLKS. ..... Arthur Bechtol 42 
AMERICA’S OLD COINS . . . . . . . . . . «Theodore J. Venn 
SAFEGUARDING YOUR VAULTS Be we nth ah > Ab. pile eee eee 
- AN OPEN FORUM FOR BANK ADVERTISERS . . . . ........ -...~— Don Knowlton 
THE BANKER AND FARMER . mot 2 ot we & 8 ee oh 
BANKS AT LIVE STOCK CENTERS . . . . .. ..7 ... Kay Wood 








‘SP, BBs EP» Sos Sp» Lp» Kis E> > ee EP 











ete, din ce ck Bo om Lie E> £2 








BANKING METHODS dak Sessa Rn? 

A Money MOUNTAIN IN YOUR WINDOW 

THE History OF A BiG St. Louis BANK 

OVERSEAS FINANCE 

SECURITIES AND INVESTMENTS oe oe a (ae 

IN THE BANKING WORLD .. . . . .. WF ties ey Le e., ¢.. «nn 
BUILDINGS AND IMPROVEMENTS Ore te ee ee ee eer 


ESTABLISHED 1883—Entered as second class matter in TERMS: To United States, Alaska, Hawaii, the Philippines, 
the Post Office at Chicago, Ill., under the Act of Congress of Porto Rico, Cuba, and Mexico, $5 a year; single copies 50c. 
March 3, 1879. Jos. M. Regan, Editor; Augustus C. Mc- No extra charge for postage to Canada. Postage to other 
Phail, Associate Editor; Martin Daib, Advertising Manager. + foreign countries 50c per year additional. 


Copyrighted 1922, by Rand McNally & Co., Chicago 


MEMBER AUDIT BUREAU OF CIRCULATIONS 
MEMBER FINANCIAL ADVERTISERS ASSOCIATION 
MEMBER FINANCIAL PUBLISHERS ASSOCIATION 
MEMBER NATIONAL PUBLISHERS ASSOCIATION 





w Y : . . L E 
160 NASSAU STREET RAND McNALLY & COMPANY oo 37q:h!3, fer: 4. 
Pamip J. Syms H. B. CLOW, Presrpant 


ANIEL RAWKINS 
538 Sours Cuark Street. Caicaco Representative 


















































First National Bank Bldg. 


724 Old South Building 


BANKERS MONTHLY for APRIL, 1922 


The Minds of Thirty Million Youth 


By HARVEY A. BLODGETT 


a 


HE mind of youth,” said an old 

English dramatist, “‘is like a vir- 

gin parchment, capable of any 
inscription.” 


Who is stamping indelible impressions 
on the minds of the youth of the nation 
NOW? 


Oh, yes! We have school savings 
banks; and well-meaning advocates of 
thrift are quoting Benjamin Franklin to 
the children. And othefs are telling 
them to be good and wise and economical 
“‘and a’ that’”’— 


But, while this is going on who ts 
getting there with the mental inscriptions 
that are to decide the issues of their 
lives? 

Think: What proportion of the na- 
tion’s children are this moment under 
the influence of radical speech and irre- 
sponsible education? Don’t you know 
that millions of the coming citizens, law- 
makers and industrial army are hearing 
banks and capitalism, even thrift, con- 
demned with the food they eat! ‘“‘As 
. the soft wax,” said Plutarch, ‘is apt to 
take the seal, so are the minds of children 
to receive the instruction imprinted on 
them.” 


Thornton Burgess has a daily audience 
of millions of children—parents, too, love 
his bedtime stories. He is inculcating 
in children an interest in animal life. 
Probably he has told 3,000 of those 
stories to his vast audience. 


Listen: Can you recall a small frac- 
tion of that number of fascinating stories 
around the thrift theme? No! Why? 
Can’t it be made fascinating? It can. 
F. G. Cooper and a collaborator have 
proved it. 


Harvey Blodgett Company 


BANK BUSINESS BUILDING 


Executive and Sales Offices: 
UNIVERSITY and WHEELER AVENUES 
St. Paui, Minnesota 


CHICAGO NEW YORK 


25 West Forty-third Street 
BOSTON LOS ANGELES 
5306 Citizens Bank Building 


I might explain at length to you how 
Mr. Cooper and his collaborator drew 
fifty-two pictures, in rhyme and verse, 
that are direct appeals to youthful 
imagination. There is a deep lesson in 
every one of the sixty odd pages of this 
book. You might even psocure and read 
it yourself. But you are a marvel if, up 
there where you live, you can see it with 
the eye and understand it with the mind 
of a child. There’s a better way. I 
want every bank officer in the land to 
try a little experiment, to go on a little 
adventure into the realm of youth. It 
will do him good. 


Procure a copy of “Thrifty Alexan- 
der.”” Call half a dozen bovs and girls, 
about ten or twelve years old, in a quiet 
corner of the bank; after school, or in 
your home. Let them gather around 
you while you lay the book on the table 
and read to them the story of the success- 
ful career of ‘‘ Thrifty Alexander.”” Show 
them Mr. Cooper’s colorful posters as 
you go along. When you get through, 
close the book and don’t say a word. 
Just listen to the children’s verdict. 


Then think. 


Think of the countless number of young- 
sters, within the circle of your bank’s in- 


fluence, the trend- of whose entire lives 


might be changed and: who, before you 
know it, will be exerting a mighty influence. 


This is not written to sell you individual 
copies of ‘‘Thrifty Alexander.’”’ The 
book will retail at book stores for 75 cents. 


‘ You may have a copy, postpaid, at that 


price. And if you don’t want to keep it, 
you may return it. 


Come! Renew your youth. Get in 
sympathy with the boys and girls. 





eye ae 





HARVEY BLODGETT COMPANY 
University and Wheeler Avenues 
St. Paul, Minn. 
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Send with bill, one copy of Thrifty Alexander, to 
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This 
watermark 
identifies the 
Ledger Papers 
Linen Papers 
Bond Papers 


and 


ADVANCE BOND 


“The 
High Grade 
Business 
Paper” 
made by the 
L. L. BROWN 


PAPER CO. 
who make only 
quality papers. 






Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Ss” F of your records must last indefinitely. Some of your 
record books must stand the ravages of time and hard usage. 
You should insist that these books be made of Brown’s Linen 
Ledger-—the paper that never grows weak or discolors or loses its 
legibility from age: the paper that has wonderful strength because it 
is made of pure white rags without strong bleaching chemicals. 


Since the use of Brown's Linen Ledger adds only 2% to the cost of 
the ledger or record book, and adds so much to the appearance as 
well as the durability of your books, isn’t it worth while to specify 
the use of Brown’s for all your record books and loose Jeaf systems?! 


Write for sample book today 


























Linen Ledger Papers 


ADAMS, MASS..,U.S.A. 


L.L.BROWN PAPER CO. 
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Will this be your title, 


~and they call him 
a steady man— 


and this your story 


when you, too, are 45? 


WENTY-ONE years ago he 

entered the bank asa clerk. It 

cost little to live in those days, 
and after a time he married and 
began to purchase a little home. 

So the days went by, and the 
months, and the years. And every 
morning he trudged down to his 
desk, and every evening back to his 
house. 

The bank gave him a few dollars 
more each year; two years ago he was 
made assistant cashier. They 
thought very highly of him at the 
bank, as they thought highly of 
their vault and their adding machines. 
“He is very useful,” they said of 
him; and they called him a steady 
man. 


Who is to blame for these 
wasted years ? 

ALL my life I have had to struggle 
just to keep my nose above 

water,’ he said with a tragic little 

smile, when he enrolled with the 

Alexander Hamilton Institute a few 

weeks ago. 

“Perhaps the Institute can pull 
me out,” he added ruefully. “I 
don’t know ; I’ve wasted a good many 
years.”’ 

Who is to blame for those wasted 
years? The bank? It has paid 
him the current rate; and he has given 
it no excuse to pay him any more. 


Canadian Address, 


- it? 


Surely the bank bas needed executives in 
those twenty-one years. 
dustries in the city have looked around often 
for capable men. And they have passed 
him by because he knew only one little job 
and nothing else; because he was just a 
useful cog—merely a steady man. 


What excuse have you given your 
company to move you ahead? 


OU are still in the full rich years of 

vouth; you are twenty-five or thirty or 
thirty-five. In a vague general way you 
assume that, of course, each year will put 
you further ahead. s 

But what real reason have you to assume 
Specialized knowledge of one depart- 
ment of business is not a difficult thing to 
buy; there is no obligation on any employer 
to pay for it more than a fair market price. 

Only one asset in business commands its 
own price—the all-round knowledge of all 
departments—sales, accounting, advertis- 
ing, factory and office organization, corpor- 
ation finance, and the rest. That executive 
equipment forces recognition by its very 
rarity. 

Will you have that equipment one year, 
five years, ten vears from now? Or will 
you, too, in middle life, be merely a steady 
man? > 


It is not facts you need but decision 


HE facts about the Alexander Hamilton 
Institute bave been published so often 
in advertisements like this that you could 
probably repeat them almost as well as we. 
You know that the Institute was formed 
eleven years ago by a group of business 
leaders who recognized that modern busi- 
ness was developing specialists but was 
failing to train executives. 


C.P.R. Building, 





Copyright, 1922, Alexander Hamilton Institute 
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Surely other in- - 


Toronto; Australian Address, 42 Hunter Street, Sydney 





You know that its Advisory Council con- 
sists of such authorities as: Frank A..Van- 
derlip, the financier; John Hays Ham- 
mond, the eminent engineer; General T. 
Coleman du Pont, the well-known business 
executive; Jeremiah W. Jenks, statistician 
and economist; and Joseph French Jobnson, 
Dean of the New York University School of 
Commerce. . 

You know that thousands of men have 
tested its training in their own experience 
and proved its value by their success. 

It is not more facts that you need, but a 
moment of decision. Will you, for your 
own sake, spend one evening with the book 


’ that tells what the Institute is and ‘does? 


“Forging Ahead in Business” 


OW much the Institute ean do for-the steady man 
who is on the threshold of fifty is a difficult ques- 
tion and depends to a great extent on the man. But 
for the man of serious purpose, between the ages of 
twenty-one and forty, it can promise this without 
reservation: It can save him the tragedy of wasted 
years; it can shorten the path between where he is and 
where he wants to be. che evidence to support this 
promise is contained in “Forging Ahead in Busi- 
ness,” a book of 120 pages. It is an expensive book 
to produce; there are no copies for boys or the merely 
curious. But for thoughtful men it is sent without 
obligation. Send for your copy today. 


Alexander Hamilton Institute 
460 Astor Place New York City 


Send me ‘Forging Ahead in Business” 
which I may keep without obligation. 





Name 


Print here 


Business 
Address . 


Business 


Position 
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A Proved Method of 
Handling Small Loans 


HOUSANDS of small loans that cannot be taken 

care of in the average commercial bank because 
of a lack of bankable collateral or credit are now 
passing through the Welfare Loan Societies, operated 
by the Hawkins Mortgage Company. 


Welfare Loan Societies and 
Companies in Operation 


at the Present Time 


INDIANA 
WELFARE LOAN SOCIETY 
OF ANDERSON 
WELFARE LOAN SOCIETY 
OF ELKHART 
WELFARE LOAN SOCIETY 
OF FORT WAYNE 
WELFARE LOAN SOCIETY 
OF INDIANAPOLIS 
WELFARE LOAN SOCIETY 
OF KOKOMO 
WELFARE LOAN SOCIETY 
OF LAFAYETTE 
WELFARE LOAN SOCIETY 
OF LOGANSPORT 
WELFARE LOAN SOCIETY 
* MARION 
WELFARE LOAN SOCIETY 
OF MICHIGAN CITY 
WELFARE LOAN SOCIETY 
OF MUNCIE 
WELFARE LOAN SOCIETY 
OF RICHMOND 
WELFARE LOAN SOCIETY 
OF SOUTH BEND 


WELFARE LOAN SOCIETY 
OF TERRE HAUTE 
WELFARE LOAN SOCIETY 
OF VINCENNES 


OHIO 
THE WELFARE LOAN CO. 
OF CINCINNATI 
THE WELFARE LOAN CO. 
OF COLUMBUS 
THE WELFARE LOAN CO. 
> DAYTON 
THE WELFARE LOAN CO. 
OF HAMILTON 
ILLINOIS 
WELFARE LOAN SOCIETY 
OF CENTRALIA 
FLORIDA 
WELFARE LOAN SOCIETY 
OF MIAMI 
PENNSYLVANIA 
WELFARE LOAN SOCIETY 
OF LANCASTER 


These Welfare Loan Societies are a 
strong auxiliary force in the banking 
strength of every community where they 
have been established because they relieve 
the banker of a worthy class of business 
that he cannot accept on account of the 
restrictions imposed on commercial 
banking. 


The Welfare Loan Societies are per- 
forming a helpful and valuable economic 
function because they provide financial 
assistance to thousands of worthy men 
and women who often cannot borrow at 
the commerical bank. 


The Welfare Loan Societies are not 
permitted to borrow money on demand 
or from banks; therefore they have no 
money obligations to meet which makes 
their business safe and sound at all times. 


Every dollar invested is guaranteed 


by cash on. hand, well-secured mortgage 
bonds notes and other valuable collateral. 


(Send for our latest catalog on Welfare Loan Societies \ 


HAWKINS MORTGAGE CO. 


FORTLAND 


INDIANA 
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Something to Make the Kiddies Happy 


R. Banker, it will put you under no obligation to clip 
and mail the attached coupon for a free examination 


of CHILD LIFE—Rand ME€Nally’s new magazine for ° 


children. 


Here is a magazine that will give your children the new- 
est, freshest, most entertaining and instructive stories, plays, 
pictures, cutouts, nature studies and other features they 
have ever enjoyed—the best that money can buy. 

CHILD LIFE is issued every month. It will cultivate 
in the little tots and in ofder boys and girls—children from 
2 to 10 years of age—a taste for the finer and better things 


of life and give them many new avenues for self expression 
through heart, head and hands. 


Every reader of The Bankers Monthly is invited to clip 
and mail the FREE EXAMINATION coupon below. 


CHILD LIFE will help to bring out the best in the 
growing child. 


RAND MCNALLY & COMPANY 
536 S. Clark St., Chicago, Illinois 


RAND MSNALLY & COMPANY 
538 South Clark St., Chicago, III. 


Read This List 


of departmenis which CHILD 
LIFE is to contain every issue. 


HAPPINESS STORIES 
PICTORIAL STORIES 
FAIRYLAND STORIES 
PLAYS AND PAGEANTS 
JOY GIVERS CLUB 
OUTDOOR SPORTS 
INDOOR GAMES 
BUSY FINGER WORK 
FILMLAND 
AMATEUR 
PHOTOGRAPHY 
NATURE STORIES 
TRAITS OF CHILDREN 
NURSERY NUGGETS 
MUSICLAND 
TYPES OF CHILDREN 
STORIES ABOUT FOOD 


Many of the best children's 
writers and artists are among the 
contributing editors of CHILD 
LIFE. 


Please put my name and address on your list for one full vear’s subscription 
to CHILD LIFE and send me the APRIL issue—FREE. If after examining 
the first issue, I am not satisfied, it is understood I may cancel this order and owe 
you nothing. Otherwise I will send vou $2.50 in full payment for a year’s 
subscription. 


Child’s Name... 
Address 


Your Name 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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° Y. PROTECTION «°° 
SOUND MANAGEMENT 


UR officers, schooled in every phase of modern banking. 
with our directors, men identified with substantial 
business interests, bring to the management of the National 
Bank of Commerce a courage and vision that engenders 
utmost confidence in the public mind. 


(Man Lsenie 


JOHN G. LONSDALE, SIGMOND BAER 
President , 


W. B. COWEN, a. _ Treas., Stix, Baer & Fuller 
Vice President spe 
W. L. HEMINGWAY, W. FRANK CARTER, 


Vice President Carter, Collins & Jones, Lawyers. 
RAYMOND F. McNALLY, L. WADE CHILDRESS. 
Vice President and Cashier J 


President Columbia Terminals Co. 
W. M. CHANDLER, 
Vice President W. B. COWEN, 


G. N. HITCHCOCK, Vice President of the Bank. 


Vice President J. C. DONEGHY, 
E. J. MUDD, 


Vice Geensient Doneghy & Co., Wellington, Tex. 
A. W. THIAS, GEORGE LOCKETT EDWARDS, 

Vice President ‘ Counsel for the Bank. 
A. L. WEISSENBORN, EDW. A. FAUST, 

Vice President President, St. Louis Boat and Engi- 
—— —— neering Co. 

ssistant Cashier 
W. L. HEMINGWAY, 

5 ee . Vice President of the Bank 


H. H. REINHARD, J. HOWARD HOLMES, 


Assistant Cashier John A. Holmes Lumber Company 
FRED J. ‘PARO, 


. A JOHN G. LONSDALE, 
eg President of the Bank 
Assistant Cashier F. AUG. LUYTIES, 


R. J. KUNZ, President, Luyties Pharmacy Co. 
Assistant Cashier 


N. L. MOFFITT, 
pap Feo: oon ~ President, Moffitt-Napier Grain Co. 


HENRY REIS, CHARLES REBSTOCK, 


Assistant Cashier Charles Rebstock & Co. 
P. O. DAUDT, | DAVID SOMMERS, 
Assistant Cashier 


E. G. KEHDE, Vice President, Schram Glass Mfg. Co 
Auditor JOHN B. STRAUCH, 


VIRGIL M. HARRIS, President, More-Jones Brass & 
Trust Officer Metal Co. 


J. A. McCARTHY, 
Assistant Trust Officer W. S. THOMPSON, 


MARY J. SCHERRER, President, W. H. Thompson Trust Co 
Assistant Trust Officer EDW. J. WHITE, 

J. S. LIONBERGER, Vice President and General Solicitor, 
Trust Attorney Missouri Pacific Railroad Company. 


The NATIONAL BANK o£ COMMERCE 
in SAINT LOUIS 
Capital, Surplus and Proftts 15,00000022 
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OLD COUNCIL 
TREE BOND 


. . IT WAS ON THE 
RECOMMENDATION OF 
OLD COUNCIL TREE 
BOND THAT THE OWL 
MARK WAS ACCEPTED 
BY°THE PUBLIC AS A 
GUARANTEE OF PAPER 
VALUES. 


“NOTE THE TEAR AND WEAR 
AS WELL AS THE TEST” 


MANUFACTURED BY 


NEENAH PAPER COMPANY 


LOFT DRIED BONDS AND LEDGERS ONLY 
NEENAH, WISCONSIN 


Write for Samples 
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Do You Invest in Advertising 
or Merely Buy It? 


"HERE are two distinct types of advertising copy—and 


two distinct types of advertising mediums. 


One type 


sells the advertising copy or medium. The other type sells 


something for the advertiser. 


You can invest in advertising on the 
same basis that you invest in securities 
or property. You can set definite stand- 
ards of performance for your advertising 
and can judge its efficiency on its delivery 
of results along the lines of those 
standards. 


There are at least four factors in Out- 
door Advertising that are of especial 
interest to the banker and are of especial 
value in judging the value of an invest-. 
ment in that medium. 


The first is the fact that Outdoor Ad- 
vertising is based on tangible property 
rights; that is, the locations of outdoor 
displays are on property either leased or 
owned by the outdoor advertising plant. 
The revenue to the property owners is 
based upon the advertising value of 
the location. 


The second is the character of the 
structures that bear the display: sub- 
stantial, attractive structures that give 
solidity and the impression of permanence 
and reliability to the message displayed. 


‘ the nation. 


Long life of the copy, frequency of 
impression, vigilant presentation of the 
message: these make up the third factor; 
and the fourth is 


Economy. Analyzed from the invest- 
ment standpoint, Outdoor Advertising 
delivers, on an average, from three to 
fifteen times as. much publicity-power 
as the same money can buy in any other 
medium. This is a fact that can be 
demonstrated in connection with any 
well-planned Outdoor Advertising 
campaign. 


These factors, and the many other 
features of Outdoor Advertising that give 
it high impression-value and efficiency of 
operation, account largely for the turn 
to this medium by bankers throughout 
In Chicago alone over fifty 
banks are using Outdoor Advertising at 
the present time. 


Would it not be good business for you, 
in your own advertising plans or in the | 
plans for your customers which come 
before you, to consider from an invest- 
ment standpoint, the use of 


OUTDOOR ADVERTISING 


CHICAGO 
Harrison, Loomis 
_& Congress Sts. 


NEW YORK 
Broadway & 5th Ave. 
at 25th St. 


Branches in 45 principal cities operating in or representing over 8500 cities and towns 
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National City Building 
Entrance of the new six 
teen story Nationa! City 
Bank, Indianapolis, de- 
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signed and constructed 


by Hoggson Brothers. 
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Eliminating Extras— 


XTRAS are unknown in our build- As a specific example, not once during 





NEW YORK, 485 Fifth Avenue 





ing contracts. We prepare our archi- 
tectural drawings and specifications with 
a degree of proficiency and accuracy 
which permits us to guarantee that the 
project is fully covered at the start and 
that unexpected expenses will not de- 
velopduring the progress of construction. 
We assume one contract for both archi- 
tectural services and building construc- 
tion and before work is begun give the 
owner a definite limit of final cost for the 
entire undertaking. 


the construction of the sixteen-story 
building pictured above did we go to the 
owner for an extra allowance because of 
a mistake in drawings, or because some- 
thing was forgotten, or because certain 
construction had to be taken down and 
changed, or because our specifications did 
not include what they were supposed to 
include —or for any other reason. 

This freedom from extras is one of the 
advantages of our organization and ex- 
perience which makes it possible to build 
on a business basis, 


HOGGSON BROTHERS 


Bank Design and Construction 


7 
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CONTROLLING THE INCOME A 
EXPENSE STATEMENTS — 


An effective method by which the executives 
and directors can always have available a 
proper analysis of earnings and disbursements 


By C. R. SMELSER 


Auditor, The First-Second National Bank, Akron, Ohio 


HE gross earnings of nearly every 

bank have shown a shrinkage, due 
to the adjustment of discount rates. The 
falling off of gross earnings should 
result in an adjustment of expenses. 

During the past few years greater 
need has arisen for developing adequate 
means to keep the executives and di- 
rectors, who are responsible for the 
operation and direction of the bank, 
informed as to its past accomplishments 
and its present status. This is particu- 
larly true with reference to the income 
and expense accounts. 

Although the larger banks, of neces- 
sity, must maintain a well-defined classi- 
fication of accounts, there are many 
whose executives and directors are not 
interested in the details of operation 
to the extent found in others. This is 
perhaps the ease in banks whose general 
ledger does not contain a sufficient num- 


ber of subdivisions to show a proper. 


analysis of the earnings and expenses. 

Big banks in Federal Reserve centers 
will probably find little of interest or 
value in this diseussion, because thev 
have highly organized accounting de- 
partments. But the moderate sized and 
smaller banks which have not given the 
matter of income and expense statements 
serious consideration, will find the sug- 
gestions and forms presented herewith 
of benefit. 


Statements of operations are desig- 
nated by various titles, such as: State- 
ment of Income and Profit and Loss; 
Statement of Income; Income Account; 
Statement of Revenue and Expenses; 
Statement of Earnings and Expenses; 


Statement of Operations, and Statement 


of Income and Expenses. Any of 
these are perhaps accepted as good 


usage. The choice depends to some 
extent upon what the statement em-. 
braces. Statements of manufacturing 


and trading concerns usually show all 
operations, including changes in the sur- 
plus, and are usually entitled “Statement 
of Income and Profit and Loss.” If the 
statement ends with showing an operat- 
ing profit or loss, it should be called a 
“Statement of Income and Expense.” It 
will be supplemented usually by a state- 
menf of profit and loss. 

Too much emphasis cannot be laid 
upon the necessity of adapting state- 
ments to peeuliar conditions. It is sel- 
dom that one form in its entirety can be 
used for two different concerns and this 
seems to be true in banks whose classi- 
fications of accounts vary to a marked 
degree. 

In the form shown on the next page, 
all earnings and expenses are classified 
and the result from operations is shown 
tor the current month and period of the 
present year and compared with the 
corresponding month and period of last 


vear. The net result is termed “Net 
Operating Profit,” or the “Net Profit 


from Direct Banking Operations” inas- 
much as unusal items of profit or loss 
are not charged or credited to any of 
the earning or expense accounts. Such 
items are profits or losses arising from 
sales of securities, write-offs and write- 
ups on bonds, stocks, ete., and unusual 
losses or gains all of which are handled 
through the undivided profits account 
as affecting “other” operations of the 
bank. In other words, the result shown 
by this statement does not reflect any 
charges or credits appearing on the 
undivided profits account. These are 
taken up and handled on thé “Monthly 
Profit and Loss Statement.” 


In the accounting system of the bank, 
“Net Operating Profit” has the same 


significance as similar: terms used in 
the statements of other business e¢on- 
cerns. 


The same importance which- is at- 
tached to an analysis of the general 
expense account may be applied to the 
analysis of the earnings and expenses 
although, in the form presented here- 
with, the analysis takes on the form of 
a classification. This is quite essential 
in measuring the progress of the bank. 
The revenue should be classified acecord- 
ing to the souree from which received 
and when this is done, and the statement 
is shown to directors, the executive of- 
ficers naturally invite a closer degree 
of co-operation and helpful counsel. , 

The income and expense statement was 
designed with essentially the same ob- 
jectives in mind as were considered in 
the preparation of the “Monthly Bank- 
ing House Expense Statement” pub- 


lished in a previous article in The 
Bankers Monthly. 

The amounts shown. opposite the 
various items in the classification of 


income and expense as entered in the 
various columns are taken from the ac- 
counts of the same name in the general 
ledger. If the general ledger accounts 
are closed monthly it is an easy matter 
to obtain the amounts to be entered in 
the statement. If the books are closed 
quarterly or semi-annually the amount 
of each item will be the difference be- 
tween the balance shown at the end of 
the current month and the balance shown 
as at the last day of the preceding 
month. The amounts shown in the “pe- 
riod” column will be the accumulated 


monthly totals for the number of months 
in the period. 
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INCOME ACCOUNTS 

Interest Earned on Loans—The amount 
shown opposite this item is the net 
earnings from this class of resources. 
Where the accounting system permits 
of the handling of “Interest earned and 
not collected” and “Interest collected 
and not earned” the necessary adjust- 
ments are made periodically so that this 
statement gives effect to the result to 
date of adjustment. 

In view of the fact that the revenue 
of a bank is made up largely from in- 
terest on loans and discounts it is as- 
sumed that this income will have been 
verified daily. The auditing department 
verifies all interest received or rebated. 
This is done in the auditing department 
of some banks and in others, where the 
volume of business makes it imperative, 
a member of the auditing department 
works in the discount department veri- 
fying the transactions as they pass 
through the work. In this way, assur- 
ance is given that the amount shown as 
“interest earned on loans” for the month 
is correct. Overcharges as well as any 
undercharges are found and corrected 
immediately, and the necessary safe- 
guard is applied to the major portion 
of the earnings of the bank which are 
audited promptly and properly reflected 
in the profit and loss statement. 

Interest Received from Correspondents 
—As this income is derived from interest 
paid by the bank’s correspondents, the 
earnings from this source depend en- 
tirely upon the rate of interest and the 
amount of free balances carried with 
those banks. Routing of checks in the 
transit department has a very impor- 
tant bearing upon this income. The 
average daily “float” as shown by in- 
terest statements received is scrutinized 
monthly and the interest calculation veri- 
fied before crediting this account in the 
general ledger. 

With the proper routing of checks, 
close attention to early mailing of large 
items and an analysis of the interest 
statements, the revenue may be shown 
with the assurance that the bank is re- 
ceiving an adequate amount of interest 
on its balances with other banks. 

It has been found advantageous to 
prepare a comparative statement show- 
ing all correspondent banks and the 
amount of interest received from each, 
by months, as a guide in supervising this 
class of working assets. 

Income on Taxable Bonds—This earn- 
ing account was created primarily to 
segregate the income fiom _ securities 
which is taxable from that income which, 
is not taxable. This will be found im- 
portant in making up the bank’s income 
tax return. In this connection it should 
be mentioned that this account should 
be thoroughly analyzed during the prep- 
aration of the return. 

It is important to have an alphabetical 
list of all securities held, properly 
marked as to whether the income is 
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THE FIRST-SECOND NATIONAL BANK OF AKRON, OHIO 
MONTHLY STATEMENT OF INCOME AND EXPENSE 


FOR THE MONTH ENDING December 31, 1921 


CLASSIFICATION 


LNCOME 

NT EARNEO ON LOANS 

NT RECEIVED FROM CORRESPONOENTS 
INCOME ON TAXABLE SONOS 

INCOME ON NON TAKABLE BONDS 
INCOME ON LIBERTY BONDS 

INCOME FROM BOND on YT 

NCOME FROM SAFE DEPOSIT DEPT 
INCOME FROY FOREIGN EXCH DEPT 
EXCHANGE RECO 


LOSSES RECOVERED 


MISCELLANEOUS INCOME 


EXPENSE 
INTEREST PAID TO BANKS 
INTEREST PAID ON COMMERCIAL DEP'S 
INTEREST PAID ON U S DEPOSITS 
INTEREST PAID ON CERT FS OF DEP 
INTEREST PAID ON SAVINGS ACCTS 
INTEREST PAID ON BORROWED MONEY 
CX CHANGE PAID 
LOSSES CHARGED OFF 


GENERAL EXPENSE 


TOTAL EXPENSE 


| NET OPERATING ProFit 





This form is adaptable to the needs of the average bank because it simplifies the prob- 


lem of regulating and contrclling expense and disbursements. 
dependable information for officers and directors. 


taxable or non-taxable. Supplementing 
this there should be an aceurate record 
as to what coupons are due on the 
various due dates. This record should 
cover securities held in the bank’s own 
vaults as well as those held elsewhere, 
pledged, or for safekeeping. 

The profit or loss occasioned by the 
sale of securities does not enter into 
this account but is handled in the undi- 
vided profits account. The same is true 
ot write-ups and write-offs on bonds 
purchased. In this way there is no 
uncertainty regarding the income which 
is taxable and non-taxable as related 
to securities owned. 

Income on Non-Taxable Bonds—Prac- 
tically the same applies to this account 
as was said concerning “Income on Tax- 
able Bonds.” This account operates to 
show only that income from securities 
owned which is not taxable. <A large 
part of this income, of course, is derived 
from municipal bonds, Federal Reserve 
Bank stock dividends, (treated in the 
income tax return as dividends from 
domestic corporations) and any other 
revenue: from bonds and stocks which 


This form provides concise and 


the bank considers in arriving at its 
income tax liability. 

The same records, concerning the 
due dates of coupons, ete., should be 
maintained covering bonds, the income 
from which is not taxable, as are kept 
on bonds the income from whieh is tax- 
able. The verifying of this income 
takes its place along with the verification 
of all income accounts. 

The securities register is used to good 
advantage in recording information re- 
garding the sales and purchases of se- 
curities and in determining the amount 
of admissible and inadmissible accounts, 
which is of value in preparing the in- 
come tax return. 

Income from Liberty Bonds—<s the 
name implies, this account is used for 
but one purpose and shows the income 
from Liberty Bonds owned by the bank 
and shown in its investment accounts. 
As coupons become due the interest is 
credited to this account. Accruals are 
handled in this account also. 

The profit from sales of Liberty 
bonds which are owned by the bank but 

(Continued on page 59) 
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WHAT SALARY SHOULD BE PAID 
TO A BUSINESS EXECUTIVE? 


Banker’s investigation into the problem of properly com- 
pensating the president of a manufacturing concern brings 


varied and interesting expressions from ot 
7 


OT long ago the directors of a cer- 

tain manufacturing plant were 
confronted at their annual meeting with 
the problem of determining the advisa- 
pility of raising the salary of their 
president. 

Before voting on the proposition, the 
president of a bank who was also a 
director of this particular plant, de- 
cided to do a little investigating on his 
own account and he sent the following 
letter to 25 of the leading business 
executives of the city: 

Dear Sir:— ; 

I am puzzled and would like very much 
to have your opinion, please: 

One of our patrons, a manufacturing con- 
cern, does not know just what salary to pay 
its president. It is an old corporation but 


their history for the past 15 years reads like 
this: 


| ea eee eis $ 60,000 
Stock dividends declared in 1909, 

Oe Be We Bas 6s cee wcwwecens 170,000 
New capital put into the business in 

Be PONE vk ose casecevcsevesuss 170,000 
Present capitalization ........... $400,000 


Dividing their dividends into five year 
periods, they have paid as follows: 

In stock or cash. 1907 to 1911 11 per cent 
annually 

In stock or cash, 1912 to 1916 12 per cent 
annually 

In stock or cash, 1917 to 1921 24 per cent 
annually — 

Average for 15 years 16 per cent 

That is, based on their capital but in- 
cduding their surplus too, the percentage 
would average 14 per cent. . 

Volume of sales in 1920—$1,000,000; in 
1921— $600,000. 

Number of employees, about 125;  stock- 
holders, about 140. 

The president owns about 12 per cent of 
the stock. The company kas 2 good strong 
board of directors, but they all agree that 
the showing made is due to the good manage- 
ment of the president. Do you mind telling 
me please in cofidence, what salary such an 
executive should receive? 

Yours truly, 

Answers were received from all the ex- 
ecutives, but six of them did not feel that 
the information given in the foregoing 
letter would enable them to assert an 
opinion. 

Nineteen of the executives, however, 
offered expressions which show in an 
interesting way the prevailing attitude 
towards executive salaries in manu- 
facturing operations. As was to be ex- 
pected, there was no uniformity among 
the answers, one man putting the figure 
as low as $5,000 per year and another 
putting it as high-as $16,000. 

Taking the suggestions of the nine- 
teen men who gave a specific figure, the 
average is $9,690.00 per year and by a 
happy coincidence, the salary of the 
executive in question is $10,000. 

One man, the head of a big manu- 
facturing and jobbing concern, gave an 


Interesting viewpoint, when he said: 








‘being the leading 


By J. D. WINSTON 


It appears to be a well managed concern, 
and if its success is due to the good manage- 
ment of the president, he should be well com- 
pensated, but I think we must realize that for 
the sake of the safety of a concern and its 
permanent success, there should be a good 
organization around a president, and that one 
large salary in a business is sometimes a 
serious danger, as it not infrequently results 
in reducing the salaries of other men on 
whom a good deal of the success of the bus- 
iness may depend, and who must, in case of 
the loss of the president, become responsible 
for its management, or provide a successor. 

I think generally the success of a business 
is attributed more to the conspicuous head, 
than it should be, and that often those who 
are as much, or more, responsible than the 
head, receive insufficient credit or reward. 


Another executive had in mind, the 
possible liquidation of the business and 


also the organization that was being 
created, for he wrote: 


Such factors as the price obtainable for 
the stock if a widow were forced to put it 
on the market; whether the business is of 
a character difficult to manage and one which 
a business man of ordinary experience could 
not successfully manage; and whether the 
business is of a nature requiring large bor- 
rowing, in which the character and prestige 
of the president are important factors, are 
worthy of consideration, and might suggest a 
somewhat lower, or ‘somewhat higher figure 
than I have 
portance of such factors in the particular bus- 
iness in question. 

It is highly important to know, in estimat- 
ing his salary and deserts, whether he has 
formeé an organization capable of carrying 
on the business with equal success in the 
event of his sudden death. 


Quite an interesting viewpoint is 


given by another man who says: 


An Eastern banker offered me a_ position 
similar to the one I am holding, and at the 
same time offered me $4,000.00 per year 
salary for every $25,000. net profit I made 
for him. If I had taken him up at that time, 
general conditions developed, as you are no 
doubt aware, to such an extent that I could 
have made $50,000.00 a year or more, salary. 
However, I feel certain his offer was made 
anticipating normal conditions only. 


The uneertainty of the times and the 


wisdom of being in a strong cash posi- 
tion is emphasized by one who said: 


It would not only depend on averages for 
the past few years, but would depend on the 
present cash condition of the company, and 
the prospects of its business for the coming 
year. I believe in good salaries to executives 
who can get results, but in times like the 
present, unless the company has in prospect 
a good year’s business, and unless its present 
earnings, (ndt its average) are satisfactory, 
and its cash situation is easy, I think ex- 
ecutives should be willing ¢o reduce, rather 
than increase their salaries. 


Still another employer had in mind 
the full service rendered to the 
public by this manufacturing concern, 
for he tells it as follows: 

This man represents 140 __ stockholders. 
Keeps 125 men busy, so he must be a capable 
officer, and owning only 12 per cent of the 


stock, he is entitled to great consideration, 
spirit and a very small 


owner. Of course there is something else to 
think about, and that is $400,000 capital and 
sales of $600,000 which is somewhat out of 
proportion, unless some special industry where 
wages are the big part of the output. 


named, according to the im- -° 


her business men 


Manager, New Business, Dept., Louisville National Bank, Louisville, Ky. 


Another man seemed to feel that the 
stockholders are entitled to 16 per cent 
before an executive is entitled to any 
extra compensation, for he wrote: 


It would not be reasonable to base a salary 
on the profits for 1917 to 1921 orto take 
these years as a basis for figuring an average 
profit, when three out of the five years were 
unuswally profitable. i 
_ Under ordinary conditions, a business of 
six hundred thousand dollars ($600,000.00), 
with the capital named, that pays an average 
net profit of sixteen per cent (16%), should, 
in my_ opinion, pay an_ executive ten 
thousand dollars ($10,000.00) per annum, 
with an additional salary based on a certain 
percentage of the profits, provided the profits 
exceed sixteen per cent (16%,) 


The importance of actually getting 
dividends or income is stressed by an 
officer who puts it that all ends are not 


served when the value of one’s stock 


simply increases in value. He said: 
In the first place, opinions might differ as 
to what the real progress or success of the 
company has been. I say this in view of the 
fact that the stockholders have put into the 
business new capital of $170,000, while they 
have received dividends of only $144,000 in 
the same length of time. In other words, 
they appear .to have put back their profits. 
except that they have received stock dividends 
to the amount of $170,000 they have in reality 
realized nothing more from the business. Of 
course, to be strictly technical, they have 
received cash dividends on the stock dividends 
from time to time since issued, but on the 
whole, my deductions are fairly correct . 


A point that many of us seldom think 
of is in the fact that many a business 
prospers in spite of its management 
because of the nature of the ‘business 
itself or of the times and this matter is 
made quite clear by an executive who 
wrote: 

~ . 

I have never thought that the value of a 
man’s service should be based altogether on 
the volume of business, or the amount of 
cash that might be handled in its course or 
even the amount of profits accruing to it. 

_ Many chief executives of prosperous bus- 
iness concerns or gssociations are given credit 
for a great deal, while it is often due to 
other active subordinate officers or employees 
who hold such positions not always through 
the instrumentalities of such heads, but who 
are frequently the ‘“‘should-be’” heads. The 
mere fact that a business has prospered under 
one man’s management is not always surety 
that the head of the concern had been a ca- 
pable managing officer. I have known in- 
stances, one or two in our own city, where 
the business could not help from having been 


prosperous with even “a bonehead” for its 
president. 


Altogether the foregoing expressions 
present some interesting points of view 
in these re-construction days when our 
ideas about everything have to be ad- 
justed not only to the immediate pres- 
ent, but to the future as well. The 
opinions given here are especially in- 
teresting because they illustrate the 
wide range of sentiment among bus- 
iness executives on a subject of par- 
amount importance,—adequate compen- 
sation for executives. 
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HOW BOYS AND GIRLS WON 93% 


ON 


BANKING QUESTIONS 


After installing automatic receiving tellers in the 
public schools, a bank officer gave a course of study 
to high school pupils on the meaning of the jbank 


By W. H. SPRADLIN, JR. 


Assistant Cashier, American Exchange National Bank, Greensboro, N. C. 









HERE is a lad here, bankers! 

What are you going to do about him? 
That lad has been discovered by others, 
years and years ago. Our schools and 
churches, the boy scouts and various 
other organizations know the lad, and 
have accomplished much in their re- 
spective spheres for him. Too long he 
has remained at the portals of our bus- 
iness and financial institutions, watch- 
ing in wonder, as the formative vears of 
his life slipped away. It is with the 
hope that something may be done for 
the boy—and the girl as well—by the 
banking fraternity, that this article is 
written. 

The writer can well remember when 
he was tempted to paraphrase and say: 
“Stone countenance does a_ banker 
make, and iron bars a bank.” Happily, 
that time has passed! The progressive 
banker is human and alive to the needs 
of his community. He is deeply con- 
cerned about its welfare in the years to 
come. He is a big brother on wheels. 

The banks which are advancing as 
leaders in community betterment are 


exhibiting commendable activity to- 
wards making it easy for the men, 


women and children to understand the 
ordinary usages of banking. The 
American Exchange National of Greens- 
boro, for example, indicates in a typical 
way how many banks are gaining the 
favorable recognition of the public. 
The American Exchange was or- 
vanized in 1907 and owes much of its 
growth, in the face of keen competition, 
to one outstanding attitude. It has 
from the first tried to be a friend to the 


young man. Yet, it was not until re- 


cent months that this bank awakened to 


a serious duty, not until it saw the lad 
at its doors. Then it undertook to teach 
the lad to save, to show him how the 
bank is a friend worthy of consistent 
cultivation, 

In line with the practice of many 
banks, the American Exchange Na- 
tional installed seventeen automatic re- 
ceiving tellers in the public schools of 
Greensboro, and under the direction of 
one of its officers, conducted a class in 
the high school, which will be described 
later. The purpose of these machines 
is to stimulate the children’s interest 
in saving their small change regularly. 

For the benefit of those bankers who 
mav not be familiar with these machines, 
it is well to say that they operate 











somewhat upon the principle of chew- 
ing gum vendors. There is a compart- 
ment for pennies, nickels, dimes and 
quarters, respectively. When a eoin is 
inserted, a stamp for a corresponding 
amount is ejected, which is pasted in 
a card-board folder, much after the 
manner of thrift stamps. Each folder 
has space for sixty stamps, and in 
nearly every space is a slogan which is 
likely to catch the child’s eye. 
Frederick Archer, superintendent of 
the city schools of Greensboro, a man of 
broad vision and a widely known edu- 
eator, was quick to see what it would 


dime instead of spending it foolishly, 

Naturally the first impulse was for 
the child to seek money anyway he 
could get it,—even spend his luneh 
money for stamps,—for the privilege 
of working the machine. At this time 
the machines could not be kept clear, 
It took all the time of a man in an 
automobile to make collections; prin- 
cipals of schools would telephone to the 
bank in an effort to have collections 
speeded up. After the novelty wore off, 
the children settled down to serious, 
earnest saving. None of the stamps 
are cashed because that would defeat 





The two photographs shown here are eloquent proof of the importance of reaching out for 
the boys and girls in the schools. In the upper photograph we have a class in banking. These 
students, as the accompanying article shows, have revealed substantial knowledge of the ele- 
mental operations of the bank. The lower photcgraph shows how the American Exchange 
National of Greensboro is educating the little folks to the significance of thrift. The youngsters 
use this automatic receiving teller daily with their spare pennies, nickels, dimes, and quarters. 


mean for the Greensboro of tomorrow, 
if the child of today could be educated 
with this device in ideas of thrift. 
From the beginning, it was pointed 
out to the children that thrift did not 
mean asking pennies and nickels of 
their parents; it meant industry first— 
running errands—doing chores—a task 
before the reward. It meant saving a 





the purpose of the automatic tellers, 
and the child would use the same money 
over and over in the machines. The 
bank requires that each book of stamps 
be converted first to a savings account, 
and there remain at least thirty days. 
Within thirty days, the school 
children of Greensboro had saved more 
than fifteen hundred dollars. It is esti- 
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mated that at least 2,500 thrift stamp 
folders are in operation, and it is not 
unusual for the bank to open forty new 
savings accounts in one day. Verily, a 
lad is here! 


Yet as valuable as these machines 
have proved to be in actual operation, 
as important as they are as incentives 
to thrift, they were but a single step in 
the plan of the American Exchange to 
go after the boys and girls. 


The bank felt that the voung people 
needed education in elementary finan- 
cial matters; an understanding of the 
relations between banker and customer. 
So, Supt. Archer was called into con- 
ference by the bank officers and he 
brought with him a high school prin- 
cipal, G. B, Phillips. These educators 
suggested a class in banking composed 
of the junior and senior students of 
the High School. One of the junior 
officers of the American Exchange was 
appointed to teach the class without 
compensation, and it became his duty 
to deliver a forty-five minute lecture 
to the class each school day. 


An excellent little text book was 
selected—Borden-Hooper’s “Banking and 
Business Ethics.” This text book 
has been a strong force in giving the 
students an insight into common bank- 
ing practice. 

Each week a list of test questions is 
given the class, and the papers are 
graded by the teacher—the bank officer, 
—and these grades play their part in 
the final averages for the student. 
Credit is given for the completed course. 
It may be interesting to note a list of 
questions these students handled, in a 
test, during the first month, and which, 
by the way, resulted in a general aver- 
age, for the class, of 93.1 per cent— 
which is probably above the average in 
other subjects, for an entire class. The 
list follows: 


1 (a) What is a bank? 

(b) Name and differentiate between two 
great divisions of banks, and subdivisions of 
either (not each) 

2 (a) What 
“Liabilities”’ ? 

(b) Is the five per cent redemption fund 
& resource or a liability ! 

(ec) What is the redemption fund? 

3. Beginning with the receipt of a deposit, 
by teller, route component items to destination. 

4 (a) What are the benefits (thus far dis- 
cussed) accruing from Federal Reserve System ? 

(b) What is the Federal Reserve system? 
How many Federal Reserve Banks, and where 
located ? 

(c) What is the minimum capital permitted 
& Federal Reserve Bank, and how secured? 
(d) How are Federal Reserve Directors 
elected ¢ 

(e) Where is the Federal Reserve Board 
located, and who is the chairman? 

5 (a) How is the reserve of a Federal Re- 
serve member computed ? 
(b) In what Reserve District is Greens- 


is meant by ‘‘Resources’’? 


boro? 
6 (a) What is the distinction between a 
cashier's check and a bank draft? 
(b) What is a certified check, and how 
handled ? 
7 (a) What are rediscounted bills? Bills 
payable? Are they a resource or a liability? 
(b) What is “Oirculation”? How much 
circulation may a bank have whose capital is 
$500,000.00? How is this circulation secured? 
8 (a) What is a trade acceptance? 
(b) What are “bills receivable’? Are they 
§ resource or a liability ? 
(ce) If a trade acceptance is discounted 


by a bank, does it become the bank's resource 
or its liability ? 

9 (a) What is “Surplus”? Undivided pro- 
fits? 
(b) How much gold in the standard gold 
dollar ? 

(c) Does “‘ninety days after date’ mean 
“three months”? 

10. What do you 
idends unpaid’? 
posit, or demand? 


understand by “Div 
Would this be a time de- 


In addition to the foregoing ques- 
tions, the class is able to analyze a bank 
statement. All kinds of bank state- 
ments aresubmitted to them—resources 
and liabilities, mixed statements show- 
ing insufficient reserve; quick assets out 
of proportion: too much of this, and 
not enough of that, and they can detect 
and remedy the trouble with little diffi- 
eultv. The pupils also show the same 


interest in commercial law—the laws of 
contracts—negotiable instruments law 
—all of it——as is shown in examina- 
tions on bank routine. 

To the American Exchange this ex- 
periment and experience is a revelation. 
To the bank it means that our boys 
and girls have been neglected, in for- 
mer years. The lad who is hungry for 
knowledge of the business world, should 
have every opportunity to receive that 
knowledge and the work that the Amer- 
ican Exchange is doing at the present 
time suggests many valuable ideas to 
all banks which want to show the young 
people the influence and value of a 
bank in these future suecess. 


* * * 


SHOWING THEM HOW 
TO MAKE A WILL 


Louisville institution demonstrates how advertising 
in newspapers supplemented by consistent follow- 
up methods helps to produce profitable business 


By A. R. FURNISH 


Publicity Manager, Louisville Trust Co., Louisville, Ky. 


~ OMETIMES bank and trust officers 


doubt that trust business ean be. 


fold by or through the printed word. 
They often assert that the personal con- 
nections of the trust company or a 
trust department of a bank is the one 
positive producer of new business. 

Conditions, such as state laws, co- 
operation with attorneys, popularity of 
trust service in various localities must 
determine to a great extent the premises, 
so to speak, for a trust business cam- 
saign. Again, the policy of the institu- 
tion seeking new business must be re- 
flected properly in the advertising and 
strange to say, usually is, whether in- 
tentional or otherwise. 

Speaking for our own institution, we 
co-operate closely with the attorneys. 
We not only believe it to be the right 
policy but our experience proves it to 
be. At no time do we encourage bus- 
iness, independent of the lawyers, by 
discouraging or ignoring their services 
and our campaigns for business are ex- 
ecuted with this specifie policy and 
practice uppermost in our plans. 

Two years ago we ran an educational 
campaign on the necessity of making a 
will, having a lawyer to write it, ete. 
Beginning with the definition of a will 
as our first advertisement we ran a 
campaign in all of the daily papers for 
approximately four months. The ad- 


vertisements appeared for four weeks 
daily; for four weeks every other day 
and for about eight weeks twice weekly. 
In every advertisement 


we requested 


. 


readers to call for certain booklets and 
our results then and since have been 
highly satisfactory.. Judging from our 
own observation and what the attorneys 
have told us, this money spent through 
the newspapers was a good investment. 

I have found that the newspaper ad- 
vertising should be tied up with the 
direct by mail letters and pamphlets 
and that a liberal mailing list can and 
should be used in a campaign. In our 
first'campaign and in the present one, 
those on our mailing lists received aA 
letter or booklet or both every two 
weeks. 

In all of our newspaper advertising 
we have tried to follow a ‘chain of 
thought or argyment beginning with 
“What is a Will,” following with rea- 
sons why one should make a will and 
then following with human _ interest 
copy pointing out in each, if possible, 
some additional reason for making a 
will at the same time dwelling upon the 
service of the lawyer in writing it, 
the appointment of a corporate ex- 
ecutor and trustee in the will and stress- 
ing the necessity of immediate action. 
We do not dwell so much upon the 
necessity of corporate executor until we 
have the subject of wills before the 
people in a satisfactory way because 
the testator must be first convinced of 
the necessity of making a will and then 
the appointment of a responsible ex- 
ecutor in the will. 

All good advertising has some merit, 

(Continued on page 65) 
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WINNING 12,358 NEW ACCOUNTS 
AT COST OF 46 CENTS EACH 


Co-operation of officers, small working units among 
the employes and constant publicity enabled Chicago 





ITHIN three months after the 
opening of an employes’ contest 
condueted by the Union Trust Company, 
Chicago, 12,358 new savings accounts 
were brought in with initial deposits of 
$468,102.78 at an average cost of forty- 
six cents per account. The average bal- 
ance of the adove accounts was $37.87. 

This remarkable showing which set a 
new record by the actual inerease in 
the number of new savings accounts 
opened was largely due to the friendly 
spirit of competition engendered into 
the campaign by the employes and to 
the splendid co-operation given them 
by the officers of the bank. It is all 
the more significant because of the fact 
that the original quota of five thousand 
accounts was more than doubled when 
the contest ended. 

When this campaign was decided 
upon, three factors were determined 
upon as important to the success of the 
campaign: the co-operation of the of- 
ficers, small working units or “teams,” 
and constant publicity. 

In order to carry out this program 
successfully, a committee of three was 
appointed, composed of the manager of 
the new business department, the 
manager of the savings department, 
and the publicity manager, to supervise 
the general progress of the drive. This 
committee in turn appointed one of 
the junior officers executive secretary 
of the campaign, who was placed in 
active charge. 

Twenty teams were organized and a 
captain appointed at the head of each 
team. Each team was composed of a, 
captain, a lieutenant, and fifteen mem- 
bers, the lieutenant doing most of the 
active work, being directed and encour- 
aged by the captain. On some of the 
teams two, three, or four lieutenants 
were appointed with very good results. 
The minimum quota set for each team 
was 250 accounts. 


The campaign started off with a mass 
meeting in the assembly room of the 
bank, at which one of the vice-pres- 
idents spoke of the opportunities that 
would be offered to each of the em- 
ployes by the campaign for serving the 
bank, the individual benefit to be de- 
rived in the way of earning extra 
money, and establishing better friend- 
ships among the workers. He pointed 
out that the campaign would run for 


bank to go over the top in three months’ contest 


By PAUL D. HARDESTY 


Publicity Manager, Union Trust Co., Chicago 












three months and commissions would be 
paid for each account brought in, based 
upon the amount of the initial deposit 
and the fact that it must remain in the 
bank at least thirty days. 

He also explained the monetary re- 
ward in prizes that would be given after 
the close of the drive to the individuals 
and teams bringing in the 


largest 








CRAIG B. HAZLEWOOD 

Mr. Hazlewood is vice-president of the Union 
Trust Company in Chicago and one of those 
actively in charge of the employes’ contest 
described in the accompanying article. 
number of accounts and also the largest 
aggregate balances. 

In order to encourage every member 
of each team to do his part, it was 
announeed that, quota buttons would 





be presented to every team member who 
obtained fifteen accounts. This number 
was figured on the basis of the original 
quota, five thousand accounts, since if 
every member of each team brought in 
fifteen accounts, a total of five thou- 
sand would be achieved. 


These quota buttons were small 
oxidized silver reproductions of the 
Union Trust Company emblem and 


were proudly worn by those who had 
obtained their quota. 

In addition to these emblems, the 
men who obtained over one hundred 
accounts—and there were seventeen of 
them—were presented with _ sterling 
silver key-chains, engraved with their 
names and bearing the bank’s emblem. 

The women workers who obtained 
over one hundred accounts were pre- 
sented with sterling silver. pencils, 
properly engraved. 

Four large score boards (Figure 1) 
were hung in convenient locations 
throughout the bank, which registered 
the daily standing of each team op- 
posite the name of its captain. The 
daily progress of the teams was shown 
by drawing strips of colored paper 
from left to right in grooves on the 
bulletin board. When a team’s score 
reached the marginal line at the ex- 
treme right of the board, each addi- 
tional time across was indicated by dif- 
ferent colored paper. 

In addition, posters were used from 
time to time to encourage the workers. 
A campaign bulletin which contained 


(Continued on page 62) 
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Figure I.—This bulletin board sustained interest among the employes because it indicatedin® 
graphic way the progress that each of the bank workers were making as business produce:s. 
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ee Or ees PO ae a SET REO oe aes On 


McMichael, Byron W. Clute, W. E. Lusby. 


Ivo S. Faurote, W. J. Kinmont, James A. Wilson. 


* 


* 


The above photograph shows a group of officers of the First National Bank of Detroit, taken in front of itsnew building just completed. 
First row, left to right, Laurence P. Smith, Leo F. Timma, J. H. Simpson, James A. Hoyt, Albert W. Kauffman, F. F. Christie, Henry J. Bridgman, 
W. A. McWhinney, John H. Hart, Harry J. Fox, Emory W. Clark, Wm. J. Gray, Wm. T. DeGraff, Edward C. Mahler, A. 





* 


* 


W. T. Meyers, Chas. 


Back row, left to right, Arthur F. Papke, Geo. S. Hoppin, W. R. Broughton, A. V. McClellan, S. H. 
Wilkinson, Chas. H. Wagar, H. Clyde Varney, Paull Fitzpatrick, S. H. Rubiner, Edward E. Dean, Russell E. Smith, A. E. 


Patterson, Geo. H. Mahler, 
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HOW PERSONAL SOLICITATION | 
GETS BUSINESS IN WILLS 


Methods that produced new business for trust com- 
panies discussed from various angles at meeting of trust 
Assessing a service charge on small accounts 


executives 


HE third mid-winter conference of 

the trust companies of the United 
States under the auspices of the Trust 
Company Division of the American 
Bankers Association, held recently in 
New York, was productive of a great 
deal of valuable material. The con- 
ference was an open discussion and an 
exchange of views by representatives of 
trust companies situated in widely sep- 
arated part of the country on the 
mportant phases of trust company busi- 
ness, and the schedule of questions sub- 
mitted was adequately covered. 

One of the first questions submitted 
was “What methods have been, or are 
most suecessful in arousing the interest 
of the public in the advantages of (1) 
making a will; (2) naming a trust com- 
pany as executors and trustees; (3) 
using services of a trust company for 
safekeeping of securities?” 

A member from Chicago, made the 
question more broad by asking what 
could be done in advertising eopy to 





bring the prospect to the point where 
he would be willing to make a will 
rather than bring him simply to the 
point of inquiry. 

This question was answered quite 
thoroughly by one member, who said it 
had been his experience that advertising 
aroused interest, but that the prospect 
was. seldom brought to the point of 
actually closing, unless there was a fol- 
low-up in the form of personal solici- 
tation. A special form asking all of 
the questions which an attorney would 
ask a man who was drawing up his 
will was satisfactorily used by one con- 
cern when inquiries were received as 
the result of advertising, and a letter 
which accompanied the form suggested 
that it be filled out and then forwarded 
to the prospect’s attorney. This carried 
the interest of the prospect further, but 
the experience was, in the majority of 
instances, that in order to close, personal 
solicitation had to continue. 

The filling of the form was found to 


~ 
have carried the prospect three-quarters 
of the way toward the final making of 
his will, but the personal touch was 
necessary to carry it through. 

A plan of educational advertising was 
explained by-one member, showing in 
plain English just what the services of 
a modern trust company are. This 
series of ads explained in a simple way 
just how a trust company could serve 
the public and at the same time relieve 
the public of prejudice and misunder- 
standing formerly existing. As a re- 
sult of this campaign it was found that 
many customers were absolutely un- 
aware of some of the services it was 
possible for a trust company to perform, 
and resulted inamaterial gain in business. 

In touching upon the question of a 
personal solicitation of wills, J. Arthur 
House, President of the Trust Company 
Division of the American Bankers Asso- 
ciation, and President of the Guardian 
Savings and Trust Company of Cleve- 

(Continued on page 46) 




















































— the First National Bank— 
Central Wisconsin Trust Com- 

Madison, east about 
for opening week ideas following the 
merger of the First National Bank, 
Merchants and Savings Bank and Cen- 
tral Wisconsin Trust Company, Madison 
institutions, the consolidated bank was 
confronted with the problem of how to 
hold its present customers and gain new 
ones and at the same time prevent its 
competitors trom benefiting during the 
transition period when accounts were 
being changed from bank to 
other. 


pany, Wisconsin, 


one an- 


Accordingly, the opening campaign 
was planned with two main objectives: 

(1) To cement the business of the 
three institutions so as to hold present 
customers. 

(2) To the occasion one of 
more profit by putting additional ac- 
counts on the ledgers. 


make 


That this plan was successful is evi- 
denced by the faet that over 1,200 new 
accounts were opened during opening 
week followed by 400 more the second 
week and, as will be shown, established 
the merged bank firmly in the public 
mind. 

All of the new business came in spite 
of the fact that the opening followed 
thrift week when a competing bank ad- 
vertised the giving away of silver dol- 
lars, one with each new savings account. 

In order to carry out this program 
suecessfully a systematic and construe- 
tive newspaper publicity campaign was 
started long before the actual opening 
of its new building. In fact, the open. 
ing was the climax of a year of much 
local publicity in the newspapers on the 
subject of the bank merger and the eree- 
tion of its new home. 


During this period a week was never 


allowed to pass without some form of 
announcement appearing in the loeal 
press on the various stages of develop- 
ment from the time of the merger up 
until the actual opening. 

This campaign was carried out in 
conjunction with the bank’s regular ad- 
vertising program, which served to keep 
the name of the consolidated bank be- 
fore the public as well as announcing 
the facilities that would be available for 
the public in the new building. 

Most of the publicity that preceded 
the opening consisted of informing its 
eustomers they could do business with 
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HOLDING OLD CUSTOMERS WHEN 
BANKS WERE MERGED 


How a Wisconsin bank popularized the new institu- 
tion by an extensive advertising campaign and a 
week devoted to greeting customers new and old 


By W. E. WALKER 


New Business Manager, First National Bank, Central Wisconsin Trust Company, Madison, Wis. 


the same officers and tellers just as if 
there had never been any merger and 
that they would receive the same service 
as before. Their attention was also ealled 
to the fact that the bank would dis- 
tribute various souvenirs on opening day 
to both young and old. 

A short and snappy newspaper eam- 
paign was startéd for Thrift Week which 
ineluded the slogan, Now for 
Next Week.” At the top and bottom of 
the broadsides announcing the formal 
opening which covered the city, the bank 
also earried the above slogan. 

Close to 9,000 people visited the bank 
on opening day and about 15,000 people, 


“Save 


This is a specimen of the miniature savings 
bank which was given away with successful re- 
sults by a Wisconsin bank to commemorate its 
consolidation with other banks. 


almost half the population of Madison, 
visited the bank during opening week, 
which started on a Tuesday and ended 
on a Saturday. 

Right after the opening of the doors 
on the first day, long lines the length of 
the lobby were formed in front of the 
four savings windows and the lifes were 
still in formation at closing time in the 
afternoon. Hundreds of new accounts 
could not be handled because of the 
great crowds. Almost the same thing 
oceurred ‘at the evening reception. One 
of the local commercial organizations 
attended the opening in a body. 

This was one of the reasons why the 
officers of the bank. decided upon an 
opening week rather than on an opening 
day. One day was not sufficient to take 
rare of all the new business that eame 
in. 

To the first one hundred new savings 
accounts the bank gave away silver pen- 
ceils with the names of the recipients en- 


graved on them. To the oldest man or 
woman opening a new savings account 
a five dollar prize was given and a simi- 
lar prize to the youngest person opening 
a new savings account on opening day. 

The prize that was to go to the oldest 
new savings depositor was awarded to 
a man of 83. 

A five dollar prize was awarded to the 
family opening the largest number of 
new savings accounts on the day of the 
opening. This prize went to a family of 
eleven. A family of ten was a close 
second. 

Another five dollar prize was awarded 
to the new depositor making the largest 
single deposit on the day of the opening. 
Also, a five dollar prize was given to the 
customer making the largest single de- 
posit on his old account. 

In addition to this, the bank featured 
its home savings bank which were mini- 
ature reproductions of the new banking 
home. These small home savings banks 
were adopted because they provided the 
bank with a distinctive souvenir thai 
could not be duplicated. 

There were also distributed feathe 
writing pens of many colors, bearing the 
inseription, “An account here is 4 
feather in your eap. First National 
Bank—Central Wisconsin Trust Com- 
pany.” 

This supply of pens was exhausted in 
the afternoon of the first day but other 
souvenirs were given away in_ their 
place. 

As stated at the outset, over 1,200 new 
accounts were opened during opening 
week followed by 400 more the second 
week. The opening day deposits aver- 
aged about $20.00 on new accounts. 

During the festivities the Christmas 
Savings Club showed a fifty percent in- 
crease in numbers over last year and 
more safe deposit boxes were reserved it 
the new vault than had been rented by 
any one of three institutions previously. 
And the loss of accounts was practically 
negligible. 

One of the big features in connection 
with the opening that attracted a lot 
of attention was a fourteen page special 
bank edition of the Wisconsin State Jour- 
nal, a daily newspaper. All of the edi- 
torial material contained in the fourteen 
pages was prepared by the bank itself. 
The bank aimed to attract the reader’s 
attention by securing articles of real 


(Continued on page 99) 
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APPRAISALS AS A MEANS OF 


SAFEGUARDING CREDITS 


Definite facts and figures are especially desir- 

able at this time on physical assets in order to 

determine accurately the liquidation values. 
. 





NE of the 
greatest tasks 
that appraisal or- 
ganizations have 
faced in the past 
has been the edu- 
cation of the banker 
and the business 
man in the proper 
use of appraisals. 
Bankers, however, 
have been exhibit- 
ing remarkable interest during the 
last few years in reliable appraisals, so 
much so that many banks now make it 
a practice to require an appraisal of 
physical properties on which loans are 
applied for. And banks have 
actually installed departments for the 
purpose of making such appraisals. 


CLIFFORD J. ROSS 


some 


It is true that there is a fundamental 
difference between the way an = ap- 
praiser reasons and the way an aecount- 
ant and a banker reasons. Take the 
subject of depreciation, for example. 
An accountant recently made the state- 
ment that a-horse depreciates about ten 
per cent a vear. That is his method. 
But an appraiser would take an in- 
ventory of the horse every year to find 
the depreciation. 

Now, there are two methods of de- 
preciation; one a fixed percentage used 
by the accountant, the other the revalu- 
ation method used by an appraiser and 
engineer. Ina bulletin from the income 
tax department, it is stated that a fixed 
method of depreciation based upon util- 
ity life, will be accepted. That is the 
common method used by accountants and 
if any other method is used the right 
to use it must be clearly stated and 
proven in a brief accompanying the 
return. 

The real difference of opinion between 
the appraiser and the banker, and I 
will inelude the accountant, too, is due 
to the fact that they do not understand 
the point of view of the other fellow. 
I understand the point of view of the 
banker when I go to him and want to 
make a loan. Sometimes I am amazed 
at the way he reasons, but he has the 
money, and, naturally, I listen while he 


talks. 

An appraiser is in duty bound to 
deliver the kind of an appraisal his 
client orders. We are in business to 
make money. The appraisals delivered 





By CLIFFORD J. ROSS 
President, Lloyd Thomas Co., Chicago, II!. 





from our plant, for instance, cover a 
half a dozen different 
sities. 


business neces- 
As long as the work our client 
wants done is not influenced in any 
way as to valuation, we will let him 
write his twn ticket. He ean tell us 
to proceed on the basis of the present 
replacement value, or he can tell us to 
proceed on the basis of a 10-year average 
replacement value; or on the basis of 
the 1915 value, which is the same thing 
as a 10-year average. Or he ean tell 
us that his banker wants to know what 
the plant would liquidate for in ease 
he may fail. 

We go ahead and deliver the work in 
accordance with the terms of our con- 
tract. - Possibly the appraisal is for 
insurance purposes, and 
sound value report. 


contains a 
Later on it is shown 
to a bank with the sound value report 
removed. The banker looks it over and 
sees it is not the yalue of the plant at 


all. It is what the plant would cost: 


to replace on the basis of the present 
market, probably a very high figure. 
At some other place in that report is 
the sound value. 
the real value. 


That sound value is 
Perhaps there are some 
bankers who feel that such a value is 
no good. It is not, for a straight loan 
purpose, directly, but is of real collateral 
value, and T will tell vou why. 

Compared to the great insurance com- 
panies, the banking fraternity is a pygmy 
when it comes to buying out going con- 
cerns. The insurance companies are 
buying out a million of dollars worth 
of fixed property every day, and they 
are paying cash for it. 

The methods used by insurance ad- 
justers, which have been developed by 
the insurance fraternity, are the best 
methods of measuring the present sound 
going value of fixed assets on the basis 
of the present market—measuring those 
values, you may say measuring the num- 
ber of property dollars jn the terms of 
currency dollars. They have developed 
rules and regulations that must be rig- 
idly followed, and the average appraisal 
which you have seen, if you have seen 
any, is based on those rules. Despite 
the fact that additional line of eredit 
is not extended, comparison of the ap- 
praisal and book values gives important 
‘information every banker needs. 

The president of a large Omaha Na- 
tional Bank recently stated that in his 
opinion the Reserve Bankers Association 


would eventually take the same action 
regarding appraisals that it has in eon 
nection with audits. Personally, I do 
not see how any banker will make a 
considerable loan to an individual, | 
don’t eare how well-knowa that indi 
vidual, is to him, without first getting 
a eareful, impartial record of the man’s 
assets and liabilities and an appraisal 
of his plant. 

Today bankers all over the country 
are thinking of the liquidaion value ot 
properties owned by concerns to which 
they have loaned money. These big in 
dustrial institutions are hard up. Their 
liquid assets have been wiped out. They 
owe the banks lots of money and all they 


‘have left which is free from debt is the 


fixed assets. 

It is a simple thing to determine be 
fore any important financial transactions 
are entered into with a big industrial 
enterprise, what the probable liquidation 
value of those fixed assets is. It may be 
a cushion to fall on that vou may need 
some day. 

In our own organization we’ realize 
that even though the buyer of an ap- 
praisal is not far-seeing enough to in- 
struct us to prepare the liquidation value 
of his property, that nevertheless the 
need for it will arise, and we always pre 
pare on every insurance valuation which 
goes out of our office—and we ship 10 
to 12 every day—a liquidation valué, 
because it might b®eome necessary to 
furnish it in a hurry. We do not go 
over every item in detail, but we have 
members of our staff attending auctions 
all over the couytry, auctions of plants, 
when manufacturing industries are sold 
under the hammer, and we know just 
about how much money can be realized 
under the conditions of a forced sale in 
any kind of a plant, and whether it can 
he sold as a whole, or will have to be 
dismantled and sold piecemeal. 

The appraiser is in a position to do 
the banking fraternity a great deal of 
good in other ways. I want to call your 
attention to the fact that there are very 
few large appraisal organizations today. 
The business is in its infancy, and un- 
fortunately appraisals in the public 
mind are all the way from personal 
opinion as to the value of a piece of 
property, down to the fine scientific 
valuations which are made by great 
appraisal organizations. There is no 
(Continued on page 49) 



















































































































































































































































































































































































































































































BANKERS MONTHLY for APRIL, 19% 








HOW INSURANCE ENCOURAGES 
FIXED SAVINGS PROGRAM 


Systematic deposits by customers who have premiums to meet 
afford the banker a new opportunity to demonstrate the 
value of bank service and to stimulate other bank business 


By LEO DAY WOODWORTH 


Deputy Manager, Savings Bank Section, American Bankers Association 


HE primary function of the sav- 

ings bank is to serve those who 
through the practice of thrift—either 
prudent management or present sacri- 
fice—would realize those conditions which 
are elemental to personal success and 
happiness but which are dependent 
upon previous saving. 

In other words,.the savings bank ac- 
count is essentially a means to an end. 
The progressive banker will never re- 
gard such an account as an end in it- 
self. 

Much of the remarkable growth 
during recent years in the number and 
amount of savings accounts is ac- 
counted for by the wider appreciation 
and application of this banking prin- 
ciple. Even in New England and New 
York its application is displacing the 
century old notion that a savings bank 
should offer to depositors nothing but 
security. 

Under the modern savings bank plan 
the saver has time to consider and pre- 
pare for either the investment or the 
enterprise or the comfort for which he 
is saving. Under the earlier and now 
antiquated plan the saver was aban- 
doned to more precipitate expenditure 
according to his ability, or usually his 
lack of ability, which resulted from 
what was essentially a gospel of hoard- 
ing,—the hoard to be in the savings 
bank rather than in the old teapot! 

The modern ideal of bank 
practice is, therefore, to select and ad- 
vocate such a variety of reasons for 
systematie saving, of objects for con- 
scientious thrift, of means for promoting 
the function of savings banking in our 
eapitalistie system of economies, that 
the greatest service may be rendered 
to both individual and general welfare. 

Among the objects of saving which 
have a prominent place in the economies 
of American life is one which appeals 
in some degree to practically every 
person. We refer to insurance against 
the uncertainties of life, especially 
those which bear most heavily upon 
personal dependents. 

Owing to its method of financing 
through the periodical payment of pre- 
miums and by reason of the fact 
that there is a constantly increasing 
reason for maintaining the policies as 
the years roll by, life insurance has been 
noted as a powerful agency for teaching 
the benefits of systematic saving. 


savings 


Insurance premiums are burdensome 
to a great number of hand-to-mouth 
policy holders who make no advance 
preparation for paying them, 

Where premiums are split by the in- 
surance company into semi-annual or 
quarterly payments there is a further 
charge of about two and four per cent 
respectively. 

Furthermore, life insurance provides 
immediate protection as against the 
cumulative but deferred protection of 
the savings account. 

These circumstances indicate an op- 
portunity for the savings banker. Sys- 
tematic deposits on each pay day will 
be a blessing to the army of wage earn- 
ers who have premiums to meet. It 
will afford the banker new opportunity 
to demonstrate the value of his service 
and should lead many such depositors 
to provide for other necessary pay- 
ments such as taxes and interest. It 
will demonstrate the cumulative bene- 


fits of small temporary acts of either 
or economic sacrifice. 


actual 
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In addition to using the savings ae. 
count as a means for meeting premiun 
payments, banks are now being urged 
by insurance salesmen to co-operate in- 
timately with the insurance companies 
in promoting the sale of insurance, both 
banking and_ insurance interests 
through various plans of ¢o-operation 
intending to reach a clientele which js 
new to each. 

In view of the heated arguments 
which occur from time to time in or. 
ganizations of insurance salesmen, it 
is important to note that the banks are 
not contemplating entry into the in- 
surance business. The exceptions are 
so rare as to prove the rule that banks 
which offer insurance of a particular 
kind or encourage business for one com- 
pany exclusively do so as the result of 
the urging and salesmanship of in- 
surance interests. 

Furthermore, ethical and legal regula- 
tions against rebating of premiums 
appear to be strictly observed in all 
eases, the bank profiting nothing from 
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Here we have some of the forms used by a Connecticut bank in its insurance savings plan. 


The passbook 
payments are made. 
itself, 
insurance savings. 








shown in the upper illustration reveals the progress of the account when ee 
The accounting routine built ek Z plicity 


The other forms shown here indicate the distinctive methods employed in handling 


this particular system is sim 











— @ 


s 


m 





plan. 
rular 
icity 
dling 


BANKERS MONTHLY for APRIL, 1922 


TTT LRRD 


the sale of the insurance other than 
through the stimulation of its usual 
business functions. The banks which 
sell this insuranee pay for all advertis- 
ing and printed material (prepared 
with the approval of the insurance com- 
pany), all insurance commissions being 
paid direct to the solicitors. 

The ultimate or best form for this 
co-operation of banks with insurance 
interests will be determined by results. 
The various plans have been but re- 
cently established, are recognized to be 
more or less experimental, and changes 
in methods of operation are still being 
made. One prominent insurance man 
who is personally interested in one of 
the most pretentious’ bank campaigns, 
has recently stated that the banks might 
be expected to abandon the project in 
two or three years. 

The amount of the average policy is 
so low that insurance solicitors will 
doubtless gain more from the propa- 
ganda value than their possible loss in 
commissions. One insurance company 
reports an average of $1,250 on policies 
which it is writing through banks in 14 
cities. 

With a view to indicating the bank- 
ing principles involved, rather than to 
establish relative merits, we will class- 
ify and briefly deseribe the various 
plans now in operation under the fol- 
lowing headings: First, the bank as 
mere depository for premium funds; 
Second, insured balances of savings ac- 
counts. Third, systematic savings de- 
posits in combination with insurance. 

We intentionally omit consideration 
of the logieal Fourth Savings bank as 
a direct insurer. The existing examples 
of this plan are confined to four mutual 
savings banks in Massachusetts. It re- 
sulted from an agitation which we have 
not the space here to explain and it 
does not appear that we are now to 
expect a rivival of the confusion of the 
functions ‘of banking and of insurance 
which occurred a century ago in the for- 
mative period of modern commercialism. 
After outlining the various applications 
of the general idea, we will indicate its 
limitations. 


Savings Bank as Depository 


It is not infrequent for banks to urge 
the purchase of insurance in connection 
with the ordinary development of their 
business. We will briefly describe a 
few examples: - 

a. The purchase of life insurance 
and the desirablity of maintaining a 
savings account to meet the premiums 

result not only from insurance being 
a desirable object to thrift and saving 
but because the bank thereby obtains 
the favor of insurance solicitors and 
agents whose business thereby is stim- 
ulated. 

b. Policies may be urged or re- 
quired as security for bank loans and 
discounts. 


¢. An insurance premium club may 
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Place of Birth 


pmium to be paid 
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Here we have the application to the insurance company, the signature card, the receipt, and 
the form of notice served upon the saver by the bank after the insurance policy has been received. 


be organized by analogy to the 
Christmas and vacation clubs. In 
such cases the insured will determine 
the weekly or monthly ‘installment 
necessary to cover his premium when 
due, but the depositor should agree 
(even in mutual banks where the law 
permits) not to withdraw such de- 
posits in advance of the premium 
date if he is to receive interest on de- 
posits. The signature blank used in 
the insurance premium club of the 
Hibernia Bank and Trust Company 
of New Orleans includes this provi- 
sion: “I understand that no interest 
will be paid me if deposits are not 


made regularly as above stated, and 
that I may deposit in advance as many 
payments as I desire.” 

In Syracuse, the local manager of an 
insurance company operates his “Life 
Insurance Thrift Club” in connection 
with the City Bank Trust Company, 
naming the bank only as depositors. 
The insurance agent advertises the size 
of estate which can be created through 
various weekly bank deposits of from 
$1 to $40 according to the kind of 
policy which may be :selected. 

A plan being used by the Albany (N. 
Y.) City Savings Institution (mutual) 
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is as follows: Every pay day $20 
monthly or $5 weekly is to be deposited ° 
in a savings account which with com- 
pound interest at the rate of 4% per 
cent will amount to $1,050 in 48 months. 
The officers of the bank then will help 
to invest that $1,050 so that the income 
will provide premiums for a $1,000 en- 
dowment life insurance policy at the 


average age. 

Again, the bank may assume merely 
to pay premiums fer the depositors as 
indicated under 
the following. 


the order shown in 














White Plains, N. Y....... 


I hereby authorize The County 
Trust charge 
account in the Thrift Department 


Company to my 
ea eae 
and to pay same to............ 

being the premium of Life Insur- 
ance Policy No............ issued 
to me this date. My pass book is 
to be kept in the vault of the bank 


during the life of this order. 


Address 


Pass Book No. 


Insured Savings Account 


This plan ineludes an agreement be- 
tween the depositor and the savings 
bank that stipulates monthly payments 
will be returned in full at the end of 
10 years, and upon acceptance of the 
risk by the life insurance company, 
such company undertakes to pay into 
the savings account the difference be- 
tween the deposits and the 10 year 
maturity value in event of the depos- 
itor’s death within such term of 10 
years. The policy is therefore a de- 
creasing or step-term policy which can- 
not be continued or converted by the 
insured at the end of the term. 

The depositor is at liberty to with- 


draw any or all deposits together with’ 


accumulated interest but less the cost 
of the insurance as shown by the pass- 
book. 


All misunderstanding on the part of 
a depositor as to these deductions is 
sought to be avoided by printing in the 
passbook the amounts paid at stated 
intervals to the insurance company and 
showing that only the balance is placed 
to the depositor’s credit. 

The cost of insurance is less than the 
interest earnings, if the account is main- 
tained for the ten year term, but the 
saver suffers a deduction from principal 
if withdrawn much before maturity. 

Dividends declared by the insurance 
company (if a mutual) to such policy 
holders are either paid to the insured 


direct or deposited in his bank account, 
as may be stipulated. 

The American Loan and Trust Com- 
pany of Detroit varies this plan by pay- 
ing the loeal rate of interest (3%) on 
savings deposits in addition to provid- 
ing the insurance, the accumulated in- 
terest being returned in cash at matu- 
rity but the principal being liquidated 
by delivery of the company’s mortgage 
bonds. In withdrawal before 
maturity the depositor is charged with 
the cost of the insurance. 

Such an account is comparable to the 
usual endowment policy, which it ap- 
proximates in ecost, cash value, loan 
features and benefits. It is built on the 
same plan, except that the bank is sub- 
stituted for the insurance company as 
manager of the surplus of premiums 
above actual cost of the insurance, such 
surplus thereby increasing the bank re- 
sources of the community. 

The cost of accounts under this plan 
as operated for over one and one-half 
years by the Peoples Savings and Trust 
Company of Pittsburgh as reported by 
President A. C. Robinson, is about $7 
per ten year account. This cost, how- 
ever, covers all the very heavy promo- 
tion and installation costs at the inau- 
guration of the plan, which will not be 
continued. The cost of securing ae- 
counts, after eliminating this initial ex- 
pense, should not be over $3, allowing 
for promoting new business and main- 
tenance of the department. 


ease of 


Combined Savings and Insurance 
Contract 
This plan is probably the one most 
extensively used at this writing al- 








Trust mutual life insurance plan: 


Age, 35. 
















policies are as follows, at 3 per cent: 


Age at Issue 


30... 
35.. 
40. She 
oe 
Boece 







The tabulation shown above reveals the sco 


posit builder by the Harris Trust Company of 


WHAT POLIGYHOLDER GETS BACK 


The following table shows what the policyholder gets back under the Harris 


Monthly deposit, $8.80 


Balance Policy Total 

Ind of Year in 3% Cash Cash 

Account Value Value 
First. $ 73.77 S $ 73.77 
Second. SOE 8 a acs 151.38 
Third... 231.34 $ 31.81 263.15 
Fourth 313.72 43 .02 356.74 
Fifth. . 398 .59 58.16 456.75 
Sixth... 486 .02 72.94 558.96 
Seventh 576.10 90.61 666.71 
Eighth. 668 .90 108.68 777.58 
Ninth. . 764.51 127.15 891.66 
Tenth. ; 862.99 146.01 1,009.00 


The tenth year cash values in connection with the Travelers’ ordinary life 


10th Year Cash 
Surrender Value 


though the above insured savings plan 
preceded it in development. 


The depositor here agrees to deposit 
monthly an amount which with 10 years 
interest earnings will cover the cost of 
a stipulated form of life insurance 
policy and leave a bank balance of 
similar amount at the end of 10 Years, 
The bank is authorized by the depositor 
to pay insurance premiums from his 
account, if not in arrears. 

If all payments have been made as 
agreed, in case of death of the depositor 
within the 10 vears the insurance js 
payable to his beneficiary while the 
bank balance is payable to his legal 
heirs. 

Depositors who survive the 10 year 
period are entitled to withdraw the 
balance accumulated in the bank ae- 
count, and the insuranee will terminate 
if it is of the term variety, unless he 
accepts provisions (on small additional 
monthly payments) for converting or 
for a special extension of the policy. 

A short form medical examination 
and application is required. In at least 
one case if the insurance is in excess 
of $3,000 the company will require full 
application and medical examination. 
Only standard risks are accepted for 
regular 10 year term insurance poli- 
cies with conversion privileges and dis- 
ability benefits, persons in hazardous 
occupations (policemen, firemen, ete.) 
being ineligible. 

The tendency, however, seems to be 
toward offering an “ordinary life” 
policy under this plan. The insured 
ean then at the end of the term either 
withdraw the amount of his savings ae- 





Savings Bank Deposit 
End of 10 Years 


$ 69.14 $1,000 
84.95 1,000 
104.63 1,000 
128.97 1,000 
158.55 1,000 
192.35 1,000 
228.91 1,000 


of a mutual life insuranee plan used as a de- 


hicago. 
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MONTHLY DEPOSITS PER $1,000 


The following tabulation shows the monthly deposits per 
$1,000 objective as quoted by reporting banks on combined 
according to companies 
and showing rate of interest compounded semi-annually. 
Dividends by insurance companies and 
of policies are not tabulated, disability allowances and ouble 
insurance against accidental death sometimes being included 


The rate is unifor 
minor variations varies, usually being 


been compiled from 


or added for a small charge. 
amounts paid to the insurance companies. 


the rate changes for each year of age. 















These rates do not indicate 


In the other cases 
Earliest age quoted 
about 16, but in one case being 10. 


m for age groups. 


The accuracy of this table cannot be guaranteed but 1 it has 


sources believed to be accurate. 











PLAN B PLAN C 

ae Decreasing Ter _ Term Term _Term Ord. Ord. Ord 
Policy ee ee Non-Conv. Conv. Non-Ren. Life Life Life 
Age ’ é 

20 7.56 7.87 7.99 7.12 : 36 8.40 

25 | 7.45 7.50 7.58 7.91 8.03 7.15 8,51 10.80 

30 7.62 7.95 8.09 7.19 8.70 

31 Noy ; ae ‘ ; ; 

35 7.60 7.67 8.02 8.20 7.26 8.96 8.80 11.57 

40 7.59 7.76 8.14 8.39 7.40 9.33 

41 7.85 8.17 8.44 | ; 

45 7.84 8.36 8.77 7.66 | 9.83 

46 | 7.84 8.10 8.01 8.42 8.88 - 

hikes \ 8.77 9.45 8.14 10.55 9.90 13. 49 
Com- | . ee — Metro- . “. ies tl Mutual Life Tr avelers 
pany | | Equitable Girard Lincoln politan Prudential Travelers N.Y. Toledo 
ican ~|-— smiaasiiieesAda ibaa inisaa ae apie — sninlslaapa i i ae ween . : = 
Limit | $ 15,000 $10,000 $10,000 $10, 000° $10,000 None $25,000 

Bank | - 
Rate | 4% 4% 4 3% 3% 3% 3% 3% 


count and turn the policy at its: cash 
surrender value, or withdraw his ac- 
count and continue the policy (having 
the benefit of his original age) by pay- 
ing premiums direct to the company. 
This type of policy avoids the possi- 
bility of misunderstanding in the rather 
frequent case of the person who does 
not realize that he has then enjoyed all 
the insurance for which he has paid. 

One bank which operates a plan to 
assist the depositor in obtaining a 
larger return by reinvesting through its 
bond or real estate mortgage depart- 
ments when the balance in the savings 
account is $500 or more provided 
enough balance remains to take care of 
the next annual premium. 

As to rates, it appears that the Peo- 
ples State Bank of Indianapolis has 
simplified the charges by specifying a 
“unit deposit” of ten dollars per month 
for 120 months, the bank to pay pre- 
miums on an ordinary life policy. At 
the end of 10 years the depositor has 
“approximately” $1200 and the cash 
surrender value’ of his policy. 

It is to be noted that in all of these 
systems the contract with the insured 
saver is for the full term and no partial 
withdrawal from the savings account 
ean be permitted. For this reason the 
bank cannot pay premiums not covered 


by the payment of installments up to its 
due date, 


The depositor can cancel and receive 
his savings together with interest but 
less the cost of insurance paid, plus any 
insurance dividends and cash value that 
may exist. But the depositor is per- 
mitted to make full loans (minimum 
$50) against his passbook as collateral. 

To avoid misunderstanding with de- 
positors as to the amounts paid for 
insurance, it has been usual to print 
the amounts of installments and of in- 
surance charges in the pass book. It 
appears, however, that this leads the 
depositor in arrears to believe that it is 
all that he owes even though it may be 
several weeks before he completes pay- 
ments due. 

The banks ordinarily supply at- 
tractive application blanks, receipts for 
the first deposit showing that the in- 
surance will not be in force until the 
risk is accepted by the insurance com- 
pany, special passbooks and even for- 
mal certificates, which are to be surren- 
dered at maturity. 

We have yet to find one banker who 
regards this work as anything other 
than a savings account builder. All re- 
gard it from the viewpoint of legitimate 
banking practice and so far as its eco- 
nomic effect is to foster thrift and to 
hold investment funds in the community 
it is sound in economies priciple. 

Along this line it is pertinent to quote 
from a private letter by W. R. Bimson 


ot the Harris Trust and Savings Bank 
of Chicago and from a recent address 
by Alexander C. Robinson, Esq., pres- 
ident of the Peoples Savings and Trust 
Company of Pittsburgh. 


Mr. Bimson writes: 


“Insurance men will admit that there is 
a certain percentage of men who will not 
take out insurance. Perhaps one of the most 
common reasons is that it is necessary to die 
to win. Even the endowment policy in which 
the insurance company agrees to repay at 
the end of:a definit® period of time the face 
value of the policy, does not always meet the 
objection of this type of insurance prospect. 
This is due probably to the fact 
that the majority of insurance men talk 
insurance and not saving The emphasis 
and quite naturally, is always on the in 
surance feature.e It is our belief that many 
men of this type can be reached by a plan 
in which saving is the chief emphasis and 
insurance an incidental part of the plan. The 
little experience which we have had seems 
to support this opinion. 

“Our salesmen find a much readier re- 
sponse when they base their ‘appeal almost 
solely upon the saving feature and say as 
little as possible about the insurance part of 
the plan. The most effective sales argument 
seems to be that this plan simply assured the 
success of a definite savings program even 
though death or total disability overtake the 
depositor. 

“Having once experienced the satisfaction 
which comes from life insurance protection 
for those dependent upon them, it is probable 
that the customers of our insurance savings 
plan will be much more vulnerable to the 
arrows of other insurance men Further- 
more, the association of savings banks with 
insurance companies in plans of this sort 
should have a very favorable influence upon 
the public in general. 

“Finally, we sincerely believe that this plan 
will prove so successful that it will be adopted 
by savings banks in all the larger cities. 
Since the first anneuncement of our connec 
tion with this plan was made, we have re- 
ceived daily inquiries from savings banks 
and insurance companies in all parts of the 


(Continued on page 51) 
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66 OW RE asking to renew your note, 

are you?” was the piercing ques- 
tion of Mr. Russell, president of the 
bank. With an inviting gesture of his 
hand he indicated to his visitor the chair 
beside his desk, and added, “T’ll see what 
can be done about it.” 


Truman Hays accepted the proffered 
seat. He was a clean-cut, clear-eyed, 
young man of twenty-five or six, whose 
most conspicuous characteristic, out- 
wardly, was a wealth of wavy red hair. 
As he awaited the bank’s decision, his 
features carried an air of efficiency and 
achievement. Keenly and closely he fol- 
lowed every movement of the president, 
attempting to fathom the thoughts of 
his mind as it formulated an answer to 
the application for renewal of the note. 


Mr. Russell consulted a typewritten 


sheet which had been lying, face down, ~ 


on his desk. As he studied it, a slight 
frown overspread his rotund face. He 
was about to speak, but before doing 
so stretched out his hand to a filing 
cabinet within easy reach, from which 
he selected a card. The record on this 
eard he scanned intently for a moment. 

With a faint smile of relief percept- 
ible about the corners of his mouth, he 
then leaned back in his chair. He toyed 
thoughtfully with the card, drumming 
with the fingers of his free hand noise- 
lessly on the face of his desk. Eying 
his caller with that penetrating search 
of his so as to measure exactly the effect 
of his words, he spoke up: 

“Our bank has carried this loan to 
Hays Bros. for over a year. At every 
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maturity the note has been ‘renewed, 
and nothing paid.” 

“That’s right,” agreed Truman. He 
was the elder brother of the firm. 

“Aren’t Hays Bros. in position to 
make payment? Your account carries a 
uniformly good balance.” 

“Why—why, y-es—Mr. Russell,” Tru- 
man hesitated, a blush suffusing his face, 
until it matched the color of his reddish 
tinged hair. “We CAN pay it, if it’s 
necessary. But—but, we hadn’t eal- 
culated on your asking for payment. 
Previous renewals always seemed to be 
agreeable to the bank.” 


President Russell reflected for a 
moment, not once removing his search- 
ing eyes from the face of Truman. The 
noiseless drumming of his fingers on 
the desk was renewed. He tossed the 
record card to his desk, as though to 
dismiss the consideration of Hays Bros. 
as an individual instance, leaned slightly 
forward, and stated: 

“Conditions, Truman, have changed.” 
Then he proceeded, speaking in low and 
confidential tones, “the fact is that the 
Federal Reserve Bank is pounding all 
the banks to reduce loans.” Truman 
looked up ineredulously, but did not 
venture to interrupt him, while ‘the 
president went on with his explanation: 

“Everything in the-country is in- 
flated, so greatly inflated that the credit 
system has become top-heavy. The re- 
discount rate has been raised repeatedly, 
and—well, we have little choice. This 
bank is therefore asking its patrons to 
reduce their borrowings.” 











Truman was duly impressed with the 
sincerity of the president’s reasoning. 
He contemplated the possibilities from 
his own standpoint for a long time be- 
fore he replied : 

“Mr. Russell, your word’s law. If the 
bank wishes our note paid, we'll pay 
it.” His speech was respectful, and 
deliberate, and the quiet determination 
of his manner was indication of his 
strong will. “My brother and Til be 
sorry to take the money out of the 
business. We're both young, you know, 
and it’s only a bit more than two 
years since we’ve owned the plant. 
We've made money, regularly, ever since 
we bought the stove works from Mrs. 
Kilroy.” 

“How are your costs running?” in- 
quired the president. 

“They’re low, sir,” was Truman’s en- 
thusiastic rejoinder. “Even with the 
high price for everything and the high 
wages, we’re turning out stoves cheaply. 
As you are aware, I look after the of- 
fice and shop, and my brother Hal does 
the selling. Our overhead is light, al- 
most nothing. All the shop-work is 
piece-work, and I’ve taken off half the 
inspectors and foremen that Mr. Kilroy 
had, and put the men on more produe- 
tive—”’ 

“Less foremen?” interrupted _ the 
banker. “Less supervision in the shop?” 

“Yes, Mr. Russell,’ came Truman’s 
quick reply. ‘“We’ve cut both those 
items of expense easily by half. Work- 
men are hard to get, and every one we 
can spare is working on stoves. We 
can’t turn them out fast enough.” 
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The president’s piercing eyes contem- 
plated the young man narrowly for a 
prief space, and then he asked: 

“How much are you spending on ad- 
vertising ?” 

“Nothing!” and Truman straightened 
up, with a smile of inward pride. “Not 
a eent. Old Mr. Kilroy allowed five 
per cent for advertising, but we’re sav- 
ing all that. We're selling, and selling 
easily, all the stoves we can produce— 
in fact, Hal’s refusing orders every 
week.” 

“Are you selling under Kilroy’s name 
—traveling on the reputation he estab- 
lished 2” 

“Not a bit. We hadn’t the capital to 
pay Mrs. Kilroy’s full price, and when 
she finally sold the business to us, her 
lawyer made us agree not to use the 
Kilroy name. Hal and I were red-hot 
about it at the time; the lawyer was so 
set on holding back something to cover 
what Mrs. Kilroy threw off on the price. 
The lawyer didn’t help her a bit, but he 
did squeeze us, and he hurt us.” 

“T never heard the details about your 
acquiring the property,” commented Mr. 
Russell. “Possibly if I had known I 
could have helped the matter along. If 
such a thing happens again, come in 
here and consult your banker. Remem- 
ber, always, Truman,” and friendliness 
was in his voice, “that your banker can 
help along a ‘deal’ of one customer with 
another.” 

“Thanks, Mr. Russell,’ smiled the 
youthful Truman. “I always thought 
of a bank as just a place to keep money 
—I guess Hal and I were pretty green 
two years ago. We didn’t have the 
sense to seek advice, but just made the 
best bargain we could with Mrs. Kilroy 
—and that attorney of hers. We had to 
agree to cut off the Kilroy name from 
all our castings. Since that day we’ve 
had to stand on our own feet,” and 
Truman’s quiet confidence and assurance 
warmed even the president’s heart. 

“That’s fine!” was the banker’s cheer- 
ing response. “What trade name are 
you establishing for yourselves?’ 

“Why—”’ The unexpected question 
made Truman flounder a bit, and the 
straightforward glance of his clear eyes 
fell a trifle in his embarrassment. “None 
at all. We had to drop the Kilroy name, 
and right from the first the orders rolled 
in so fast that we’ve never seen a let-up. 
We've never stopped long enough to 
work out a trade name. We're selling 
—well, selling just stoves. We—we call 
then Number One, Number Two, and 
80 on.” 

“Now making a name for yourselves!” 
exclaimed the president. “You certainly 
surprise me. Aren’t you young men 
building for the future?” 

“Maybe, maybe not—n-ot in the way 
you mean, Mr. Russell. 
thought of it in that way, sir. You see, 
it’s not been necessary. In all these two 
Years we’ve never been able to keep 
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apace with our orders, and—” 

“Young man, that’s exactly what ails 
this country!” and Mr. Russell’s tones 
were most emphatic, as he thumped the 
arm of his chair. “Nobody’s looking 
ahead. You and your brother are 
simply riding the high tide of pros- 
perity. Hays Bros. is inflated, and the 
Federal Reserve’s warning hits you. If 
this bank continues to renew yoyr note, 
vow ll keep right on and on—until some 
day you'll go under.” 

“Well, Mr. Russell,” and Truman was 
considerably set down from the satis- 
faction with which only a moment be- 
fore he had regarded the business of 
Hays Bros., and he was persuaded that 
payment of their note was unavoidable. 
“Suppose we pay half the note, and 
renew the balance.” ; 

“Say for sixty days?” 

“Yes. It'll be dead easy to meet the 
second half by that time.” 

“The note teller will fix it for you, 
Truman,” handing him a brief memo- 
randum, scribbled on a pad while he 
spoke. 

“We have enough on deposit,’ ex- 
plained Truman, as his eye ran over the 
fateful memorandum now in his hand, his 
remark covering a vague hope that the 
banker might relent from his demand: 
for payment, “but we had planned to 


use the money to lay in a stock of pig | 


iron, because we’ve just been offered, by 
wire, an extra discount if we'll accept 
immediate shipment.” 
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“Have you placed the order?” The 
question was shot out quick and sharp, 
indicating a rather surprising interest in 
their business. 

“No. It’s on my desk for—” 
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“Then DON’T!” and the “don’t” was 
most emphatically spoken. “Take the 
advice of your banker. Conserve your 
eash. Dont buy anything ahead of im- 
mediate needs—for things are likely to 
ease up. Your business will be in 
healthier condition if you reduce your 
loans, and allow your raw material in- 
ventory to touch rock bottom.” 

“Well, Mr. Russell,” grinned Truman, 
as he rose to go, “if we pay half the 
note today, and meet the balance in 
sixty days, there’s no chance for Hays 
Bros. to accumulate raw materials.” 

On the day following Truman’s in- 
terview with the banker, Harry Hays, 
commonly called “Hal,” breezily re- 
ported at the office after a selling trip. 
Hal was three years the junior of 
Truman, and was possessed of a care- 
free air. His share of the responsibili- 
ties of Hays Bros. rested easily, if in- 
deed he ever recognized any weight of 
obligation. The demand for stoves was 
everywhere so urgent that his flitting 
ealls on the firm’s customers yielded a 
full orderbook without teaching him the 
real art of salesmanship. 

When he appeared this day, Truman 
greeted him: 

“Say, Hal, did the postage stamps 
give out? You’ve sent in only one- 
order in two weeks.” 

“That’s the only blooming sale I 
booked.” 

“Wh-at? What do y’ mean?” 

“It’s God’s truth, Truman. I never 


put more pep into a trip, but the 
gazeboes wouldn’t scratch on the dotted 
line. I don’t know what’s jammed them 
all, but every place I blew into was 
(Continued on page 84) 
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SOME OF THE REASONS WHY 
BANKS LOSE BUSINESS —. 


Each day the personal element in banking becomes 
more pronounced and it is therefore desirable for 
bankers to show a friendly interest in their customers 


By MAHLON D. MILLER 


Manager, New Business Department, Lake Shore Trust and Savings, Chicago 


sa feature of the develop- 
ment of American banking policy, 
since the opening of the current year, 
been the consideration of the 
problem—why banks lose business. 
After an extensive investigation, I 


has 


have come to the conelusion that the 
avenue of approach is through the 
customers. How does the service 


rendered by the banks look to the per- 
son who pays for it—that is the ques- 
tion? If the representatives of bankers 
throughout the country feel that there 
is not enough co-operation and harmony 
between the banker and his customers, 
wherein is the difficulty? 

The motive which impels a person to 
into a bank is often no more 
clearly defined than it is on the part 
of one who enters one of our large de- 
partment 


come 


stores. 

He may wander around and may or 
may not buy anything. In 
stances he enters into conversation with 
one of the employees and a sale is 
made—a account is opened. 
Again, he may walk out of the bank 
without accomplishing anything, except 
to form an opinion of the bank’s ser- 
vice and what one might call the atmos- 
phere. This hit or miss relation, if I 
may eall it that, occurs frequently and 
often some of the bank’s most valuable 
prospects enter the hank without warn- 
ing, ask a few questions, and then 
leave. 


some in- 


savings 


A representative of a large eastern 


varnish house, upon being asked 
whether he had gone over to a certain 
bank, replied: 

“Yes, I went over last week.” 

“Did they take good care of you?” 
I inquired. 

“Well, I just went over to look 
around. Of course it was nearly 


closing time and everyone was awfully 
busy. I asked someone what time the 
bank closed and he was too busy to 
tell me. Then I looked around a little 
and went out.” 


Now, how does the employee know 
but that the prospect has a big bank roll 
to deposit? 

It is astonishing to discover how 
much valuable business is lost over such 
a trivial incident. Yet, this happens 
every day in hundreds of banks. 


Moral: Never take any chances. By 
ascertaining the person’s objective in 


the bank and by establishing, when 
possible, his business affiliations, it is 
often possible to secure some excellent 
business that otherwise would be lost. 

The so-called “cold atmosphere” of a 
bank, in nine cases out of ten, is a 
mere fantasy and is a result of the 
reaction received while in the bank. If 
the customers would look more into the 
hearts of the bankers, in place of at the 
cold marble pillars, they would go away 
with a more sympathetie attitude. Still, 
customers become lukewarm and _ pros- 
pects go away cold, if they are not 
greeted with a cordial smile of weleome. 

Each day the personal element in 
banking becomes more pronounced. It 
is astonishing to note what remarkable 
loyalty the friendly hand of weleome 
brings with it, when it is extended with 
a keen serve the customer 
better has ever been served 
before. 


desire to 
than he 


Another obstacle over which bankers 
stumble, which results in the loss of 
much substantial business, is that of re- 
turned checks. Carelessness and igno- 
rance on the part of the customers ex- 
plains much of this, as the following 
incident reveals: — 

A short while ago, a eall was made 
upon a wealthy middle west garage 
owner, who had closed out his account 
at his bank without giving any reason. 

Upon being asked why he had done 
so, he stated that it was due to the fact 
that one of his cheeks had been returned 
N. 6. ¥. 

He had been put in an unnecessarily 
embarrassing position, he said. Why 
hadn’t he been called upon immediately ? 
Had he ever failed to pay? Consider- 
able time was spent in. trying to show 
this customer that banks have a great 
many overdrafts to. look after, that he 
was not the only one on our books, and 
that no insult was intended. 


HIS article does not refer to any 


bank or group of 
bankers but is based upon a broad 


particular 


and the 


related, while true, do not reflect 


investigation instances 


upon any specific institution. 


—The Author 





Upon investigation, it was found that 


this man had an altereation with his 
former banking connection over the 


same question. While he was an honest 
man, he had formed the habit of over. 
drawing his account for large sums of 
money, although unintentionally. Unfor- 
tunately, this is not an isolated case, but 
comes up every day in banks all over 
the country. 

I know of many cases in which banks 
have lost sonre handsome balances by 
merely having a tiff over a few dollars 
overdrawn in a commercial account, on 
the part of the managers of large 
commercial houses, who have withdrawn 
their personal balances and _ carried 
with it the good-will of the companies 
they represented. 

Now, the question is asked, what is 
the remedy? By the use of tactful 
methods many of these so-called unde- 
sirables can be brought to see the banks’ 
point of view and will eventually be- 
come profitable for the bank to handle. 

A broad enlightened policy, the use 
of foresighted discrimination and keen 
personal interest, would do much to elim- 
inate much of the loss that arises from 
this cause and would result in substan- 
tially increased business. 

To-day many of our banks are ex- 
panding so rapidly the officers often 
find themselves in a “jam.” There are 
more customers around their desks 
waiting to get service than there is time 
to serve them. 

A highly valued patron of a large 
western bank who had at one time held 
stock in the company entered the bank 
not long ago for the purpose of in- 
vesting some funds in government cer- 
tificates. 

It was Monday and the officer was 
very busy. “I would like,” the new- 
comer started, “to have ten thousand 
government certificates.” 

“What!” broke in the officer. “But 
we haven’t them, now, my dear sir, you 
will have to call again, later.” “I will 
eall the fifteenth for them, then,” the 
customer answered, and went oul. 
When he returned on the appointed 
day, he was flustrated to learn from the 
same official that the certificates uy 
question were all gone. “All gone? 
he queried. “Yes. They have been over- 
subseribed,” was the answer. “Never 


(Continued on page 91) 
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The Security Back of 
Frederick Investment Co. 
“OO Day” Gold Coupon Bonds 


Quality of Collateral Used 


(a) Frederick Investment Company purchases only first class 
deferred payment receivables from reliable merchants in good 
financial standing. 


(b) This collateral must also be well ‘‘seasoned’’ which means 
that at least 25% to 40% cash must have been paid in by 
the maker. 


(c) The total ‘‘running time’ of the contract, lease or mortgage 
must not exceed 24 months to 30 months from date of pur- 
chase as an extreme limit. 












Quantity of Collateral Required 


Under the terms of its Trust Agreement, Frederick Invest- 
ment Company must first deposit with the Trustee, guaranteed 
collateral, consisting of the above described contracts, leases; mort- 
gages, etc., in the amount of 125% for each 100% of Bonds issued: 
in other words, $125,a00 of collateral for each $100,000 of Bonds. 
All the collections from this collateral are deposited weekly with the 
Trustee as a Sinking Fund to retire said Bonds, both principal 
and interest, at maturity. . 















Safety of the Guarantee 


(a) The entire responsibility of Frederick Investment Company 
with Resources of over $3,000,000. 


(b) The binding guarantee and financial responsibility of the 
merchant or manufacturer from whom said collateral was 
purchased by Frederick Investment Company. . 


(c) The complete guarantee and financial responsibility of the 
original maker of each piece of collateral. 


(d) The chattel itself back of each lease, contract or mortgage. 
(e) The great diversity of individual responsibility. 


( (f ) The steady, constant liquidation or conversion of said col- 
lateral into cash, every dollar of which is paid to the Trustee 
and goes into-the Sinking Fund to retire each series of bonds 

at maturity. 


FREDERICK INVESTMENT CO. 


635-37 Smithfield Street PITTSBURGH, PA. 
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HIS photograph shows the interior 

of the new directors’ rooms of the 
First National Bank, St. Louis, Mo., 
one of the most beautiful board rooms 
in the country. 

The attractiveness of the room is 
principally in the finish of the wood- 
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HOW ADVERTISING 


UNIQUE STYLE IN DIRECTORS’ ROOM 
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work and in the unusual table, all of 
which is American walnut. The oce- 
tagonal table, which is 24 feet across, 
is a wide departure from the tables or- 
dinarily found in directors’ rooms. It 
gets away from the conventional long 
straight table so often used. The direc- 


PAID ONE BANK 


A systematic advertising campaign con- 
ducted by a large bank in California 
develops remarkable growth in deposits 


HEN bankers started to check up 

the net results of operation for 
1921, something of a surprise developed. 
Of the fifteen leading banks in the 
United States it appeared that one in 
particular had stepped out in front at 


an unexpected pace, and led the field” 


with a deposit gain of more than $35,- 
000,000, doubling the increase reported 
by the next nearest rival and equaling 
the total growth of all the others com- 
bined. 


The record was made by the Bank of 
Italy, San Francisco. Everyone had felt 
that 1921 was in most respects the 
“Open season” for bank deposits, and, 
as might be expected, much curiosity 
centered about the method adopted by 
the Bank of Italy in its deposit build- 
ing program. 


The story of how this phenomenal 
result was obtained is not without its 
elements of interest. It was through 
advertising, in part at least, that the 
record was established. Not advertising 


of a sporadic or intermittent nature, 
but a carefully studied campaign cal- 
culated to create public confidence in 
the institution, develop good will and tie 
in with the bank’s solicitation of new 
business. 

Does the Bank of Italy believe that 
the advertising paid? 

The best answer is this: For 1922 
the bank’s advertising schedule in all 
the San Francisco daily papers has been 
doubled and supplementary media in- 
cluding direct by mail and street car 
cards provided for in the present pro- 
gram. The statewide newspaper cam- 
paign has increased materially, includ- 
ing both dailies and weeklies in some 
50 of the larger California cities. Se- 
lected periodicals of western circulation 
are also an integral part of the general 
campaign. 

Collateral work has been undertaken 
to stimulate business from sources 
hitherto more or less neglected. A 
women’s banking department has been 
formed, the only one on the Pacific 


* 


tors, sitting around the octagonal table, 
do not have to turn in their chairs or 
turn their chairs to see any person 
sitting around the table. Inside the 
hollow formed by the large table is a 
smaller table to be used by clerks, steno- 
graphers and others. 


* x 


Coast, devoting itself to the develop- 
ment of a service exclusively for women. 
The department is administered by wo- 
men, on an upper floor of the bank, far 
removed from the main lobby where men 
transact their business. From the out- 
set the idea has been popular, and al- 
through but a few months old, the de- 
posits of the department already exceed 
$1,000,000. 

Another feature of the bank’s busi- 
ness extension activity, that has tapped 
new deposit fields, is the industrial sav- 
ings department. In this a constructive 
work has been undertaken among the 
employes of stores, factories, and offices, 
offering a plan that is caleulated to ap- 
peal to wage earners of every type. Re- 
markable progress has been made in 
obtaining the co-operation of many pro- 
gressive business houses in the larger 
industrial centers throughout the state 
and at the end of the first year of 
operation the department has established 
its savings method in some 200 insti- 
tutions. 

Ramifications of business extension 
in which the bank has engaged include: 
Banking by mail, a service that has 
attracted customers from all over the 
world; school savings, reaching the 
children in more than 350 schools, and 
a special service designed to assist the 
men of the Army, Navy, and Marine 
Corps in emergencies that may arise 
during the period of their enlistment. 
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TheDaily DimeSaver . 


~~ | ANA Use It; That is 
Lhe Real Test 
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pie eee! The Daily Dime Saver has 
eT. proven and re-proven itself 
LIS West hewn Steet | the most simple, practical 
CHICA 
and resultful NEW account- 
. getter and OLD account- 
Deity Diane Saver itself when filled Patented | developer ever devised. 
March 26, 1918, October 15th, 1918. 
The Moreland Advertising Company, 
Chicago, Patentees 


Reduced Size Folded 
Actual size folded 334x6% inches 


Why not take the /ead 
in the Thrift movement 
-of your community by 
distributing Daily Dime 
Savers broadly. 


The growth of your bank 
depends upon the num- 
ber of people doing busi- 
ness with you. 


Prices, including your 
advertisement %n_ the 
front cover, as follows: 


1,000... 

2,500... 

5,000... 
10,000... 
25,000... 
50,000. . . $43.00 
100,000... 


Pees nN - , Terms: Thirty days net F. O. B. 
hap a ms Chicago. Deliveries at present are 
Reduced Size Upe . : 
Actual open size 6#4x6%% inches. Fits ceguier commercial envelope being made on a thirty day schedule. 


The Reuben H. Donnelley Corporation 


Sales Promotion Campaigns 
Bustness and Residence Telephone Lists 
Trade and Professional Lists 
Individualized Form Letters 
Complete Mailing Service 


652 South State Street Chicago, Illinois 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Getting The Right 
Mental Attitude 


HE right mental attitude toward life is one of the 
most important possessions we can acquire. You 
may be in a suitable field of business. You may 
be able to estimate opportunity and true values. 

You may possess an excellent character. You may be 
above average intelligence and yet fail because of the 
wrong attitude of mind. 





The attitude of mind which makes for personal 
efficiency is one which is teachable yet not gullible; 
modest without assuming modesty; courageous without 
being foolhardy; cautious without being timid; and 
optimistic without being a plunger. 


UID DD OOD DD OY 


The right mental attitude toward life is one which 
considers and acknowledges people as more important 
than things. It is one which magnifies service and the 
quality of service. It is that form of intelligence which 
expresses itself in doing cheerfully WHAT ought to be 
done, WHEN it ought to be done, and HOW it ought 
to be done. It is the belief in the Fatherhood of God 
and the Brotherhood of Man. It is the determination 
to leave the world better than we found it—richer for 
our having lived and not poorer; richer in human life 
and character; richer in heart-throbs of happiness; and 
richer in material wealth. 
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Therefore, we can lay down the rule that the right 
attitude of mind toward work, toward life, and toward 
making the best use of time, is of prime importance. 
Cheerfulness is a virtue. Love is an emotion which no 
man need: be ashamed to own. So let us live in the 
atmosphere of the success and happiness which we desire 
to attain, and we cannot fail to attract about us the people 
and the conditions which will help us to reach our goal. 
The men in the war who were most afraid were the ones 
to get hit. The ones whose souls sang even while their 
bodies crawled through the mud, were the ones to come 
out most often unscathed. Mental attitude can repel 
or retract. Cultivate the right mental attitude. 
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Protection 
Publicity 


Economy 
for Banks 


Protection—Every bank and each of its 
depositors using Super-Safety Insured 
Checksis positively protected by $1,000.00 
insurance for each against loss through 
fraudulent alteration of checks. 
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Publicity—Advertising aids which we furnish 
banks using Super-Safety Insured Checks enable 
them to identify themselves with our powerful 
national advertising campaign constantly appear- 
ing in leading publications, thus reaping their 
local share of its tremendous influence. 


Economy—Ordinary, uninsured, unprotected and 
unadvertised checks are just “‘general expense.” 
Super-Safety Insured Checks convert this item 
into a powerful publicity force. On an average 
they cost no more, and often less, than the. kind 
you now charge to “‘general expense.” 


Order Super-Safety Insured Checks. this time 









$1,000.00 of check insurance 

against fraudulent alterations, 
issued without charge, 

covers each user against loss. 


THE BANKERS SUPPLY COMPANY 


The Largest Manufacturers of Bank Checks in the World 


NEW YORK CHICAGO DENVER 
ATLANTA DES MOINES - SAN FRANCISCO 
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WHY INVESTORS SHOULD RELY 
ON BANKERS ADVICE 


Many of the larger banks maintain investment departments 

whose business it is to investigate and pass on securities 

—The difference between investment and speculation 
*. . 


URING the past few weeks an- 
nouncement has been made of the 
failure of one or more brokerage houses 
with listings of clainis and debts run- 
ning into the millions. There are per- 
sons whose entire savings are reported 
to have been lost. 

This article is neither an attack upon 
nor a defense of the concerns or indivi- 
duals whose activities have lately been 
exposed. It is time to tell some homely, 
old-fashioned truths about the very im- 
portant matter of safeguarding the in- 
vestment of savings that have been ac- 
eumulated through work and _ self- 
denial. 

Why should a bank concern itself 
with such private matters as helping to 
safe-guard the investment of individ- 
uals? Because it is the function of 
the banker to conserve. Capital is ac- 
cumulated savings—the surplus ac- 
quired by work and conserved by the 
prudent. It must not be wasted—it is 
one of the tools of production, one of 
the implements without which nothing 
ean be done in the civilized world. A 
banker is interested in assisting in the 
processes of production and distribu- 
tion; it is his business to see that 
nothing is lost, that money is kept at 
work, that it is productive, that it is 
returned according to contract, and that 
it earns interest. Someone has said 
that it is his business to make a dollar 
and six cents grow in safety where only 
a dollar grew before. What one buys, 
or should buy, in an investment is sec- 
urity, assurance, dependability of in- 
come, not speculative excitement. 

Banks must always be concerned with 
money and credit conditions. They are 
compelled to keep bank funds invested. 
Thus they are constantly passing on 
investment matters. They are therefore 
competent to give trained advice on 
investments matters. 

Unfortunately, the idea prevails that 
the average investor of limited means is 
not welcome in the banks when seeking 
honest information about investments. 
Nothing could be farther from the 
truth. Every bank from the largest to 
the Smallest, will gladly answer in- 
quries from small investors. It is the 
habit of investors of large means to 
regularly consult their bankers on in- 
vestment matters. Everyone should 
feel free to do so. The investor should 





By JAMES I. BUSH 


select a bank that he believes in, go to 
it and become acquainted with some 
officer with whom he ean diseuss his in- 
vestments. He can write to any of the 
large trust companies and.they will give 
him reliable advice. The leading news- 
papers also maintain financial depart- 
ments where such inquiries are. welcome. 

In many of the larger banks an in- 
vestment department is maintained, 
whose sole business it is to investigate 
and pass upon investment securities. 





JAMES I. BUSH 


Further, it acts as a merchant in good 
securities and it is therefore prepared to 
not only impart advice but also to buy 
for you the investments you decide 
upon. In fact, the bank will help him 
to buy the same kind of bonds that it 
buys for its own account. 

When a person puts money in a bank 
in the form of a deposit, it does not lay 
there in the vault. It is invested by the 
bank in securities which is only another 
way of saying that it is loaned out to 
corporations which are engaged in pro- 
duction, giving employment to millions. 
It becomes part of the capital with 
whieh production is carried on, for in 
the civilized world there is no produc- 
tion without capital. The modern cor- 
poration was formed for co-operation 
in industry, in endeavor, and in capital, 
and depends for its existence on large 
masses of money from many sources. 
The bank is but a reservoir into which 


Vice-president, Equitable Trust Company, New York 


capital from many small sources, keeps 
on flowing. The bank agrees to pay 
him interest and to give his money 
back when he demands it. Therefore 
the bank’s officers must use aJl their 
experience and judgment in investing 
the fends of their depositors. 

The individual can use the experience 
and judgment of bank officers if he 
only asks for it. And when seeking 
advice it is well to keep in mind the 
difference between advice about an in- 
vestment and a “tip” on speculation. 
What is the great difference between in- 
vestment and speculation? A _ great 
many people ask that. True investment 


consists in buying a security with the . 


idea of getting interest:regularly at a 


‘fixed agreed rate and the return of the 


principal value at the agreed time. 
Buying a security with the idea of sell- 
ing it when the market price goes up is 
speculation. Confusion of the two is 
fatal. The point I wish to make is 
that any reputable banker or trust com- 
pany officer will gladly give advice con- 
cerning investments. He will not give 
advice concerning speculatioin. 

The investor should form the habit 
of going to a bank for advice concern- 
ing investments, and submit to his 
bankers investment propositions that 
have been presented to him, and that 
interests him. They can tell him 
whether they answer the tests of real 
investment. They know quite well that 
there is nothing absolutely without some 
risk, but at least, they can help him 
eliminate unnecessary risks and see that 
he has reasonable assurance that his 
principal will be safe and will be re- 
turned to him and that he can have it 

arning a good honest rate of interest 
which he can depend upon receiving 
every six months. 

That person should go to the banks; 
they will welcome him; they are- in- 
terested that money shall be saved, not 
lost; they will help to give his savings 
a square deal. 


A branch office of the Peking, China, 
Agricultural and Commercial Bank at 
Hankow, China, is in process of organi- 
zation. 


Extensive improvements to the bank- 
ing rooms of the First National Bank, 
Pueblo, Colorado, have been completed. 
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SIMPLE POINTERS THAT HELP IN 


READING A BOND CIRCULAR 


Over twenty-five million circulars were distributed last 
year in order that the investment banker could give the 
public satisfactory information on investment offerings 





_—- circulars are the most widely 
used and important advertising 
mediums of the investment banking busi- 
ness. During the year 1921, $2,710,000,- 
000 corporate securities were offered to 
investors. It has been estimated that one 
cireular is required for the sale of every 
one hundred dollars in bonds. Using 
this estimate, over twenty-five million 
bond = cireulars distributed last 
year among investors. While this figure 
represents only one bond cireular for 
five inhabitants of the United 
States it represents a high average for 
the investing publie. Every investor is 
today familiar with the appearance and 
construction of a bond cireular. 


were 


every 


The bond cireular is so important be- 
cause it is the medium whereby the in- 
vestment banker makes known to the 
publie such information as he believes 
will best represent the most attractive 
investment qualities of the bond he 
offers. The size, style and makeup of 
corporate bond circulars have now be- 
come more or less standard—they are 
usually four-page leaflets which will fold 
three or four times lengthwise to fit 
into a regulation large size envelope. 

Being of primary interest the name 
of the issuing company, title of the bond, 
the amount of the issue, price of the 
bond, the yield of the bond and the name 
of the investment banker is given more 
prominence than any other information 
which the eireular contains. This in- 
formation is, therefore, usually empha- 
sized on the first page of all circulars. 

But while these points are most prom- 
inent they are by no means the most 
important items on the first page of 
cireulars. Usually there appears in 
brief paragraph form a statement ex- 
plaining the nature of the business and 
the size of the issuing corporation as 
well as a brief description of the char- 
acter and value of the assets pledged to 
secure the bonds. Then there may be a 
statement as to earnings. Following 
this, mention may be made of the posi- 
tion of these bonds in the capitalization 
of the company. Lastly, one or more 
paragraphs are usually devoted to sink- 
ing fund and such other protective fea- 
tures as have been provided for safety 
of principal and interest in the opera- 
tion of the company during the life of 
the bonds. These are all vital attributes 
of any bond issue. 

It is difficult to assemble all the im- 


‘form of investment. 


By PHILIP R. CLARKE 


President, Federal Securities Company, Chicago 


portant information concerning a bond 
on one page. The inner pages of a 
circular therefore usually elaborate on 
the features paragraphed on the first 
page. The conventional method of pre- 
senting this more detailed data is in the 
form of a letter from the President or 
other executive of the issuing corpora- 
tion addressed to the underwriting in- 
vestment bankers. This letter usually 
consumes the inside pages of the cir- 
cular, leaving the last page blank; al- 
though in an industrial bond offering 
the last page may earry the latest bal- 
anee sheet of the issuing company. 





PHILIP R. CLARKE 


In general appearance bond circulars 
are similar. But no two companies are 
alike and no two bonds are alike. For 
this reason, the information available 
for a bond cireular must in every case be 
handled differently. To tell how to read 
any particular cireular: would not be 
enough—rather we must devise a method 
of analysis whereby we may more readily 
comprehend the strong and weak points 
of a cireular. 

It is generally conceded that bonds, 
as a class, are preferable to any other 
Like every other 
however, bonds exist of 
good, bad and indifferent species and 
the utmost discrimination must accord- 
ingly be exercised in their selection. As 
a guide in this connection, one authority 
has pointed out that the ideal investment 
bond should offer: 





commodity, 


1—Seeurity of principal 





2— Fixed or definite interest 
3—A fair return or income 
4—KReady  salability 
5—Acceptability as collateral 
6—Freedoom from direct tax 
7—Freedom from care 
8—Acceptable maturity 
9—Convenient denomination 

10—A_ reasonable chanee for appre- 

ciation in value 
But these are the standards of an ideal 
bond. Only a few bonds, if any, offer 
perfection in all ten of these qualities, 
Yet, every investor should have stand- 
ards in these ten points by which he 
measures the desirability of a bond. 

As has been said above, we must at- 
tack the problem of how to read a cir. 
cular by suggesting a method of analysis 
whereby certain basic but simple tests 
will generally determine the strong and 
weak points of a bond. Using the above 
mentioned ten fundamentals as a meas- 
uring seale, let us proceed with our diag- 
nosis. 

The first glance at a bond circular 
always answers certain questions. These 
questions have to do with what, in 
professional parlance, is known as “eon- 
struction” of the bond—the rate of in- 
terest, date of maturity, denomination, 
tax exemption, etc. These points by no 
means determine investment safety. Yet, 
no matter how safe a bond may be, it 
is well to consider carefully these ele- 
ments of “construction.” 

Of the points mentioned under “con- 
struction” I don’t believe “denomination” 
needs much discussion. Bonds are usu- 
ally prepared in one hundred, five 
hundred and one thousand dollar de- 
nominations to fit the needs of both small 
and large investors. “Rate of interest” 
and “date of maturity” are likewise 
largely a matter of individual require: 
ment. Under “tax exemption” it is often 
provided that 2 per cent of the normal 
federal income tax will be paid at souree. 

After ascertaining that the “construc- 
tion” of the bond is satisfactory, the 
investor’s diagnosis should proceed along 
slightly different lines. He should now 
analyze the circular as though he were 
inquiring into the advisability of mak- 
ing a loan with safety of both principal 
and interest as a primary consideration. 

There are at least four tests which a 
bond should pass, in order to establish 
its “safety of principal and interest.” 

(1) Is seeurity ample? 

(2) Is there sufficient and depend- 
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Beginning of Copper Mining in the 
Lake Superior District in 1844 


o AitHo UGH the latent wealth of this country 


in copper was early recognized, it was not until 
1844, when the rich mines in the Lake Superior region 
were opened up, that the immense importance of this 
wealth became known. As the United States turned 
more and more to industry, the possibilities of the 
metal were rapidly developed, and copper became not 
only a significant factor in our industrial progress, but 
in itself an industry of prime importance. 

¥ * * 

Founded in the early years of the Republic,the Bank 
of the Manhattan Company was peculiarly: fitted to 
meet each new development of this country’s natural 
wealth and resources. The growth of its organization 
and facilities paralleled the growth of the country. To- 
day, the service this Bank is able to offer its clients is 
based on the experience gained through 123 years’ 
active and intimate participation in many phases of 
the Nation’s development. 
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able source of income to pay interest 
and principal promptly when due? 

(3) Is the business ability and gen. 
eral credit rating of the borrowing or- 
ganization of the highest? 

(4) Is the bond protected through 
definite provisions for conservative eon. 
duet of the business during the life of 
the loan? 

In diseussing each of these at length, 
first comes the question of security. The 
type or title of the bond will be the 
first indication of seeurity. There are 
many titles by which the type of security 
may be described but most of these titles 
are necessary only that the many modi- 
fications of a few basic distinctions ean 
be properly identified. Reducing these 
types to as few simple classifications as 
possible, bonds may be issued in three 
ways—first, with security by mortgage; 
second, with security by collateral and 
third, without any speefie — security, 
Bonds of this last type are merely prom. 
issory notes and are called “debentures.” 
A mortgage or trust deed suggests the 
pledge of property. Collateral infers 
the pledge of securities while debenture 
suggests a pledge without security. Un- 
less the eredit rating of the issuing cor. 
poration is unusually high an unsecured 
debenture should be purchased with ean- 
tion. A collaterally secured bond may 
be a desirable investment if the collateral 
has ample market value and equal, if 
not superior, desirability to the bond for 
which it has been deposited as collateral. 

Mortgage bonds, command the highest 
rating. Mortgage security is more or 
less satisfactory depending upon the 
lien position of the mortgage. In all 
mortgage bonds it should be determined 
with care that security is ample and that 
the mortgage is as near a first mort 
gage as possible. 

Diseussing the second question: “Is 
there sufficient and dependable souree 
of income to pay interest and principal 
promptly when due?’ In the ideal bond 
the income of the issuing corporation 
should be several times interest charges 
and should be subject to but slight flue- 
tuations from year to year. Railroads 
and utilities rate highest for dependabil- 
itv of income; industrials rate highest 
for size of income. A steady income of 
twice interest charges, however, is pref- 
erable to one of six times that is subject 
to violent fluctuations. 

Third, “Is the business and general 
credit rating of the borrowing organiza 
tion of the highest?” One might say 
that if security and income were sat- 
isfactory, this question would not be % 
important, but the assets of an orgamiza- 
tion may be built up or dissipated or the 
earnings strengthened or destroyed 
largely in proportion to the a 
with which the company is managed. 
the management is capable and a 
to proper business principles, continued 
safety of principal and interest during 
the life of the loan is much more & 
sured. 
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Deposits $65,000,000 





Capital and Surplus $7,000,000 





Fourth, “Is the bond protected 
through definite provisions for conserv- 
ative conduct of the business during the 
life of the loan?” The discussion of this 
question in the bond cireular will be 
found under two titles. The first is 
“Sinking Fund Provisions’”—the second 
is “Indenture Provisions.” In _ bond 
terminology these items are known as 
“protective features.” 

Under the title “Sinking Fund Pro- 
visions” is enumerated the provisions for 
the setting aside of a portion of the 
earnings each year for the retirement of 
the bonds at maturity or to provide for 
the purchase of a fraction of the out- 
standing bonds on the market. This last 
provision supports the market so that 
abond with an active sinking fund usu- 
ally has a strong secondary market. 














The protective features under the title 
of the “Indenture Provisions” are nu- 
merous. A mortgage indenture may 
provide that no other bonds shall be 
seeured equally with or senior to the 





















e present issue. The collateral bond in- 
d denture may provide a basis for safe 
y substitution of collateral and the deben- 
f ture indenture may provide that no fur- 
5 ther bonds are to be issued unless the 


debentures be equally secured with them. 
Many indentures provide a ratio which 
should be maintained between assets and 
liabilities or they may provide for fixed 
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percentages at which earnings shall be 
maintained in relation to _ interest 
charges. Nearly all indenture provisions 
provide directly for the protection of 
interest and principal or indirectly by 
statements as to maintenance of earn- 
ings or asset ratios. As long as these 
various covenants do not bind the bor- 
rower to such an extent as to interfere 
with the operation of the business, they 
are added protection for the investor and 
augment the desirability of the bond. 

In conclusion, a corporation bond cir- 
cular should be read for: 1st, construe- 
tion of the bond; 2nd, security; 3rd, 
earnings; 4th, management; and 5th, 
protective features. An analysis of 
these features as they are portrayed in 
the average circular, will enable one to 
easily apply the bond to the ten tests 
enumerated earlier in this article. In 
doing so, remember that of the ten 
tests, 


“Construction” covers: 


Test No. 3—A fair return or income. 





Test No. 5—Aceeptability as collat- 
eral. 
Test No. 6—Tax provisions. 
Test No. 8—Acceptable maturity and 
No. 9—Convenient denomina- 


Test 
tion. 
“Security” covers: 

Test No. 1—Security of principal. 
Test No. 7—Freedom from care. 
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“Earnings” covers: 
Test No. 2—Fixed or definite interest. 
Test No. 7—Freedom from care. 
“Management” covers: 
Test No. 7—Freedom from eare. 
Test No. 10—A reasonable chance for 
appreciation in value. 


“Protective features” help to strengthen : 
Test No. 1—Security gf principal. 
Test No. 2—Fixed or definite interest. 
Test No. 4—Ready salability and 
Test No. 7—Freedom from care. 


If the application of these tests results 
satisfactory, the desirability of the 
bond can be pretty well taken for 
granted. 

The discussion thus far has had to do 
entirely with corporation bond cireulars. 
There is another equally important class 
which deserves attention. This is the 
municipal bond circular. Municipal bond 
cireulars describe a class of bonds so 
different in their inherent security that 
the cireulars require a somewhat dif- 
ferent method of analysis. 

Municipal bonds are secured by the 
power of a municipality to tax the 
wealth of its citizens. Power of taxa- 
tion is a sovereign power. Inasmuch 
as the source of funds for the payment 
of principal and interest of municipal 
bonds is the tax which the municipality 
“0) 
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The insured check princess of the Colorado Industrial Exposition held at Denver, present- 
ing a super-safety insured check at the booth of the Bankers Supply Company 


HE cape worn by the insured check 

princess is covered with checks from 
all parts of the country, depicting the 
wide distribution of these new insured 
checks. The princess’ crown is of hand- 
colored antique Moorish. 

Thousands of samples showing eare- 
fully-written checks, and giving hints 
for outwitting check alteration crooks, 


=u 


occupy all corners. 


THE LONSON UTILITY COIN 


UTILITY 
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TUPEUULDUOUDEAPODOEUSUDO EDEL LORS POEL ODDO DOOEDOOEDEOEORSEUEURURUDODIEOOEDODEDEDEDROROESOOEDDORDEORD EO EURO RUDEDOREEOVECIDEDEOROSD SOROS IEDESOGTESOGEO RE EURESEODSEGROEGEUREDODGGODUGEOEDODOGEGEU EURO AURA UUDORUDSOOORUEO OOOO OODODOES 


were handed by the princess to the 
crowds attending .the exposition daily. 

The intended to aid 
bankers and depositors in eliminating 
losses through fraudulent alterations and 
pen changes by the use of super-safety 
insured checks, made by the Bankers 
Supply Company, check manufacturers 
of Chicago, New York and Denver. 


display was 
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LET THE LONSON HANDLE YOUR COIN 


Eliminate the Old Coin Bag 


; other bankers who have found the Lonson Coin Boxes far superior to the 
old coin bags, you too will realize their advantages. 

THEY SAVE TIME: In checking up, each box is labeled on the top, ends and 
sides showing the denomination and amount contained. No broken wrappers, 
which eliminates the necessity of recounting. 

THEY SAVE SPACE: In your safe or vault the boxes stack up seadily and 
Hundreds of bankers have written us of this Advantage. 

THEY ARE DURABLE: Made of the toughest material obtainable, so substan- 
tially constructed that they will stand years of hard use. 
Just look for the Lonson Trade Mark. 


BOX is for your WRAPPED coin. Price $3.00 per dozen 


TTC CCELLLCCLCL CCL CUL LLL 


Absolutely guaranteed. 


assorted or otherwise. 


THE LONSON DE LUXE COIN BOX 
is made with wooden nests for your UN- 
WRAPPED coin. Price $6.00 per dozen. 

Both are made to hold denominations 
and amounts as follows: ~ 


No. | Pennies $ 5.00 No. 4 Quarters $100.00 

** 2 Nickels 20.00 ** 5 Halves 100.00 

3Dimes . 50.00 ** 6Dollars 100.00 
(Specify Utility or De Luxe) 


Write Us Ask Your Dealer 


Lonson Manufacturing Co. 
ST. PAUL, MINN. 


UU 


McADOO APPOINTED 
COUNSEL FOR BANK 


G. MeADOO has become associated 

* with the Bank of Italy of San Fran. 

cisco, it was recently announced, and 
will serve as its general counsel. 

“Since Mr. MeAdoo’s resignation as 
secretary of the treasury,” said P. ¢. 
Hale, vice-president of the Bank of 
Italy, “he has been the bank’s counsel 
in the east. His recent decision to move 
to California permanently has given ys 
an opportunity to make him our general 
counsel.” 

Mr. McAdoo resumed his practice of 
the law in New York city in 1919, but 
has made several trips to the coast 
during the last few years. A _ short 
time ago he determined to make his 
home in California and take up his 
residence here. He has opened an office 
in Los Angeles. 


Stock of U. S. Money 


A trip through the paper currency 
redemption division of the United 
States Treasury Department, where one 
may see the almost innumerable huge 
stacks of notes presented each day to 
be replaced with new money, might 
prompt at least the mental inquiry 
into the per capita amount of money 
in this country. Then a knowledge of 
the aggregate would give rise to a 
thought to its soundness. The money 
in tvireulation in the United States 
February 1, of this year, amounted to 
$5,488,000,000, divided as follows: 
Gold coin $1,024,500,000 
Gold certificates 436,500,000 
Standard silver dollars 67,000,000 
Silver certificates 276,218,000 
Sudsidiary silver 957,500,000 
Treasury notes of 1890 1,500,000 
United States notes 342,700,000 
Federal reserve notes .. 2,203,000,006 
Federal reserve bank notes 109,000,000 
National bank notes 729,500,000 

The total of these figures divided 
equally among the approximately 109, 
000,000 people in continental United 
States would show a per capita cireula- 
tion of $50.00. This is $3.00 less than it 
was one month earlier and $8.00 lower 
than February 1, 1921.—Journal of the 
Bankers 


American Association. 


The Second National Bank, Green- 
ville, Ohio, has completed arrangements 
one of the largest banking 
homes in western Ohio. It will occupy 
the site of the old building. 


to erect 


The Mutual Savings Bank and Trust 
Lynchburg, Virginia, has 
awarded contract for the erection of a 
modern banking house. The building 
will cost $75,000. 


Company, 
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When the Bubble Bursts 


HENEVER a huge “get-rich-quick” scheme collap- 
ses there is a perceptible tightening of pocketbooks. 


The careful investor marks the fate ‘of the unwary, and 
instinctively strengthens his own defenses. 








Checking up reveals that he has not been on his guard as 
in the past. He has been growing confident—almost taking 
chances. No more hunches. No more advice from enthu- 
siastic but inexpert friends. Censored information only. 


Now more than ever—‘‘Safety first!’’ 


That means renewed confidence in old counselors. In 
Chicago it means greater reliance on The Chicago 
Daily News. 


Chicago people trust The Daily News. That zeal for 
reliability which goes into every detail of its makeup is 
felt by its readers. People of the sort who have money to 
invest are best aware of it. 


Keeping the financial columns of a newspaper free from 
“wildcat” advertising is not an easy task, but The Daily 
News never relaxes its vigilance. The advertising copy 
that appears on its financial pages has undergone the moet 
careful investigation, and no advertising is accepted which 
is even suspected of being unsound. 





Advertisers know this, and the large volume of financial 
advertising carried by The Daily News is proof that 
they capitalize their confidence in 





THE CHICAGO DAILY NEWS 


First in Chicago 
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Courtesy of the Dieboll Safe & Lock Co., Canton O. 
Behind the scenes in one of the great vault manufacturing concerns of America 
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WHAT IT MEANS TO BUILD A 


MASSIVE SAFETY VAULT 


Tremendous weight of great doors is equilib- 
rated so perfectly that the application of but 
a few pounds pressure will swing them 


HE development of the moderi 

vault is one of the most fascinating 
ehapters in the story of banking, yet 
few bankers and business men seldom 
pause to consider the infinite skill, the 
vast sums of money and the varied 
talents that are neccessary in turning 
out one of the present day vaults. The 
pictures on the opposite page convey 
some idea of the manufacture of a 
vault, yet the camera lens can scarcely 
co justice to this particular branch of 
American industry because of the mani- 
fold processes that are employed before 
a vault is ready for delivery. 

From the days of the ponderous old 
strong box of cast iron with its massive 
keys, there has been a steady refinement 
in vault construction until today we 
have vaults that are almost impreg- 
nable. These great vaults challenge the 
ingenuity of the most expert cracksmen 
and stand secure against everything ex- 
cept earthquake or a 
trophe. 

The factory devoted to massive vault 
construction is, of necessity, a mammoth 
worshop. Great cranes 


similar eatas- 


traveling 


overhead, gigantic punch presses and 
lathers and other types of heavy and 


intricate machinery tell at a glance the 
enormous resources and the extraordi- 
nary skill that are required to produce 
a@ bank vault. For the shiny and 
‘beautiful vault doors and trappings that 
we see when we visit the average bank 
are fashioned out of the raw steel under 
the patient and exacting skill of 
artisans whose handicraft demands the 
most minute perfection. 

Vault doors weighing many tons are 
so adjusted to their fittings that they 
move smoothly and easily with a twist 
of the wrist, yet the heavy piece of 
steel once removed from the hinges 
would defy the combined strength of 
a battalion of men, And it is not alone 
in the exquisite workmanship which 
makes every modern vault door a thing 
of beauty. It is equipped with time 
devices that are comparable to the finest 
Swiss watch, so-that the opening and 
closing of the door is regulated with 
uncanny precision. 

As _ previously massive 


stated, the 


bank vault is practically secure against 
human aggression of any kind. Indeed, . 
these vaults are manufactured with one 


outstanding consideration in 
safety. 


mind,— 
They are as unlike the average 





By J. FRANKLIN LEWIS 


fire-proot door as steel is to wood. 
True, the average fire-proof door pro- 
vides a certain measure of safety, yet 
it is not to be compared in solidity and 
unyielding substance with the heavy 
vault door, pictures of which are shown 
on the opposite page. , 

When a bank installs vaults of this 
character, it is providing maximum pro- 
tection for cash and other valuables. 
These vaults challenge the wiliest of 
the cracksmen. When a burglar attacks 
a vault he can resort to one or more of 
three major methods. One is the use 
of high powered explosives; another 
is the use of cutting and piercing tools 
of various kinds; and, then we have the 
acetylene torch which has been and is 
still being used with more or less sue- 
cess in light and antiquated vault 
equipment. Yet any of these methods 
of attack are futile when employed 
under ordinary conditions against a 
massive vault door. This type of vault 
is the last word in protection. It re- 
quires no extraneous sentinel or safe- 
guard. " 

When one considers the prodigious 
labor and the enormous amount of 
money invested in vault door of 
the massive type, it is no wonder that 
it stands adamant against the onslaught 
of the safe-ecrackers. It is not unusual 
for safe manufacturers to construct 
vault extrances, the doors of which 
weigh sixty, seventy and eigthy thou- 
sand pounds, not ineluding the vestibule. 

This tremendous weight operates on 
rollers and ball bearings and is so per- 
fectly equilibriated on a _ ponderous 
crane hinge weighing itself three to 
four tons that the application of but 
a few pounds pressure will swing 
the mighty door in either direction. 
The twenty-four steel bolts weighing 
from eighty to one hundred pounds 
each that seeure a door of this type 
to its opening are propelled so smoothly 


by gearing devices that a child ean 
operate them by means of the bolt 


throwing lever on the front of the door. 

Another almost inconceivable fact on 
this door is that it fits into the vestibule 
to the exactness of less than one and 
one half one-thousandth of an inch. 
A human hair measures from two to 
three one thousandths of an inch. 

A door of the type deseribed here is 
always attached to a steel vault lining 
which is placed within the heavy rein- 


forced concrete walls of the bank 
vaults. This lining is entirely assem- 


bled ‘in the factory and the door and 
vestibule fitted into it. The vestibule 
is then detached, the door taken from 
its hinges, the lining plates taken 
apart and all is shipped in that condition 
to be.re-assembled in its place in the 
bank room of which it is to become a 
part. 

Imagine bank vaults and equipment ' 
all for one bank requiring for its trans- 
portation a train of over thirty large 
freight cars loaded to full capacity. 
Such was the vault equipment recently 


installed in a new bank building in 
Detroit. 

There were massive steel doors aggre- 
gating a thickness greater than one 


-hundred and six inches, not including 


bolts and locking devices. 

Another bank vault recently installed 
was also of unusual size. The vault 
linings in this instance were four inches 
thick and three floors high, an electric 
elevator operating on the inside of the 
vaults connecting these various floors. 

Holds Birthday Celebration 

The Louisville National Bank, Louis- 
ville, Kentucky, recently celebrated the 
57th anniversary of its opening. A 
huge cake was served to the patrons and 
friends of the bank during birthday 
week in the lobby. On the cake was in- 
seribed an honor rajl of seven employes 
who have spent a total of 247 years of 
service in the bank. 





The new Federal Reserve Bank, 
Nashville, Tennessee, is to erect a three- 
story and basement banking home. The 
structure will be of and_ brick 
construction. Work commence at 
an early date. 


stone 
will 


The Colonial Trust Company, 
Youngstown, Ohio, will erect a bank 
building shortly. It will be of brick 
and sandstone construction. 


Work has started on the Pershing 
Square Branch building of the Bowery 
Savings Bank, New York. The Strue- 
ture will be fourteen stories high. 





Plans are being prepared for a 
banking house for the First National 
Bank, Wakefield, Michigan. 
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A BANKING-BY-MAIL PLAN 
FOR SUBURBAN FOLKS 


How an Oregon bank goes after the business 
of merchants as well as other individuals in 
the outlying communities near a big city 


7. how a bank ean best obtain 
accounts from suburban districts de- 
pends in a great measure upon the size 
of the districts, amount of business 
transacted, and their distance from the 
main business district. 

In the city of Portland, Oregon, 
there are few, if any, suburban 
branches. The business of that city is 
largely confined to the downtown dis- 
trict. 

In order to cultivate this suburban 
business, some of the banks in Portland 
send messengers two or three times a 
week to call on the scattered suburban 
merchants to receive their deposits and 
give them change. 

The plan works out well for the bank, 
for the merchant carries less cash and 
keeps a larger deposit at the bank. 
Many accounts are obtained from mer- 
chants who, before they were paid fre- 
quent and regular visits, used the bank 
only as a place to eash)\their checks; 
not because they did not want to carry 
greater deposits, but because they could 
not spend the two hours away from 
their business every few days which a 
trip to the bank and back required. 

As for the merchant, it would be dif- 
ficult to conceive a method of banking 
that would suit him better. He ean 
carry a smaller amount of cash, pay by 
check, draw interest on a larger sum, 


and have all the service and convenience 


of the bank without making a trip to the 
main headquarters. 

But the merchant’s business is not 
the only one to be sought. There is the 
would-be depositor who works and lives 





By ARTHUR BECHTOL 


in the suburbs. He has no opportunity 
to go downtown during banking hours. 
If, by chance, he has, he does not like 
to spend an hour or two on an unneces- 
sary trip to the bank. So he cashes 
his weekly pay check at the corner 
grocery and, against the dictates of his 
judgment, makes his pocket or the 
sugar bowl his banker. 

But the banks in Portland make it 
easy for him to do his banking by mail. 
They solicit his account by newspaper 
advertising, explaining the simplicity 
of it, and showing the convenience and 
time he saves by the by-mail way. Here 
is a recent four-column advertisement 
of the First National Bank in Portland: 

‘*When you live ‘way out’ in the 
suburbs, save time banking by mail. 
How is it done? It’s easy. You may have 
all the convenience of a checking ac- 
count here, yet never visit the bank. 
What a saving of time! 

‘‘Write on the check you wish to de- 
posit, ‘Pay to order of the First Na- 
tional Bank of Portland,’ sign your 
name, and write us a brief letter. You 
may say: 

Gentlemen: 

I want to open a checking account 
by mail. . 

You will find enclosed a check for 
(give amount) drawn against (name 
of bank) by (name of maker). 

I refer you to (give name of one of 
our depositors). 

Please send me check book, pass 
book and signature cards. 


(sign name and give address). 
‘*You do not need to register it. If 


you send currency, it should be reg- 
istered. 
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‘‘All other transactions are just as 
easily carried on by mail.’’ 

In the suburban districts of smaller 
cities, particularly which have no branch 
banks, there are many people besides 
merchants who do not make regular 
deposits, or who do not carry accounts 
at all, merely because they are so remote 
from a bank. The man who works in 
the suburb in which he lives or the 
small merehant who is tied down to his 
business many hours a day can scarcely 
be expected to leave work for an hour 
or two each week in order to go to the 
bank. A bank advertisement which 
would be effective in illustrating service 
might be written around the thought 
that inconvenience is as great a deter- 
rent to thrift as careless spending. If 
the banks do not go after the deposits 
of the suburbanite, he is not likely to 
come to them. Portland bankers know 
this, so they make it easy for him. 

The Paris National Bank, Paris, Mis- 
souri, has elected J. E. Deaver pres- 
ident to sueceed A. E. Early who re- 
signed. 

The Mount Vernon Bank, Mount 
Vernon, Iowa, recently announced the 
appointment of D. U. Van Metre as 
cashier, succeeding the late Charles M. 
Hartung. 





John C, Fait, assistant cashier of the 
Farmers State Bank, Illiopolis, Illinois, 
has been made cashier to succeed the 
late John Sheller. G. A. Lucas was 
appointed assistant cashier. 
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VALENTINE WINTERS 


PRESIDENT, WINTERS NATIONAL BANK, DAYTON, OHIO, 
PRESIDENT, CITY RAILWAY COMPANY, DAYTON, OHIO 


A complete audit by a reputable firm of certified 
public accountants is beyond all doubt one of the 
greatest factors in making for better business. The 
corner-stone of the foundation of the credit structure 
is the availability of credit at the proper time and in the 
proper proportion to the needs of business as a whole. 


Only through the medium of a complete audit can 
the banker feel the pulse of the borrower. 
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Our Bankers Can Handle it 

International bankers and estabhshed 
exporters look with regret upon the re- 
eent retirements of several foreign banks 
which were organized during war time 
to facilitate 
iness. 


handing ot bus 


One banker said: 


exports 


“Perhaps the worst feature of the un- 
favorable development is the impression 
which that American 
bankers have no aptitude for interna- 
tional and retiring from 
foreign fields generally, and abandon- 
ing American interests to other nations. 
Nothing can be further from the truth. 


has gone abroad 


business are 


“These banks were hastily organized 
during war time, and it would seem that 


the leading idea in the minds of all 
interested was to construct an emer- 
geney machine that could give imme- 


diate attention and effect quick aetion 
in countless special cases with which 
war necessities threatened to eneumber 
the regular banking machinery. 

“It was evidently the original inten- 
tion of the organizers of these foreign 
banks to liquidate their affairs as soon 
as practicable, after the necessity which 
brought them into existence had passed. 
We may infer this from the fact that 
most of banks organized 
under the section of the banking law 
of New York State which provides for 
powers 


these were 


and limitations for investment 


companies.” 


Railroad Dividends 

There is little doubt that the conser- 
vative element in financial cireles will 
approve the reduction in the Northern 
Pacific dividend from 7 to 5 per cent 
after it had remained at the former 
figure for nearly a quarter of a century. 
Any action tending toward a conserva- 
tion of resources is hailed as wisdom in 
these days. 


No one believes that taking out of its 


large surplus the sum of less than 
$5,000,000 required to make up the 
regular disbursement, would have af- 
fected the Northern Pacifie. 


A railroad company should build up 
a surplus for two purposes. One is to 
provide a stable financial foundation. 
Another should be to furnish a reservoir 
for periods of reduced 
earnings. Railroad stockholders have 
shown amazing patience and optimism 
in the past. They have waived their 
elaims in order that the earriers might 


dividends in 


improve their financial position. They 
have watched surpluses swell in the 
hope of an ultimate eutting of the 


melon. Only too often they have been 
disappointed by the reduction or pass- 
ing of dividends in order that the “sur- 
plus” might maintained.—W. J. 
Wollman & Company, New York. 


be 


The Kaleva, Michigan, State Bank, 
will erect a new building in the spring. 
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WILLIAM C. CUMMINGS 


William C. Cummings, president of 
the Drovers National Bank and Drovers 
Trust & Savings Bank, Chieago, has ef- 
fected an arrangement whereby the pres- 
tige of these two institutions is greatly 
strengthened through the absorption of 
the Tilden interests in both banks by 


« * * 


Central States Conference 
Matters of 
of state 


to officials 
associations in their 
work the Eleventh 
Annual the presidents, 
vice presidents and secretaries of the 
Central States Bankers Associations in 
Milwaukee on Monday and Tuesday, 
March 20-21. Among the subjects were 
“Should Protective and Deteetive Ser- 
vice be Abandoned by Bankers Associa 
“A . B. A. Edueational Plans” 
“Communitv Finaneing’—“* Advising 
“Blue Sky Laws”—“Side- 
stepping Positive Opinions’—“‘New Aec- 


vreat 
bankers 
were 


Interest 


discussed at 
Conferenee of 


tions ?” 


Investors” 


tivities for Bankers Associations.” 
Wirt Wright, vice-president of the Tlli- 
nois Bankers Association, led the dis- 
cussion on “Are Activities of Bankers 


members of the Swift family, Foreman 
Bros, Banking Co, and himself. 
Mr. 


head 


been executive 
Banks for a 
of and will so continue 
supported by an exceptionally strong 
board of directors. 


has 
Drovers 


Cummings 
of the 
number years 


* * « 


Extending Unneces- 


sary Channels?” 


Assoviations unto 

Addresses were delivered by vice-pres- 
ident John H. Puelicher and Executive 
Manager Fred N. Shepherd of the 
American Bankers Association on 
“A. B.A.Doings”; by A. E. Adams, Chair- 
man Federal Legislative Committee of 
the Savings Bank Section A. B. A. on 
“Federal Legislation Pending and Sug- 
gested,” and by John D. Phillips, Chair- 
man Legislative Committee of the State 


Bank Section A. B. A., on “Rural 
Credit Legislation and Suggestions as 
to Obtaining Same.” 

The Wiseonsin Bankers Association 


entertained at luncheon on Monday and 
the Milwaukee Clearing House Assoeia- 
informal dinner. 


tion were hosts at an 
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Busy Months in the 
Bankruptcy Courts 


he 
Laas 
LP SNS 


AVE youever noticed that December and January 
report more business failures than any other 
month? A great statistical organization has 
just compiled figures which show that, as usual, 
the end of the year and the beginning of the new year, 
are heavy in business mortality. 






‘5 


The following tabulation is a graphic indication of 
the fact: 


NUMBER OF FAILURES 












January, 1921 1947 July, 1921 1468 

February, 1921 1538 na ts Rg ON a 
em r, 

ee a October, 1921 1760 

pri, November, 1921. . 1987 

May, 1921. 1341° December, 1921....... 2412 

June, 1921 1354 January, 1922.... 3256 












These figures are eloquent proof of the simple fact that many business men 
do not know the financial condition of their business until the annual inventory 
is taken and the books are closed-—sometimes when it is too late. 






Note the heavy death list in January, 1922. Is additional proof needed to 
demonstrate the fact that the administrative control of many business estab- 
lishments was weak and the defect was not discovered until too late? 











Now, this condition of affairs can be guarded against in an effective way wheg 
the banker as well as the business executive awakens to the importance of office 
records that reveal every tendency in the business establishment. A complete 
certified audit at regular intervals also helps to keep the executive properly in- 
formed and to protect bankable credits. . 


Resolve now that 1922 will be a year of prosperity, supported by prudent execu- 
tive management and all that it implies—concise office records, an effective cost 
system, anda periodical audit of the books by a reliable certified public accountant. 


WOLF AND ComPANYy 


Accountants 


(FORMERLY BAKER, VAWTER & WOLF) 


NEW YORK PHILADELPHIA INDIANAPOLIS MILWAUKEE CHICAGO 
KANSAS CITY DES MOINES OKLAHOMA CITY MUSKOGEE 
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The Tyranny of 
Little Things 


Lloyd-Thomas, as an organization, is etigaged 
in doing big things successfully by doing littie 
things extremely well. 
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The banker who bases a loan on a Lloyd-Thomas 
report has implicit faith in its accuracy, and 
yet, does he realize the myriad of little things on 
which this accuracy depends? 


FEE 


e 


The price of 1000 feet of lumber laid down at 
Louisville, the value today of a turbine built 
twenty years ago, the cost today of installing a 
milling machine —all these facts and a million 
more must be known, scientifically, accurately, 
dependably. Statistics — prices — records — 
data of every sort must be instantly available. 
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Such fluent knowledge can be the result only 
of a closely knit, efficient organization working 
in perfect harmony. 


The banker who bases his loans on personal in- 
vestigation, or on the statements of a borrower, 
is working in the dark as compared to the 
banker who uses Lloyd-Thomas appraisals— 
authentically accurate because they are made 
up of a multitude of accurate facts. 


The |loyd-Thomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 
. 1128 Wilson Ave., Chicago 33 75 Fulton St., New York 


Cleveland Detroit Indianapolis 
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Toronto Minneapolis Kansas City 
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M. J. Cepress, assistant cashier of At a meeting of the stockholders of 
the Wisconsin Rapids Wisconsin, First the Columbus State Bank, Columbus, 
National Bank, has been named _ Texas, E. B. Mayes was elected pres- 
cashier of the new First National Bank ident; H. Braden, active vice-president, 
of Eagle River, Wisconsin. Sam Hamburger, vice-president, and 

eee W. H. Meikow, cashier. 

Fred Schedler has been elected pres- aa a 
ident of the Oconto, Wisconsin, Na- Max L. Holmes» assistant cashier of 
tional Bank, to succeed the late George the Bankers Trust~ Company, Des 
Beyer. Allan V. Classon was made Moines, Iowa, has resigned to join the 
vice-president. Witmer-Kauffman Company, insurance 

sees agency in that city. 

The Citizens’ National Bank, Pots- se 
dam, New York, has appointed T. Plans are being prepared for the 
©. Tornberg receiving teller, to fill erection of a modern banking structure 
the vacancy caused by the resignation for the Exchange National Bank, Pitts- 
of W. T. Hinman. burgh, Pennsylvania. 


GETTING INCREASED 
BUSINESS IN WILLS 


(Continued from page 19) 
land, said: “We have formed what we 
call a ‘will-a-month elub’ in our insti- 
tution. The members have pledged 
themselves to get one will every month, 
The only way that it is possible is by 
personal solicitation. We haven't all 
measured up to it yet, we have come 
pretty close to one will a month through 
the personal solicitation of our officers 
and our employes. : 

“LT think there is a good deal in what 
one trust officer says, in respect to the 
delicacy of the situation in soliciting, 
but at the same time, it ean be done and 
it can be done suecessfully, and in most 
instances we have found that the people 
are grateful to us for bringing the will 
to their attention, a thing which we 
could say that 50 or 60 per cent of the 
people that come into contact with us in 
our bank give very little thought to. 
They were going to do it sometimes, but 
I think we have to get away from the 
idea that it is unethical or that it is 
something which should not be done, and 
I think probably one of the best methods 
of cultivating this sort of business is, 
first, by general advertising of the trust 
companies in your city along a general 
line, then co-operation with the bar, after 
which it should be comparatively easy.” 

Another question diseussed was “How 
to procure well-trained personal sales- 
men of trust service.” 

One member said “that it was his be- 
lief that the salesmen should be able to 
talk trust business as a business in itself. 

“It has been found worth while to 
take young college men and give them 
a training of law covering descent and 
distribution of property, certain banking 
laws, the laws of inheritance, taxes, and 
some income tax law, as a preparatory 
course so that when a prospect asks 
questions the salesmen will not be 
floored. In other words, an eftort is 
made to make the salesmen specialists 
in their line. 

“One part of the training of the 
salesman is putting him through a kind 
of a selling school where various ques- 
tions are asked, some of which are tech- 
nical and some of which are not, and 
this has been found to work out well.” 

Diseussion brought out the fact that 
in some communities success has marked 
some campaigns which have been carried 
on without personal solicitation, merely 
through the medium of booklets, per 
sonal letters and advertisements, the ad- 
vertisements being written directly to 
the people with whom the institutions 
desire to deal. 

Charles Hinsch of Cincinnati, said 
that one of the things entering largely 
into the successful solicitation of wills 
is the question of taxation. 

“That,” he said, “is especially true 
in states where there is no classified form 
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of taxation. We do not have it in 
Ohio; the result is that just recently 
we had an opportunity to take business 
amounting to $200,000. We would have 
had to bind ourselves to sell all the 
securities they wanted to turn over to 
us, ranging from 6 to 7 per cent, with a 
view of putting them in tax exempt 
securities. The result was that the trust 
was placed with a trust company in an 
adjoining state. 

“My theory is that we all ought to 
work to the end of getting laws amended, 
providing for a classification of taxa- 
tion so that it will not be taxed at the 
same rate as tangible property.” 

In response to the question “How ean 
we hold the will after we get it?” it 
was the consensus among those attend- 
ing the conference that the only way 
business could be held was through show- 
ing plainly to the customer the quality 
of the institution’s service and its abil- 
ity to handle trusts and that this would 
be best effected by getting the customer 
into the other departments of the insti- 
tution; in fact, the creation of con- 
fidence, which was characterized as the 
keynote of securing and holding all trust 
business. 

Colonel F. H. Fries, of Winston- 
Salem, N. C., in diseussing trust eom- 
pany business generally, said: ‘The ad- 
ministration of an estate is a business 
proposition, and what every man needs 
and wants when it comes to the settle- 
ment of his estate, is to have it properly 
administered in a legal way, but pri- 
marily in a business way. Trust com- 
panies administer estates from a_busi- 
ness standpoint. 

“We retain an estate because we have 
been successful in the administration of 
other estates. We have saved them 
money and we have saved them time. 
We have done all of those things neces- 
sary for successful administration, and 
I take it that if we have had a suecess- 
ful administration in 400 cases, the next 
1,000 will want us to administer theirs, 
because the business administration of 
the estate that we have done assures us 
of keeping what we already have and 
of getting others. 

“We have a perfect right to say in 
the administration of your estate that 
we can serve vou better than anyone 
else. Why? Beeause here is what we 
have done; here is what we have been 
able to do. 

“We have a right to tell a prospect 
our business. We have a right to earry 
our message in an intelligent way to 
wyone who has an estate to settle. Tell 
simply what we can do for them. A 
man goes in to -sell life insurance. 
What can’t we do in connection with 
trust service?” 

“The old question of the success of 
the trust company in its own community 
ls going to depend, not upon it liquidat- 
ing ability, but upon its administrative 
strength,” said Melvin A. Taylor. “Men 
do not leave their business with us to 
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Bulwarks of the Nation! 


So banks have been described. And, so they are. 


Counselor, ‘financier, broker, ‘brother, the banker 
is the confidante for perhaps more worries than 


any other man alive. 


And, because of his place in the lives of men, the 
banker should undertake no thing, should enter 
no arrangement where lack of knowledge will 
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ACCOUNTANTS 


VALUATION AND DEPRECIATION ENGINEERS 


Strangely enough, the greatest danger to banker 
and client is a tendency to loan too much on the 


Character must be considered. 


The good intentions of a borrower will not restore 
money loaned him on values which do not actually 


But, in a period of depression, knowledge of 
actual, physical conditions behind the borrower 
means often the difference between success and 


Let unprejudiced, competent authorities ascertain 
the values on which you loan. 


ARCHIBALD HarRIS AND COMPANY 
Certified Public Accountants 


515 Marquette Building 
Chicago, Ill. 


endanger him, where it might ultimately injure 
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he liquidated; they leave it to be ad- 
ininistered. Of course, corporate control 
is never relished by the public, but it 
is the way, unquestionably, for estates 
to be administered.” 

The service charge on small accounts 
which are particularly active, has been 
found to be a practical method for elim- 
inating an unprofitable part of trust 
company business, according to some of 
those who attended the conference. The 
placing of this small charge on accounts 
which average under a minimum amount 
of, say, from $200 to $300 was found 
to serve the purpose of eliminating con- 
siderable unprofitable business. 

While it has been found to work 
satisfactorily in some quarters, in others 
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it was shown to be the feeling that it 
would be preferable to call upon the 
small depositor, whose account was par- 
ticularly active and put the fact up to 
him squarely. This is done by several 
large institutions, and those who re- 
ported at the conference said that it was 
found to work verv satisfactorily. At 
the same time, it was urged that the com- 
mercial checking aecount which might 
get below a comparatively small balance 
minimum, might be directly related to 
other very substantial business in other 
departments of the institution, and that 
a careful survey should be made before 
any action is taken. 

Real estate, rentals and sales depart- 
ments in trust companies have been 
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Now Is THE TIME! 





Business men of America glean inspiration from 
April’s great anniversaries. Leaders planning 
worthy enterprises, are heartened by them, since 
Americans launched almost insuperable tasks during 
past Aprils and carried them to success. 


Such outstanding events as the World War, the Civil 
War and the Revolutionary War—in which the fate 
of the nation hung in the balance—were entered into 
by our people in April. History records the result! 
This is an auspicious period for any worthy under- 
taking. 

Achievement comes with effort. Work and leader- 
ship are fostered throughout this prosperous district 
by the First Wisconsin. For nearly seventy years 
we have served Milwaukee and Wisconsin. 


FIRST WISCONSIN 
NATIONAL BANK 
Milwaukee 


FORWARD 1922 




























































































































Confidence! 


OR one half a century, the Old National of Grand 
Rapids, Mich., has enjoyed to an unusual degree 
the confidence of banks. 













Such confidence can be traced to one factor— 
Sound Progressive Banking. 


THE OLD 


GRAND RAPIDS 



















MICHIGAN 
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found profitable, according to the testi. 
mony of a large number of those attend. 
ing the conference, and in addition, have 
produced new leads in that they have 
allowed the trust company to get in 
touch with new people coming jnto 
suburban towns or even into cities. Ip 
many instances where the departments 
are used to a large extent for looking 
after property held under trust, while 
there is some opposition, the majority 
of experience as expressed at the con. 
ference was that the departments are a 
necessary and successful adjunct to a 
well-rounded trust company business. 
From the viewpoint of furnishing an. 
other service to trust company plans, 
the department is considered as of par. 
ticular value. 


One of the questions asked at the con- 
ference was “Should trust companies 
make out income tax returns for their 
own clients or for the general public? If 
so should they charge for this service, 
and on what basis should such a charge, 
if any, be made?” The question elicitel 
the information that several large trnst 
companies in different parts of the 
country, chiefly in the more crowded dis- 
tricts, have spent a great deal of time 
on the subject and in many instances 
maintained quite extensive departments 
in which they aided outsiders in making 
their income tax returns without charge. 
In many instances it has been found thai 
the outsider who has been aided in this 
manner has returned to the institution 
and brought with him an amount of 
other business to more than repay for 
the initial effort and expense. 


In reply to another question as to 
whether the trust companies were carry- 
ing Liberty Bonds free of charge, it 
was developed that many of them are, 
while others have made a slight charge 
for the clipping of coupons and the 
convenience of deposit on_ smaller 
amounts of the bonds. It is a praetice 
in some districts to carry bonds free of 
charge for the specified period, after 
which a small charge was made. 

One institution carried everything up 
to $1,000 after which a charge equiva- 
lent to a safe deposit box was made. 
In this instance it was thought probably 
that anyone who owned a $1,000 bond 
would have other valuable papers which 
should be stored in a deposit box, and 
time has borne out this assumption. 


One member from Cincinnati said thst 
at the beginning of the war Liberty 
Bonds were taken for safekeeping in 
the savings department which issued 4 
special book for that purpose, an agree- 
ment being made at the same time that 
the institution would take care of the 
bonds and clip the coupons. In th 
instance no effort was made to segregate 
each bond, but they were all thrown to 
gether and when a depositor came in and 
asked for his $500 bond the institution 
simply gave him a $500 bond without 
.regard to number. 
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APPRAISALS AS A MEANS 
OF SAFEGUARDING 
CREDITS 
(Continued from page 21) 
distinction in the average person’s mind 
between my personal opinion of the 
value of a big hotel building, for in- 
stance, and a detailed accurate appraisal 
of such a building, which might cost 
$2,000 to make up and is worth every 
cent of it. There is, however, an essen- 
tial difference between the two, because 
you can prove one, and you cannot prove 

the other. 

The modern appraisal is a detailed in- 
ventory which forms the basic data. 
It may be so made to answer for cost 
accounting, insuranee, financial, tax and 
other purposes. This inventory is then 
valued on several different plans, ac- 
cording to the needs of the occasion. 

If it is to be used as a basis for a bond 
issue, perhaps the valuation will be on 
the basis of the ten-vear average values; 
if for insurance purposes, on the basis 
of the present market; if for tax pur- 
poses on the actual cost of the property 
on the date it was purchased. 

Hence the appraisal organization that 
uses the most care in compiling the 
original basic inventory is likely to be 
the one which produces the most useful 
and accurate appraisal. 

Depreciation is an important factor 
in the preparation of the modern ap- 
praisal. The methods employed for ar- 
riving at depreciation are as many as 
there are engineers and appraisal com- 
panies in the business. Some of the 
systems developed are carefully guarded 
by the owners. The best ones take into 
consideration, not only the age, but the 
question of obsolescence, inadequacy and 
other factors which tend to lower the 
value of the asset. 

Depreciation is a destructive foree, 
like fire, only, of course, it is much 
slower in its operation. The method of 
measuring the amount of destruction 
in property caused by depreciation and 
expressing it in terms of currency dol- 
lars is really the kernel of the whole 
appraisal operation. This is true be- 
cause the sound value or asset value of 
tangible property is always arrived at 
by taking the depreciation accrued to 
the date of appraisal from the replace- 
ment value. 

Here is a little secret. Over a long 
period, frequently as long as ten years, 
a great big industrial enterprise will 
appraise for practically the same figure, 
provided the replacement values are 
stabilized. They seem to sink down to 
about 76 and 75 per cent of the new 
value and to stay there. The big pack- 
ing houses are examples of that, and 
many of the comments on the Armour 
Statement that was published recently 
are, therefore, entirely wrong. I think 
that company is perfectly justified in 
adding twenty million dollars to its sur- 
plus; that is, on account of the revalu- 
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When you enter 
Buffalo, the big 
building you see 
is this big bank 
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are considered of utmost importance in . 3 


our handling of your Buffalo Business. 
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of Buffalo * 
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XUKUCEKA CAAA LA CAC ERECACULULEA IEE UAE I CUE EEE REX EEA ELE A UE E CEU EK EAU AAE ELE LE LEX EXEXUEKERELEIE ml 
f SSS SSS SS SCO 
° 


Equipped 
to Serve Commerce 


at Home and Abroad > 


~ 
* 
* 
5 
” 
* 
* 
- 
* 
* 
» 
~~ 
= 
- 
B 
" 
5 
- 
* 
» 


rr 
posesetesetssstccsscsssssesssisssssstssste| 


THE : 
» NATIONAL PARK 
maw om | 





OF NEW YORK 


Trust Department 
Safe Deposit Vaults 
Foreign Exchange Department 
Securities Department 


Credit Department 


rREREEXRUK1 AULEAEACAEIIIIII 


PSatataettstststeesessl 


Serving Financial 
Institutions Since 1856 






214 Broadway 










XXUREEUORUREREEE U0 UEREXKREEXESES AS UUXEKEREECEAESAS UERERSEEASELALLE UEREKSALULAEELAS 11 AEESEIEIAIIIIIED 










ip 





"PAR FACILITIES” 


ITH us your bal- 

ance insures service 
that does not stop with 
the receipt of “*member- 
items’’ at par. 


We receive all items at 
par, member or non- 
member; cash or col- 


lection. 


Our 24-hour-transit depart- 
ment and direct method of 
handling collections result in 
a maximum interest bearing 
balance of collected and 


available funds. 


We make no charge for tele- 
graphic transfers. 


THE } 


PHILADELPHIA 


N 


TLONAL 


BANK 


PHILADELPHIA, PA. 


The Bank of Tifton, Georgia, has 
appointed E. P. Bowen president; B. 
H. McLeod, vice-president; J. F. Ne- 
Smith, cashier, and J. A. Pope, as- 
sistant cashier. 

KE. C. Cooperrider, cashier of the 
Thornville Banking Company, Lexing- 
ton, Ohio, has resigned. He has been 
sueceeded by Fred D. Anspach, for- 
merly assistant cashier, 








Remodeling the banking rooms of the 
New Knox National Bank, Mt. Vernon, 
Ohio, has started. 





Major Russell B. Bathbun, cashier 
of the Merchants National Bank, 
Detroit, Minnesota, has been appointed 
state superintendent of banks. He 
sueceeds Severt B. Duea who recently 
resigned. 


M. E. Toothacre, formerly cashier of 
the Farmers and Merchants Bank of 
Burlington, Iowa, was recently elected 
president of that institution. H. R. 
Buettner is vice-president and chairman 
of board of directors, August Witte, 
vice-president, and H. E. Simon, eash- 
ier, 
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ation of the value in this plant. It ean 
be appraised twenty years from now and 
it will still be there, because many of 
their old properties have sunk down to 
a value where the limit of inefficieney has 
been reached, and they must be kept 
right there or they cannot produce. 

Let us consider the valuations that are 
made for financial purposes. Of course, 
today about the only property that the 
average manufacturer has free and clear 
is his plant. He is very much interested 
in re-financing. 

Working through an appraisal organ. 
ization—I mean the larger ones—a 
banker can get service for his large in- 
dustrial borrowers when it comes to pre- 
ferred stock or bond issues, that he 
cannot get through his correspondents. 

A bond issue valuation is generally 
the same as an insurance valuation, but 
certain banks in New York always 
specify a ten year average basis similar 
to the eustom in use in valuing utilities, 
One bank there at the present time has 
valuations made on the basis of the scale 
of prices in effect January 1. 

In mergers and consolidations, of 
course, appraisals are essential; in fact, 
the first great use of appraisals, as they 
are known today, was for merger and 
consolidation purposes. 

Frequently in appraising industrial 
properties for merger purposes, it is 
necessary to have as many as one hun- 
dred appraisals started simultaneously 
in various plants around the country 
and in Canada. The men who handle 
the work must have special experience. 
I mean by that, their judgment must be 
ripened by long experience in quick 
valuation work. They have but ten days 
frequently, to appraise seventy-five to 
one hundred million dollars worth of 
industrial property, and the valuations 
have to be made to a standard within 
three per cent of a detailed inventory. 

When appraisals were first used for 
the purpose of consolidation, it was the 
opinion of J. Pierpont Morgan who 
first used them, that he would like to 
have two companies do the work. When 
the General Motors Company was put 
together in 1907, two appraisal com- 
panies appraised the assets. They used 
absolutely different systems and theories, 
and yet the valuations were so close that 
there was some thought that there was 
collusion. I can testify to the fact that 
there was not, because there was just 
as keen rivalry between these two or 
ganizations as there is between two teams 
playing foot-ball. . 

I know of one big steel organization 
that has been changed around and 
merged and consolidated four different 
times, starting back in 1890. This com- 
pany never had an appraisal and co- 
sequently the paid in surplus is nol 
known, though it certainly existed al 
each consolidation. This condition cost 
the stockholders a lot of money in excess 
profit taxes that should never have been 
paid. 
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HOW INSURANCE AIDS 
SAVINGS PROGRAM 

(Continued from page 25) 
country concerning the plan. Certainly we 
cannot justly be criticised for assisting the 
inauguration of a new field of business 
for the insurance companies which promises 
to grow to large proportions.” 

Mr. Robinson stated before the Sav- 
ings Bank Division of the American 
Bankers Association, convention of 
1921: 





“Our company after careful consideration 
chose the first method, that is, the reducing 
term policy, because we felt that it served 
the purpose for which it was intended, viz., 
the guaranteeing of the ultimate amount. 
with the lowest possible cost for the insurance, 
besides keeping clearly and simply in_ the 
eustomer’s mind just what. he was striving 
for and that he was not paying for anything 
not necessary to this end. We are not selling 
insurance, but are selling savings accounts 


plus insurance; if a man wants insurance 
beyond what we are offering him it is better 
for him to buy it direct. We are not life 


insurance agents, we get no part of the in- 
surance premium either in commission or 
otherwise—our interest is as bankers. The 
other forms of insurance, I can readily see 
are more desirable from the underwriter’s 
point of view, as the unit remains constant. 

If I am correct, the last two ways mentioned 
also give to the buyer of the insurance, con- 
version privileges, which, of course, would 
be more costly to him but more desirable to 
the insurance companies.” 

No bank is organizing a sales force 
which can compete with the insurance 
agency staffs. Without personal asper- 
sion, we venture to assert that a bank 
cannot outbid the agencies for sales 
ability in view of the small amount and 
low price of the policies which it 
handles. In facet, banks may _ soon 
eliminate the term policies because of 
the more adequate commission paid by 
the companies to the solicitors and the 
slight additional expense to the insured 
in ease of life policies. 

But on the other hand the bank must 
in every case (other than under the 
plans referred to as the savings bank 
as the depository) establish its own 
sales force independent of the ageney, 
that it may sell savings accounts pri- 
marily and make insurance the sub- 
ordinate consideration. All prospects 
should be handled by the bank ex- 
clusively, even to manning its informa- 
tion desk with a banker and not with 
an insurance-trained man. 

Finally, the banker must not over- 
look the fact that insurance men gloat 
over the fact that in the past ten years 
no insurance company has failed, there- 
by seeking to establish the point that 
such companies are best able to assure 
security for savings, and also justifying 
their withdrawal of savings from the 
community of origin. The argument is 
hore apparent than real, as this coun- 
try deliberately chose a decentralized 
banking system with its considerable 
Proportion of small independent units, 
rather than the plan of huge centraliza- 
tion which has been permitted to evolve 
in the life insurance field. But it be- 
hooves every banker who enters this 
work to see that his savings depositors 
are effectually safeguarded by his in- 
vestment policies. 
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The Doorway 







of Achievement 


Countless men— unknown at 20— 
famous at 50 have passed through 
this door seeking banking counsel. 


Banking hours 10 to 3. 
door is open until dark. 








Seeking new business on our record 
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BROADWAY AND CHAMBERS, FACING CITY HALL 
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A commercial bank—perform- 
ing every function of a bank 




















Kk. V. Kaiser has been appointed as- 
sistant eashier of the First Wisconsin 
National Bank, Milwaukee, Wisconsin. 

Plans have been completed for the 
erection of a new building for the 
Visalia, California, branch of the Bank 
of Italy, San Franeiseo. The structure 
will be five stories high .and fireproof 
throughout. 

Paul Muenzberg, for the past thirty 
years connected with the Second Ward 
Savings Bank of Milwaukee, Wiscon- 
sin, has severed connections with that 
institution. He is now affiliated with 
the Park Savings Bank of that city. 

J. F. Moore has been elected pres- 
ident of the Farmers & Merchants 


Bank, Huntsville, Arkansas. 
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The First National Bank of Canadian, 
Texas, celebrated its thirtieth anniver- 
sary on March 7, last. D. J. 
is president. 


Young 


At the annual meeting of the stock- 
holders of the United States Mortgage 
& Trust Company, New York, the fol- 
lowing directors were re-elected: Burns 
D. Caldwell, Julius Kruttschnitt, Robert 
Olyphant, Charles B. James 
Timpson, Arthur Turnbull, Elisha 
Walker and Williem H. Williams. 


Seger, 


O. C. Collman has resigned as eashier 
ot the First National Bank, Sheldon, 
lowa. 

The First National Bank, Tampico, 
Illinois, is now housed in its newly re- 
modeled quarters. 









































































































































































McADAMS OPPOSED 
TO CASH BONUS 


"THOMAS B. MeAdams, President of 

the American Bankers Association, 
in a special message to the bankers of 
the United States opposes the Soldiers’ 
Bonus Bill, providing for compensa- 
tion without regard to disability, as a 
measure which would add materially 
to the burdens of the American people 
already over-taxed to pay for the war 
and to carry on the necessary opera- 
tions of Governmeng. 

At the same time, the message ealls 
attention to the fact that the Associa- 
tion is on record in favor of the fullest 
compensation and care for soldiers 
disabled as a result of the war. The 
message reads in part: 

“We face many serious problems of 
readjustment; business generally is 
going through a period of reorganiza- 
tion; agriculture is just beginning to 
recover from the demoralized condition 
of the past eighteen months. In what- 
ever form it may be raised, the pay- 
ment of a large sum of money would 
add materially to the burdens of the 
American people, already over-taxed 
to pay for the war and earry on 
the necessary operations of Govern- 
ment. 

“The proposed distribution of $62.50 
each quarter for two years to men in 


every walk of life would encourage 
idleness among a large number and 


give little real relief to those whom it 
is designed to help. Idleness means 
commercial and agricultural disorgan- 
ization and further loss of both energy 
and money at a time when hard work 
is badly needed in order to put the 
nation upon a sound economic basis. 
Idleness destroys moral fibre and in 
solving this problem we must give con- 
sideration to the possible effect upon 
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the men themselves—many of whom 
will not be strong enough to withstand 
the temptation to decrease efficiency 
or stop work altogether. 

“Congress is apparently impressed 
with the necessity of passing this legis- 
lation upon the theory that the great 
body of the American people are 
ardent advocates of the cash bonus. 
There are some outside of the Legion 


who advocate the measure, BUT IT 
IS DIFFICULT TO FIND ADVO- 


CATES WHO EXPRESS A WILL- 
INGNESS. TO PAY PERSONALLY 
THEIR FULL PART OF THE 
AMOUNT NEEDED. 

“A very large number of the soldiers 
themselves are earnestly opposed to 
this legislation, feeling that they do 
not wish to mar their record by receiv- 
ing payment for a real service to 
country which they now look back 
upon with just pride. 

“The burden of providing War Risk 
Insurance was willingly assumed by 
the American people under the belief 
it would take the place of pension de- 
mands and other forms of compensa- 
tion for able-bodied veterans. How 
far the proposed legislation violates 
the spirit of this understanding is for 
the American people to determine. 

“All business will be vitally affected 
by the way in which this problem is 
solved.” 


NATIONAL BANKS SHOW 
STRIKING IMPROVEMENT 


HE Comptroller of the Currency has 
issued a consolidated statement on 
the national banks representing the 
bank call of December 31, 1921, which 
shows the most satisfactory turn in the 
financial affairs of the country that has 


been registered by a bank statement 





Why Not 


Write Life Insurance 


at odd times? 


Tt would be a change of work, which is real recreation 
work in or for the bank. Other bankers have found that it brought new accounts. 
Some of the most successful life insurdnce agents are part 
Some of the largest producers started as part time men. 


add measurably to your income. 
time men. 


servation Department of the Farmers National Life was a part time agent. 


It would not interfere with your 
It would 


The head of the Con- 
The Assistant 


Secretary and Acting Treasurer of the Farmers National Life was a successful banker until 


he took up life insurance and found that he liked it better. 


The Farmers National Life has 


grown in business in force and assets three times as fast as the average of companies of its age. 


There’s a reason. 


The Farmers National Life is in an exceptionally strong financial condition 
—has $1.40 of assets for each dollar of total liability. 


It has a larger surplus to policy holders 


than companies much older and having four or five times as much business to protect. A 


very few companies, if any other company, has as complete a !ine of policies. 
risk to be written on those aged from one day to sixty years and even older. 


They permit a 
Nearly every 


form carries the accidental death benefit and the monthly income total disability provision. 


Write for full information to the 


FARMERS NATIONAL LIFE INSURANCE CO. . 


WRITE NOW 


F. N. L. Building, 3401 Michigan Avenue 
CHICAGO, ILLINOIS 
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since the conclusion of 1919. The peak 
of banking capacity in this country was 
reached in the statement of Deceniber 
31, 1919, when the national banks re. 
ported aggregate resources of $22,711, 
000,000. From that time on there was, 
as shown by the successive consolidated 
statements, a substantial decrease jn 
the aggregate resources. The statement 
registers, for the first time, a very sub- 
stantial upturn in resources. It shows 
that the banks occupy a greatly jn- 
proved and strengthened position as 
regards their re-discounts, their re. 
sources, their cash in hand, and their 
deposits, which show an_ astonishing 
gain. It demonstrates that the process 
of liquidation has been proceeding at 
such an excellent rate that it fairly 
may be said that we are well on the road 
to getting the frozen credits thawed 
out. In this regard, indeed, it is by far 
the most satisfactory showing that has 
been made sinee the phrase “frozen 
credits” was invented. 

It must be borne in mind that the 
national banks represent considerabiy 
less than half of the total banking 
capacity of the nation. It is, threfore, 
safe to assume that the state, savings, 
and private banks, and trust companies, 
have experienced the same turn in the 
tide that is noted in the case of the 
national banks, and that the figures for 
national banks safely may be doubled, 
in order to get an approximate repre- 
sentation of the situation as to the 
entire banking establishment of the na- 
tion. On December 31, last, the na- 
tional banks had lawful reserve with 
Federal Reserve Banks of $1,143,000- 
000, which was almost $87,000,000 in 
excess of legal requirements. 

Under any analysis, the figures in- 
dubitably demonstrate that the peak of 
liquidation and of consequent depres 
sion was passed somewhere between 
September 6 last and December 31 last, 
and that the tendency steadily has been 
toward improving business and less re 
lianee of business upon the support of 
the banks. 

Charles V. Etzler has been elected 
cashier of the Anacostia Bank, Ane- 
costia, Washington, D. C., to fill the 
vacancy .caused by the resignation ol 
Raymond E. Hunt. 

Irving D. Sill, assistant cashier of the 
Bank of Colville, Washington, has re 
signed. 


Directors of the Mellon National 
Bank, Pittsburgh, Pennsylvania, have 
increased the capital of the institution 
from $6,000,000 to $7,500,000. A stock 
dividend of 25 per cent was declared. 


Contract for the new building of the 
Broadway State Bank, Fort Wayne 
Indiana, has been awarded. Plans are 
being prepared by the architect. 
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PRESIDENT HARDING’S 
TRIBUTE TO BANKERS 


PRESIDENT Harding paid tribute 

to the bankers of the country for 
their share in bearing the nation’s 
purdens in a letter read at the annual 
dinner of the trust companies of the 
United States held in the Waldorf- 
Astoria, New York. 

“J think every American who appre- 

ciates the difficuties of the epoch through 
which we are passing,” the president 
wrote, “must recognize that the country 
owes a great obligation to the wisdom 
and discretion of the banking com- 
munity, which is so weH represented in 
your association. 
" “Whether in war or in peace, in the 
era of hostilities or the equally difficult 
one of reconstruction following hostili- 
ties, the bankers have been an able and 
sound alliance. They have ably assisted 
in carrying the difficulties of our coun- 
try. 

“There are many indications of econ- 
fidence and these will presently begin to 
lighten the burden which the leaders 
of business have been compelled to 
bear.” 





The A. B. A. Convention 

More than seven thousand bankers 
and their wives are expected to attend 
the convention of the American Bank- 
ers Association to be held in New York 
City on October 2-7, and preparations 
for receiving them are already under 
way. Seward Prosser, President of 
The Bankers Trust Company, is Chair- 
man of the committee of “One Hun- 
dred” in general charge. Other com- 
mittees with their chairmen are: Ex- 
ecutive Committee, Walter E. Frew, 
President Corn Exchange Bank; Fi- 
nance, Gates W. McGarrah, Chairman 
Board of Directors Mechanics and 
Metals National Bank; Reception, 
Thomas W. Lamont, of J. P. Morgan & 
Co., to welcome wives and daughters of 
visiting bankers, Mrs. Dwight W. Mor- 
row; hotels, Harvey D. Gibson, Pres- 
ident New York Trust Company; golf, 
Mortimer N. Buckner, Chairman of 
Board New York Trust Company; en- 
tertainment, H. J Cochran, Vice Pres- 
ident Bankers Trust Company; con- 
vention information, Guy Emerson, 
Vice President National Bank of Com- 
merce. 

Mr. Emerson, who will also be ex- 
ecutive manager of the convention, has 
received a leave of absence from the 
bank to devote his entire time to the 
arrangements.— American Bankers As- 
sociation Bulletin. 


Tentative plans are under way for 
doubting the size, of the banking rooms 
of the United States National Bank, 
Portland, Oregon. 





“—and select a bank that has the 
right spirit,” said the seasoned busi-. 
ness man to the younger man who 
was starting in business for himself; 


“for such a bank will prove to be 
your best friend.” 


This is what we mean by “Spirit” as 
an essential of the banking home 
you desire—the will and ability to 
understand the business man’s prob- 
lems and help him solve them. Al- 
ways a commercial banking institu- 
tion principally—a business man’s . 
bank with a business man’s view- 
point—we have grown steadily in 
the number and character of our 

: commercial accounts because our 
patrons have found us helpful and 
have passed the word along. 


This spirit of helpfulness is mutual. 
“OFFERING 


THEsEven _1n our daily experience with widely 
ESSENTIALS diversified business situations,.the customer 


om ini who has encountered financial problems per- 
HOME” haps for the first time has generally found 
SAFETY practical help. And in his turn he has been 
Seer ready in commending our efforts when oppor- 
XPERIENCE : ° 
fama tunity offered. 
CONVENIENCE ss ia 
COMPLETENESS At this time many organizations are selecting their bank- 
PRESTIGE ing connections for the period of renewed business 


activity. Managements of such concerns in Chicago or 
requiring Chicago connections are invited to get better 
acquainted with our service in any way they find con- 
venient—by call, by letter or by reference to our patrons. 


UNION TRUST 
COMPANY 


Madison and Dearborn Streets + + Chicago 


No. 3 of a series—reproduced from The Chicago Tribune 
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AMERICA’S OLD COINS 


A department devoted to a phase of Americana, 


revealing interesting bits of history of American 
coinage from the earliest days of the Republic 
By THEODORE J. VENN 


Member of the American Numismatic Association 





UNITED STATES $10 GOLD PIECES 

The United States eagle or $10 gold 
piece was first coined in 1795, there 
being a suspension in 1802, and from 
1805 to 1837 inclusive. Since that time 
the pieces has been con- 
tinuous up to the period of the late 
war. 

While there are more 
than of $20 gold pieces, still 
their number is not nearly as large as 
that of those who take kindly to the 
smaller gold coins. This is naturally 
attributed to the faet that the collection 
ot the larger gold pieces, as well as that 
of expensive territorial issues and other 
great rarities, naturally falls within the 
province of the wealthy, while the more 
moderately situated confine their efforts 
to the smaller gold coins and the other 


coinage of 


collectors of 


eagles 


regular issues even passing up the 
rarities in these divisions when their 
acquisition would prove _ financially 


burdensome. Therefore there are many 
coins among the larger denominations 
which do not command a _ premium, 
while others, of smaller face value less 
favorably situated as to limited coinage 
and survivorship, secure fair-size ones. 
As in everything else, the matter of 
demand euts a large figure in establish- 
ing premiums on coins. 

All of the gold eagles issued prior to 
1805, the beginning of the long suspen- 
sion of coinage, are sufficiently rare, 
however, to secure good premiums. 
Dealers’ buying lists offer from $15 to 
$35 each for these coins, depending 
upon the date and its rarity. That 
these quotations fall short of the real 
values of these coins is evidenced by 
the results secured at the Gehring sale 


in New York toward the end of last 
August. Following are the figures: 


U. S. eagle of 1795, $70; 1796, $75; 
1797, four stars before bust, $75; 1799, 
uncireulated, $41; 1800, uneireulated 
$50; 1804, very fine, $75. All of these 
coins were in high grades of preserva- 
tion. The Gehring collection contained 
neither variety of the 1798, both of 
which are very rare, nor the 1801 and 
1803, both of which are fully as rare 
as the 1799. 

For the coins of 1838, 1858, 1863 to 
1865, 1869, and 1871 to 1877, all Phila- 
delphia mint (no mint mark), dealers 
offer a premium ranging from 10 to 
30 per cent depending upon their scar- 
city. Coins of these years struck at 
the Philadelphia mint are all favored 


with a limited issue. In 1875 only 120 
were coined at Philadelphia, whereas 
7,715 were struck at Carson City. In 


the event of a fair-sized increase in 
the ranks of collectors of $10 gold 


pieces, all of these dates naturally will 
advanee in price. 

For the St. Gaudens design $10 gold 
pieces of 1907 with high edge and 
periods before, after and between the 
words “E Pluribus Unum” dealers pay 
a premium up to 50 per cent. For the 


ITH this issue of THE 

BANKERS MONTHLY 
the series on “America’s Old 
Coins comes to an end. There 
are, of course, many series of 
colonial and state coins which 
were struck prior to the inaugura- 
tion of our federal coinage, but as 
these seldom fall into the hands 
of bankers nowadays an extended 
description of them would hardly 
interest the average reader of a 

nancial journal. 

If an occasional specimen of one 
of these early coins should chance 
to find its way into a bank, there 
will be little difficulty in attributing 
it. Perhaps the only stumbling 
blocks will prove to be the state 


coins of New York and New Jersey. 
But when it is remembered that the 
early name of New York was Nova 
Eboraca and of New Jersey Nova 


Caesarea, and that the coins are 
thus inscribed they will be readily 
recognized. As in the case of all 
other coins, their value depends 
altogether on rarity and condition. 

In closing, the writer cannot 
refrain from paying a just tribute 
to THE BANKERS MONTHLY, 
whose enterprise has enabled him 
to place before its readers what he 
is convinced is the most complete 
and authentic series of articles on 
our past coinage which has up to 
the present appeared in any maga- 
zine devoted to banking and its 
allied interests. 





variety without periods no premium is 
offered. 

The fact that there is a premium on 
all proof coins will here also bear 
reiteration. 


RARE U. 8S. ASSAY OFFICE $50 
GOLD PIECES 


In addition to the private issue of 
$50 gold pieces in early days, two 
octagonal $50 coins were struck in 1852 
by the government assay office. Both 
of these assay pieces are very rare and 
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command large premiums. The one jp. 
seribed “887 thou.” is sought by dealers 
at $110, while $120 is offered for that 
bearing the legend “900 thous,” In 
the Manning sale one of the coins 
bought $200, while in the more recent 
Gehring auction another went under 
the hammer at $205. 


RARE COLORADO PRIVATE GOLD 
ISSUES 

As was the case in most of our gold- 

producing Colorado’s — early 

mining days also saw the introduction 

of a number of gold pieces of private 

issue which at that time were accepted 


states, 


almost as freely as the regular govern. 
ment coins not only in Colorado but 
also in all contiguous territory. This 
was mainly due to the fact that owing 
to the large influx of people there was 
urgent need of money and the distance 
to the government mints was far and 
the means of transportation slow and 
cumbersome. 

Of the $20 denomination there were 
two 1860, the other in 
1861. Both were struck by Clark Gruber 
& Co., the 1860 coin having the firm 
name and sale-eagle on the observe, 
and the inscription “Pikes Peak Gold,” 
“Twenty D,’ and a view of the peak 
on the reverse; the 1861 has a liberty 
head with the coronet inseribed “Pikes 
Peak” on the and an eagle 
surrounded by the firm name and value 
on the reverse. Dealers offer as high 
as $100 for the 1860 coin and $75 for 
the 1861, but numismatists naturally 
pay much more for them. 

There were three issues of $10 pieces, 
two by Clark, Gruber & Co., in 1860 and 
1861, and one by J. J. Conway & Co, 
bankers, the latter being undated, but 
probably struck in 1860. The Conway 
piece is a great rarity, dealers offering 
as high as $275 for the coin. The 
Clark-Gruber 1860 issue is listed at $30 
and that of 1861 at $16. 

Of the $5 issue there were four, the 
two Clark-Gruber coins of 1860 and 
1861, one by J. J. Conway & (Co, 
which is undated; and the other by 
John Parson & Co., this coin having 
a stamping mill on the obverse and also 
being undated. Dealers offer $230 for 
the Conway coin and $225 for that of 
Parson & Co., while the Clark-Gruber 
pieces are listed at $9 and $10 each. 

In the $2.50 series there also are four 
representatives, one an undated piece 
by J. J. Conway & Co., which is ex 
eessively rare and for which a dealer 
offers $295; the second an undated 
issue by J. Parsan & Co., for: which 
$125 is offered; the third a $2.50 coin 
inscribed Clark & Co., and bearing the 
date 1860, and the Clark, Gruder & Co. 
issue of 1861. The two latter coins are 
listed at $10 each. The omission of the 
name Gruber on the $2.50 piece of 1860 
was evidently due to the fact that there 
was no room for it on the coronet of the 


issues, one in 


obverse 
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Liberty head where the inscription ap- 
pears. 

This comprises the entire series of 
Colorado private gold coinage, all of 
which receives strong support whenever 
offered at coin auctions. 

SILVER HALF DIMES 


All obsolete series of United States 
coins are much favored by numismatists 
and the small silver half dimes which 
were coined from 1794 to 1873, with 
the exception of the years 1798, 1799, 
1804, and from 1806 to 1828, are no 
exception to the rule. 

Early half dimes of any date up to 
the period of long intermission of coin- 
age which began in 1806 are more or 
less rare and all command good pre- 
miums. Rarest of all is the coin of 
1802, for which dealers freely offer $50. 
The last coin of this date to be offered 
at public auction was in the sale of 
the Wilharm collection about a year 
ago. It was catalogued as fine and 
brought $355. In higher gtates of pre- 
servation it has sold for much more. It 
is classed among the great rarities of 
the Americana. 

For the 1794, 1796, 1797 and 1805 
dealers offer from $3.00 to $5.50 for 
coins in fine condition while the 1795, 
1800, 1801, 1802 and 1803 are listed at 
from $1 to $2.50 each. 

Half dimes from 1829 to 1856 secure 
a small premium provided they are in 
uncireulated condition, and those from 
1857 to 1873, the last year of issue, if 
they are proofs. 

In these later years of issue there are 
a number of dates, however, on which 
somewhat premiums are paid 
even if the coins are only in fine con- 
dition. This is due to the natural 
searcity of the coins or varieties in any 
condition. Among these are the 1838 
without stars, the 1846, the 1860 with 
stars, the 1864, 1865, 1866 and 1867. 
These latter coins are all of the Liberty 
seated variety. 

Coins which deserve more attention 
than they have been receiving in the 
past are the proofs from 1858 to 1867. 
There has also been an increasing de- 
mand for all half dimes of the old 
bust type struck prior to 1838 within 
the past year. 

PREMIUMS ON ALL PROOF COINS 

There is always a premium on all 
proof coins, no matter how common the 
date may be in other conditions. A 
small premium is charged by the govern- 
ment for furnishing all such coins and 
dealers also will pay a premium for 
proofs although in many instances it 
will be small even though no mention 
of this fact is made in their buying 
lists. 

PANAMA PACIFIC SOUVENIR 

HALF DOLLAR 

Of all the souvenir silver half dol- 
lars issued by the government, the one 
coined for the Panama-Pacifie exposi- 


larger 
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The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 
Statements of Condition March 10, 1922 


CONTINENTAL and COMMERCIAL 


NATIONAL BANK 


anne 


Demand Loans 
Acceptances. ___- 
Bonds, Securities, Etc. 


U. S. Bonds and Certificates of Indebtedness ____ 


Bank Premises (equity) -.....------ 
Other Real Estate __- 

Stock of Federal Reserve Bank - 
Customers’ Liability on Letters of Credit. 


Customers’ Liability on senate (as per Contra). 


Overdrafts._.......- Se asteb aes 
Cash and Due from Banks - 


Reserved for Taxes ____- 
Circulation... - 

Liability on Letters of Credit __- 
Liability on Acceptances 


Devon a 





J 176,566,695 .92 


.-$155,686,179.41 
112,186,514.31 
1,349,262.20 


-_ 20,386,927.58 $289,608,883.50 


11,978,170.04 
7,250,000.00 
32,945.00 
1,200,000.00 
3,909,811.88 
5,205,163.67 
73,563.59 
104,055,069.61 


$423,313,607.29 


ou auce 


$ 25,000,000.00 
15,000,000.00 
4,589,130.66 
1,837,952.36 
50,000.00 
4,138,528.87 
5,224,801.17 
$190,906,498.31 
367,473,194.23 


$423,313,607.29 


CONTINENTAL 22¢COMMERCIAL 
. TRUST anv SAVINGS BANK 


Resources 


Time Loans 

Demand Loans . 

*Bonds and Securities _. 
«Cash and Due from Banks 


$20,201,124.47 

-$21, 378, 055.54 
15,892,206.23 
34,083,818.05 71,354,079.82 ° 


$91,555,204.29 


*Adijusted to cost or market price, whichever is lower. 


Liabilities 


Surplus 
Undivided Profits 
Unearned Interest --_--- - 


Reserved for Taxes, Int. and Me oS 


Demand Deposits 
Time Deposits 
Special Deposits -.-_--.---- 


$14,429,029.14 


$20,890,638.66 
_ 49,114,968.46 


7,120,568.03 77,126,175.15 


¥91,555,204.29 


The Capital Stock of this Bank is owned by the Stockholders of 
the Continental and Commercial National Bank of Chicago. 


Combined Deposits, $444,599,369.38 


tion in 1915 seems in greatest demand. 
It has been advancing in value for a 
year or more. Originally sold at $1 at 
the exposition and offered by dealers 
at $1.25, it recently has been quoted at 
$1.75 and hard to secure at that. One 
of the largest dealers now announces 
that hereafter he cannot supply the coin 
under $2.50. It met with but limited 
sale at the exposition, hence the short- 
age. 
ANSWERS TO INQUIRIES 

C. A. L., Milwaukee, Wis.—Silver 

half dimes of 1864, 1865, 1866 and 1867 


‘command a small premium when in 


fine state of preservation. 
T. W. O., Dayton, O.—AlIl dates of 
$3 gold pieces are scarce, and all ex- 
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cept those of 1854, 1855, 1856, 1857, 
1874 and 1878 are more or less rare. 
About 75 per cent of these coins fall- 
ing into dealers’ hands are of the dates 
mentioned. 

J. L. W., Buffalo, N. Y.—Silver half 
dollars from 1879 to 1890 and quarters 
from 1879 to 1888 are all rather scarce, 
the coinage having been small during 
these years. There is a small premium 
on any of these dates when their condi- 
tion warrants it. 





The New Farmers and Merchants 
Bank, Highland, Illinois, recently moved 
into its banking home. The structure 
ts two stories high, of brick and stone 
construction, 
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SAFEGUARDING YOUR VAULTS 
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vee TTTMNNHATHHT OLEATE MEINE 


NEW GLASS HELPS TO 
PREVENT HOLD-UPS 


HAT is considered among the best 

forms of insurance against bank 
holdups is safetee bullet proof glass 
equipment. 


This glass is clear and transparent, and 
repeated tests have shown that a bullet 
fired point blank at it cannot penetrate, 
although it cracks the glass. 


What happens in a bank when a hold- 
up is attempted, where the teller’s and 
eashier’s windows are equipped with this 
glass can be visualized. The robbers 
point their guns and go through the 
usual “Hold up your hands” formula. 
The cashier, or teller, merely smiles and 
goes on doing the work in front of 
him. The robber shoots—and that shot 
acts as a burglar alarm. For not only 
does the bullet fail to reaeh the mark 
intended, but the sound of the shot is as 
fine an alarm as even the bank itself 
could wish for. The arrest of the hold- 
up man, or men, is practically as good 
as made if they linger in the vicin- 
ity. 

This particular glass is absolutely 
transparent and does not differ from 
plain ordinary glass. Possibly a good 
description of it would be that it is 
transparent steel. In many of the prin- 
cipal cities of the United States, demon- 
strations were staged for the benefit of 
skeptical police departments—for these 
men could not possibly conceive of a 
piece of glass through which a bullet 
could not penetrate. For the demonstra- 
tion, forty-five calibre steel jacketed 
bullets were used, and they were fired 
point blank at sheets of this glass. In 


The Alarm 
That Leads 
Them All 


The Safety Burglar Alarm 
is safeguarding hundreds of 
banks and giving genuine 


satisfaction. 


Real protection at minimum 
costs. 


Send for Catalog 


Safety Burglar Alarm Co., Inc. 
16 Fulten St., W. GRAND RAPIDS, MICH. 


M. R. LOMBARD 
Great Northern Hotel, Chicago 
Western Representative 





not one instance, although the glass was 
cracked, did the bullet penetrate. 

As a protective agent, it is the finest 
form of hold-up insurance that a bank 
can possibly use. 

In all banks, partitions, as well as the 
teller’s window, leading from the main 
lobby to the working quarters, should be 
equipped with this glass and this will 
prove an insurance of the very highest 
grade. Also bank collection cars, bank 
messenger cars, armored trucks, and 
moving-picture booths will find a de- 
gree of safety when equipped with this 
safetee glass. 


SOFFEL MURDER 
CLEARED UP 


(CONFESSIONS have been obtained 

from a band of nine men, who have 
been operating in and about Chicago, 
which clears up the recent murder of 
John Soffel, president of the Maywood 
State Bank, Maywood, Illinois, who was 
held up with a clerk of the bank and a 
police official on January 5th, last. 
This crime was classed as one of the 
most brutal in recent years. 

These men: also confessed to the re- 
cent robbery of messengers of the 
Citizens Trust & Savings Bank, Chi- 
eago. These arrests were made pos- 
sible by the close .co-operation of the 
Chicago police department with the 
protective bureau of the _Iilinois 
Bankers Association. 


Bank Vault Burglarized 
On the morning of March Ist yeggs 
entered the vault of the State Bank of 
Donovan, Illinois, and rifled twenty-five 
safety deposit boxes belonging to the 
customers of the bank. They also took 


” property belonging to the United States 


Post Office Department. An investiga- 
tion undertaken with the aid of the 
postal authorities was started to deter- 
mine the loss of the contents in the 
boxes. 


Clever Forger at Work 

A man giving the name of C. E. Grin- 
nell is preying upon the merchants of 
Mattoon, Illinois. His method of 
operation is to go into a clothing store, 
leaving an order for an expensive suit 
and when asked to make a deposit, he 
produces a check with the signature of 
M. J. Grinnell, who is said to be his 
father, asking for part of the amount 
of the check to be credited on his order 
and the balance given him. He has 
also purchased other articles in this 
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manner and altogether has cashed four 
bad checks in Mattoon. 

His description is as follows 5 ft, 11 
inches tall, but with rather drooped 
shoulders giving him the appearance of 
being only 5 ft. 8 or 9 inehes. Red 
face and very genial manner. Weight 
about 235 pounds; requires an outsize 
in clothes. Has a scar on his neck, 
and a rather prominent mole or wart 
on the end of his nose. His operations 
seem to be in the direction of Indiana 
and Ohio. On his person are discharge 
papers from the Interurban Electric 
line out of Portland, Oregon, and the 
Southern Pacific Railroad.—lIllinois 
Bankers Assogiation Bulletin. 





Warns of Bogus Check Passer 

The Peoples State Bank of Farming- 
ton, Michigan, reports a party using 
several forged checks, on which the 
bank refused payment. These cheeks 
are printed on a draft form 
drawn on the above mentioned bank, 
printed on pink safety paper, with the 


name “Frank Ayers, Good Roads” 
thereon. All checks are signed with a 
signature purporting to be Frank 


Ayers drawn to payees named as fol- 
lows: John Stevens, E. Gorman, Frank 
Morris and George Brown. The 
writing on the face and first endorse- 
ment on all these checks is believed to 
be the same. They range from $30 to 
$50. These pink colored checks are 
not those furnished by the bank. 

Foundation has been laid for a new 
banking home for the First National 
Bank, Holly Hill, South Carolina. It 
will be two stories high. 
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“T tuars THE BEST 


Bankers Automatic Alarm is oper- 
ated without Hands or Feet. It 
our bank, 


THE ONLY ove 


OF ITS KIND AND 


guards every inch of 
every minute of the night and day 
and is an untiring watchman. 


Earns the very largest discount 
rate. 


Write for circular and let us tell 
you how our system pays for itself 


BANKERS AUTOMATIC ALARM CORP, 


100 N. La Salle St., CHICAGO 
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gaan a cD En rE ee 


Takes Action Against Swindlers 

The drastic prosecutions against a 
band of financial confidence men, who 
have been masquerading as brokers will 
relieve the situation of despicable char- 
acters who prey upon innocent investors 
and mulet the public every year to the 
tune of $100,000,000 or more. The New 
York Stock Exchange authorities should 
receive the thanks of the publie for ini- 
tiating those prosecutions. This is their 
job and they alone know how to do it. 
The crusade, let us hope, will not be 
abandoned until the whole group of 
swindlers has been eliminated from the 
investment situation. The public should 
realize the importance of dealing only 
with brokers who are well established 
and of unquestioned integrity. The 
American public has always given too 
little thought to making its investments 
carefully and to the necessity of limit- 
ing its dealings to firms of acknow- 
ledged integrity and financial stability. 
Inasmuch as the American bond mar- 
ket has become the most powerful and 
best organized bond market in the 
world, it is surely time for the public 
to revise its investing methods so as to 
avoid the losses which inevitably result 
from dealing with irresponsible firms. 
—The First National Bank, Philadel- 
phia. 

Bank President Held Up , 

On Mareh 10th, Samuel H. Wyss, 
president of the Alton Banking & Trust 
Company, Alton, Illinois, was the victim 
of robbers on an interurban street car 
while on his way to Alton from St. 
Louis. The bandits obtained $5,500. 

Mr. Wyss was singled out from all 
the other passengers on the ear, indicat- 
ing that the bandits knew he had this 
money in- his possession. The men 
escaped in a large automobile which 
followed the electric car. Some of the 
passengers, through unarmed, comman- 
deered a passing automobile and took 
up pursuit with the result that the 
bandits were obliged to abandon their 
car and take to the fields to make good 
their eseape.—Illinois Bankers Associa- 
tion Bulletin. 











The Bank of Mount Holly, Arkansas, 
recently elected the following officers. 
J. H. Freeman, president; S. W. 
Junkin, vice-president, and H. T. Pat- 
ton, cashier. The directors include J. 
H. Smith, K. L. Davis, W. J. Cox, W. 
H. Hawkins, and H. T. Patton. 


The Tennessee Trust Company, John- 
son, Tennessee, is having plans made 
for remodelling its present quarters. 
An entire new front of marble and 
stone will be constructed. 


A. H. Bilbertson, formerly vice- 
president of the Republic State Bank, 

mneapolis, Minnesota, has been pro- 
moted to the presidency. 


57 


ANKERS everywhere are inquiring 
about this exclusive Invincible safety 


feature. 


Recent stupendous vault robber- 


ies are causing some serious thinking and 


the “Lock Behind the Lock” is rapidly 


taking 


its place in the confidence of 


thoughtful Bankers. 


INVINCIBLE 


SAFE DEPOSIT BOXES 


give you double protection against sledging and 
lock-punching—they give the greatest known 


protection,—are delivered 


the day you want 


them,—and are installed as easily as a baby 


builds blocks. 


and intermember to form a single unit. 


Sectional : 
Construction 


A_ stack .con- 
taining 18 boxes. 
Similar sections 
contain other 
standard sizes of 
safe deposit 
boxes. Build 
your installation 
as you require it. 


Invincible | 
836 26th Street 





All sections are of standard size 


Various 
sections have different sizes and num- 
bers of boxes,—any arrangement you 
want and as you need it. All this at 
the cost of ordinary vault equipment. 

Invincible superiority and economical 
manufacture is the result of specializa- 
tion. We make only one thing— and 
we make it well. 

You, too, will want to know more 


‘about the advantages of Invincible Sate 


Deposit Boxes. The Invincible Book 
gives all the facts; Drop usacard and 
we'll drop you the book. Today is a 
good time. 


Metal Furniture Co: 


Manitowoc, Wisconsin 


INVINCIBLE 


CAGE DEPOSIT 


“The Lock Behind the Leck” 





Charles W. Bainbridge, a vice-presi- 
dent of the Republie National Bank, St. 
Louis, Missouri, has accepted the posi- 
tion of cashier of the bank following 
the resignation of Melville E. Patterson, 
as vice-president and cashier. 


At a meeting of the directors of the 
Mantee Bank, Mantee, Mississippi, the 
following officers were elected: A. M. 
Harley, president; J. E. Logan, vice- 
president, and H. W. George, cashier. 


William E. Knox has been elected 
president of the Bowery Savings Bank, 
New York, to succeed the late Henry 
A. Sehenck. 


The Harris Trust & Savings Bank, 
Chicago, has increased its capital stock 
from $2,000,000 to $3,000,000. 


Stockholders of the Peoples Bank, 
McEwen, Tennessee, recently elected the 
following officers: J. J. Slonecker, 
president; J. A. Bradley, vice-presi- 
dent; W. D. King, cashier, and George 
C. Sugg, assistant cashier. A dividend 
of 6 per cent was declared. 


William. Rodden was elected president 
of the First National Bank and of the 
Stanislaus County Savings Bank, Oak- 
dale, California, succeeding A. E. 
Schadlich, who resigned some time ago. 
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ANAKIN 


Day and Night Service 


HE ‘acetylene torch can eat 
its,way through a modern 
manganese steel door and open a 
bank safe or vault in from thirty 
Many 


minutes to two hours. 
vault doors ean be burned 
through or otherwise 
forced open in much less 
time. The Anakin Alarm 
and Locking System, 
more than any other pro- 
tective system of today, 
makes such robberies im- 
possible. 


One Bank Saved Every 
Ten Days 

The Anakin Improved 
System of Burglar Proof 
Locks has to date saved 
seventy-six banks from 
robbery. It protects 
against all burning, 
punching and blowing of 
the combination—and in 
case of attack re-locks the door top 
and bottom, also the main bolt 
work of the door. 

Anakin Locks were the first 
burglar proof locks to be devel- 


writers 


tigate. 


uae MEMO FOR TODAY 


ANAKIN 


“DAY @ NIGHT" 





When Insurance Under- 
allow 
discount on the Anakin 
Alarm and Locking Sys- 
tem than on other protec- 
tive systems, which they 
do, surely that is conclu- 
sive proof that this system 
offers you the best pro- 
tection a bank can buy. 
It will pay you to inves- 


Makes Loss Impossible 


oped successfully. Our attorneys 
advise that several other locks 
are infringements on Anakin 
Patents. Some of these infringe- 
ments are being fought in the 
courts at the present 
time, as much for the 
protection of bankers as 
for our own protection. 


More Than Fifty Per Cent 
Insurance Reduction 


When the combined 
Anakin Day and Night 
Alarm and Locking 
System, protecting both 
doors and vault walls, 
is installed, the cost of 
insurance is cut con- 
siderably more than 
fifty per cent—a larger 
discount than is allowed 
by insurance companies 
on other protective sys- 
tems. Further, Anakin Protec- 
tion is guaranteed to four times 
the purchase price on the locks 
and to the full purchase price on 
the alarm. 


a larger 


IMPORTANT 


Write a letter to the 


ANAKIN LOCK AND ALARM CO. 


21 North La Salle St., Chicago 


asking them to tell how they can give you complete 
protection against yeggmen and at the same time 
reduce your insurance cost more than fifty per cent. 





At the annual meeting of the Stock- 
men’s State Bank, Rock River, Wyom- 
ing, Fred _R. Richards was re-elected 
president and Fred W. Bray, assistant 
cashier. Louis C. Butler was elected 
vice-president. 

G. E. Rafferty was recently elected 
president of the Napoleon State Bank, 
Napoleon, Ohio. Fred Gerken is vice- 
president, Albert Daman, cashier, and 
Chas. Watkins, assistant cashier. 


Additional quarters are being erected 


for the Port Washington National 
Bank, Port Washington, New York. 


The new quarters will be two stories 
high, 








The stockholders of the Grange Na- 
tional Bank, New Milford, Pennsylva- 
nia, have elected the following officers: 
W. H. Tingley, president; Charles H. 
Ainey, and C. D. Dayton, vice-pres- 
idents, and J. F. Gere, cashier. 

The Nashville branch of the Federal 
Reserve Bank, Atlanta, Georgia, will 
move into newly remodeled quarters at 
an early date. When completed, the 
structure will be one of the handsomest 
banking homes in Nashville. 

Fred G. Taylor, president of Ogden, 
Utah, Chamber of Commerce, has been 
named active vice-president of the Com- 
mereial National Bank in that city. 
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The Credit Situation 
The brief period of relative ease jp 
the money market which coincided with 
the increase after the first of the year 
in the volume of loanable funds in New 
York City, was followed by an upward 
turn in interest rates, which has lasted 
from the middle of January until the 
present. The rates on bankers accep. 
tances and commercial paper rose about 
V4 per cent and stock exchange all 
money also was higher. The return to 
the investor on Treasury certificates 
and those issues of Liberty bonds and 
Victory notes not affected by the 
Treasury’s announcement that the tax 
exempt series of Victory 
called for redemption on 
changed little. In 
rates late in 
stantially 
cember. 


notes was 
June 15, 
general, money 
February stood sub- 
where they were in De. 

Reference has been made to the fact 
that in the last five years interest rates 
have reflected the movement of the 
seasons to a much less degree than 
before the Federal Reserves system was 
established. Just as the demands for 
credit and currency at the crop-moving 
and holiday seasons have not been at- 
tended by as sharp a rise in interest 
rates, so the passing of those demands 
has not been attended by as sharp a 
decline in interest rates. The Federal 
Reserve system has provided a means 
whereby the volume of credit expands 
or diminishes as the demand for it 
rises and falls, and an effect which 
naturally follows, is a relative freedom 


from seasonal fluetuation in interest 
rates. 
The temporary decline in_ interest 


rates in the first two weeks of January 
appears to have been a brief and rel- 
atively slight recurrence of the very 
material change in money conditions 
which used to occur immediately after 
the first of the year. At that season, 
with the return flow of currency to New 
York and other centers, rates formerly 
declined sharply, just as in the preeed- 
ing autumn they had risen sharply. 
The period of low rates used to continue 
well into February, as the surplus 
funds sought employment, and_ then 
rates started upward. Under present 
conditions, however, and_ particularly 
while the war and post-war borrowing 
of the member banks of the Federal 
Reserve system have not been fully 
liquidated, there is not the same tet- 
dency for funds to flow to New York, 
because as they become excessive 
other parts of the country they are 
largely used to pay in debtedness at 
Federal Reserve Banks of other dis 
tricts, just as funds in this district 
when the demand for them subsided 
were utilized to pay the loans of mem- 
ber banks at the Federal Reserve Bank 
of New York.—Federal Reserve Bank, 
New York 
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CONTROLLING THE INCOME 
AND EXPENSE STATEMENTS 
(Continued from page 14) 
purchased from and sold to customers 
does not appear in this account as such 
profits are taxable income to the bank. 
Accordingly they are credited to “Mis-- 
cellaneous Income” and properly de- 

seribed for analysis purposes. 

With adequate records covering this 
class of investments the income from 
this source is verified in a comparatively 
easy manner. The same is true with 
regard to records involving the handling 
of the interest received from these bonds, 
as applies to other bonds, the income 
from which is taxable or non-taxable. 

Income from Bond Department—This 
account was created for the purpose of 
showing the profit or loss from opera- 
tions of thé bond department which is 
concerned only in the buying and selling 
of stocks, bonds, and securities. The 
business conducted is the same as that 
of the bond department of other banks 
and is an extension of service to the 
community, carried on for a profit. 

The operating cost of the department 
may or may not be considered in the 
monthly figure representing the income 
of the department. The amount may be 
allowed to represent the gross profit. 
The necessary adjusting entries, on ac- 
count of the salaries paid and other 
operating expenses, should -be made in 
order that the amount shown on this 
statement will represent the net profit 
or loss from operations. 

It is important that the records, in 
this department, be kept in such a man- 
ner that the amount reported as profit 
on the statement can be verified. 

Income from Safe Deposit Department 
—The income from this department is 
derived from rentals of safe deposit 
boxes and space in the storage vaults. 

The outstanding feature of this ac- 
count is the providing of records from 
Which a periodical verification of the 
income can be made. A detailed daily 
statement of rentals received and re- 
funds made provides the necessary in- 
formation. All refunds are made on 
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SUPER -PROTECTION 








HAT is exactly what is afforded for the funds and treasures of 
your institution by a modern Diebold Bank Vault. 


The greatest security combined with the most attractive appear- 
ance are recognized Diebold features. 


Submit your Safe and Vault Problems to us. 


DIEBOLD SAFE & LOCK COMPANY 


Chicago Store 
122 So. Wells St. 


CANTON, 


nee T 


Equipment Service for Banks 


Starts right in the day the Barshal representative’ calls 
and stays right on the job until your boxes are rented. 


There’s a Barshal representative in your community 
who will be glad to confer with you on the various phases of Barshal Service. 


Write the BARSHAL COMPANY, Cleveland, Ohio. 


THE J. BAUM SAFE & LOCK CO. 


617 East Front Street * 


Cincinnati, Ohio 


Manufacturers of Safe Deposit 
Boxes, Vaults, Chests, and the only 
solid,- one-piece, back and front fire- 
proof safe on the market to-day. 


Let us Serve you 





charge tickets showing full information 
and the signature of the party to whom 
the refund was made. 
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Detroit Store 
27 Jefferson Ave. W 


The verification of this account is ob- 
tained by checking the credits appearing 
on the daily statements of rentals col- 

















EN from every walk in life—laborer 
and capitalist, clerk and manager, 
employe and owner—representa- 

tive of every industrial, professional, and 
commercial activity of Detroit con- 
stantly come and go through the hand- 
some corridors of The Peoples State Bank. 


The services of this complete bank touch 
every section of Detroit life. Its 26 
branches over the city, and its intimate 
contact with the entire community, 
make The Peoples State Bank your log- 
ical choice for a Detroit representative. 


Capital, Surplus and Undivided Profits over $14,000,000 


RESOURCES OVER ONE HUNDRED MILLION DOLLARS 


THE PEOPLES STATE BANK 


DETROIT, MICHIGAN 


lected with the entries shown on the 
eards covering all safes rented. This 
verification extends to the amounts 
credited and charged daily on the gen- 
eral ledger account. 

Delinquent rentals will be revealed in 
such a verification which is an important 
matter effecting this income account. 

The cost of operations of the depart- 
ment should be considered in arriving 
at the net operating profit or loss of the 
department. 

Income from Foreign Exchange De- 
partment—The principal feature con- 
nected with. this account is the record 
of the profits made in this department. 
In banks operating in foreign exchange 
on an extensive scale it is essential that 
an auditor work in the department reg- 
ularly so that the results obtained may 
be reflected correctly in the earnings of 
the bank. In banks operating on a less 


extensive scale the policy adopted re- 


garding the size and scope of the audit- 


ing department will have an important 
bearing on the extent to which the earn- 
ings of the department are verified. 
Local conditions, past and present sales, 
and profits, should serve as a guide to 
the executive officers’ in watching this 
class of earnings. As in the bond and 
safe deposit department, if the net 
profit or loss from operations is desired, 
the cost of operations must be con- 
sidered. 

Exchange Received—This account re- 
flects the income from exchange received 
on checks, drafts, ete., and the verifica- 
tion of such earnings depends upon the 
agreement with customers as to rate, 
volume of business handled and records 
used to record such earnings. Income 
of this class from the collection depart- 
ment and draft teller is shown on records 
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from which a verification can easily be 
made. Exchange on checks cashed over 
the counter is shown on tellers’ proof 
sheets. 

If exchange charged certain large 
concerns is remitted by them monthly, 
verification should be made of such re. 
mittanees. 

Losses Recovered—This account re- 
ceives credit for losses recovered which 
have been previously charged off. Sueh 
losses may-have been caused by over- 
drafts, forged indorsements, forged 
checks, counterfeit currency, package 
silver shortages found in payrolls fur- 
nished, loans unpaid and charged off, 
and losses suffered in the direet opera- 
tions of the bank. A distinction is made 
between recoveries on losses of this 
kind mentioned and those arising out of 
the sale of securities or as the result of 
other than direct operations of the bank. 

All recoveries are analyzed and a 
statement accompanies the monthly 
profit and loss statement. Such an an- 
alysis is of value in preparing the 
“annual statement of losses charged off 
and recovered” and eis essential in the 
preparation of the income tax return 
and Report of earnings, expenses and 
dividends. 

Miscellaneous Income—The account 
receives credit for earnings of a mis- 
cellaneous nature not classified  else- 
where on the income and expense state- 
ment. This income may be derived 
from service charges and charges occa- 
sioned by special agreement with cus- 
tomers relative to their accounts, ete. 

Particular attention should be paid 
to entries to this account and the tran- 
sactions should be scrutinized daily to 
save the trouble of analyzing the account 
when the income tax return is prepared. 

EXPENSE ACCOUNTS 
Interest Paid to Banks—Interest Paid on 
Commercial Accounts—The interest al- 
lowed banks and paid on certain com- 
mercial accounts each month is charged 
to the above accounts and credited 
generally to the deposit accounts or to 
eashier’s check account. 

The interest paid to banks and the 
work necessary in arriving at the 
amount to be paid varies according to 
the activity and volume of the account. 
During the month, all delayed items 
are handled as to time in transit and 
the “interest balance” or “free balance” 
is used in figuring the interest. 

In the event the interest statement 
reflects a charge due to overdrafts and 
the account is charged accordingly, the 
amount of interest charged is credited 
to the ac¢ount “Interest received from 
correspondents” mentioned above. 

Interest paid on commercial accounts 
isa part of the expenses of a bank which 
will bear close attention. An account 
showing large daily ledger balances 15 
not always a profitable account. Accounts 
on which interest is paid should be 
analyzed periodically and the actual 
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facts disclosed. The lack of such work 
is often the result of assuming that an 
account is profitable when in reality 
the amount of interest paid month after 
month exceeds the income from the 
loanable balance of that account and in 
such cases the account is an expense to 
the bank. The activity expense is a 
very important item to be considered. 

Interest Paid on U. S. Deposits—This 
aceount is charged with all interest paid 
on United States funds on deposit with 
the bank. The rate, time of payment 
of interest, ete., is, of course, prescribed 
by. the Treasury Department. 

This class of expense is segregated in 
this account as all interest paid by the 
bank is distributed according to the 
class of accounts upon which interest is 
paid. 

Interest Paid on Certificates of De- 
posit—This account is self-explanatory. 
All certificates paid are examined daily 
in the auditing department to see that 
the interest paid thereon is correctly 
stated in the account. 

Interest Paid on Savings Accounts— 
To this account is charged all interest 
paid on savings aceounts whether paid 
during the month (as when an account 
is closed with interest due thereon) or 
in creating a reserve for interest to 
which the semi-annual interest — is 
charged. 

In order to have a correct profit and 
loss statement, all interest acerued, but 
unpaid, should be handled by a charge 
to “Interest paid on savings aceount” 
and a like amount eredited to a “Re- 
serve for Interest Account.” In _ this 
way each month of the vear bears its 
proportionate share of this expense. 

If it is decided that a reserve for 
interest is not essential but instead the 
6th and 12th months of each year show 
the semi-annual charges for interest 
paid, then the procedure would be to 
show the profit and loss statement as 
it would be if a reserve were created. 
In other words the net profits for the 
period under review may be shown after 
giving effect to the interest acerued 
during the period. 

Interest Paid on Borrowed Money— 
This account is charged with interest 
paid on borrowings, from the Federal 
Reserve Bank, on a rediseount or loan 
basis. Interest paid on borrowed bonds 
may be handled through this account or 
in a seperate account. 

Interest paid on the bank’s notes is 
charged direct to this account. If the 
loan is called before maturity a refund 
ls credited for the amount credited by 
the Federal Reserve Bank. 

On rediscounts the bank pays the 
interest in advance to the Federal Re- 
serve Bank and the amount so paid 
should be charged to “Prepaid Expense 
—Discount on borrowed money” ac- 
count. At the close of the month the 
amount acerued (the amount actually 
earned by the Federal Reserve Bank on 
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The Spirit of New England Industry 


T is not strange that the descen- 
dants of men who turned a 
wilderness into a manufacturing 
colony should be gifted with me- 
chanical genius and ability to over- 
come handicaps. Their inherited 
skiil has been and still is a vital fac- 
tor in keeping New England in the 
forefront of industry. 


The most recent task of New 
England's inventors and managers 
has been to devise ways to make im- 
proved goods at lower cost to meet 
new marketing conditions. 


Capital and Surplus 
$20,000,000 


THE NATIO 










‘They have been especially success- 
ful in those fields in which this sec- 
tion is supreme—wool and cotton 
textiles, shoes, paper, leather, rub- 
ber goods and machinery. 





Buyers of merchandise, distant or 
nearby, will do well to consult 
National Shawmut Bank in seeking 
to meet manufacturers who have ad- 
justed goods and prices to meet 1922 
ideas. This bank is fortunately situ- 
ated to render efficient service by 
reason of its intimacy with New 
England industry. 


Correspondence is 
cordially invited 


NINGESte NV MUT BANK 


of BOSTON * 


the rediseounts) should be transferred 
f:om the “Prepaid Expense—Discount 
on borrowed money” account to the “In- 
terest Paid on Borrowed Money” account. 

Exchange Paid—This account ordi- 
narily reflects the expense incurred in 
the collection of checks on out of town 
points and aceordingly the auditing of 
such expense should be a comparatively 
easy matter. 

Losses Charged Off—[Losses charged 
to this account are those items such as 
were named under “Losses Recovered” 


_and eare should be exercised in distin- 


guishing between losses charged off on 
account of “direct banking operations,” 
such as overdrafts, package silver short- 
ages, ete., and losses charged off on 
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account of “other operations” such as 
write-offs on investments and _ losses 
trom sales of securities, ete. ; 

Under no cireumstanees do charges 
appear to this account unless they have 
been properly authorized by an officer 
of the bank. If possible, all details 
coneerning the loss are shown in the 
general ledger entry. 

Supplementing the monthly profit 
and loss statement is a schedule of all 
losses charged off and recovered. The 
executive officers are interested in such 
profits and losses. Such a schedule is 
invaluable in the preparation of the in- 
come tax return and the semi-annual 
report of earnings,expense and dividends. 

(Continued on page 68) 




















































































Ka tL madd sa hoe ose LIDROVERS SERVICE) amp yy YE ere 





= ain 





-* 


ae 


The DROVERS 


A Complete 
Chicago Correspondent 
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“T like the DROVERS because I receive such 
prompt service on every transaction, and also 
because I can have all of my Chicago business 
handled by that one bank.” 


ar 


‘This is the expression of one of our old-time customers, and 
it really voices the sentiments of hundreds ot others. 


OS 
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Here are a few of the many things we do for our corre- 
j 
spondents: 


2 


Furnish statistical and credit information 
Purchase commercial parer 

Accept bonds and securities for sufekeeping 
Furnish foreign exchange 

Purchase and sell bonds and securities 
Immediate credit for livestock proceeds 
Special attention given Stock Yards collections 
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Because of our first hand knowledge ef country bankers’ 
problems, we are able to render these services in a highly 
satisfactory manner. 






Direct Member Chicago Clearing House Association 


ROVERS 
National Bank 


- Union Stock Yards-Chicago 
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The Citizens Bank, Anderson, In- 
diana, has elected Neal M. MeCullough 
president; D. F. Mustard, vice-pres- 
ident; Fred E. Mustard, eashier, and 
F. F. Barr and E, F. Hooven, assistant 
eashiers. W. T. Durbin is chairman of 
the board of directors. 


The Experience of 
a Half Century 


The efficient service 
which we give to corre- 
spondents is the result 
of 55 years’ constant 
effort to improve our 
facilities :-: i: :: 


THE OMAHA 
NATIONAL BANK 


F. E. Ross has resigned as cashier of 
the Milan State Savings Bank, Milan, 
Michigan, to enter business. Grant 
Laskey, former assistant cashier, will 
succeed him. A. N. Squires was elected 
assistant cashier. 


O Directors of the Savings’ Bank, 
aha, Nebraska Baltimore, Maryland, have — elected 






Capital - - - $1,000,000 
Surplus (earned) $1,000,000 


Austin MeLanahan president to sueceed 
Charles C. Homer, Jr., who resigned on 


. 





account of ill health. 
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WINNING 12,358 ACCOUNTS 
AT A COST OF 46c EACH 


(Continued from page 18) 
“human nature” stories was issued at 
least once each week and oftener when 
oceasion demanded. This bulletin was 
largely responsible for the excellent 
spirit of the campaign, and for most 
of the friendly and keen competition 
among the teams and between the indi- 
vidual members of the team. It was 
written in a chatty sort of way and 
contained many interesting anecdotes 
and personal experiences as they came 


to the ears of the committee. <A fey 
excerpts from the bulletin follow: 


“Don’t forget to say ‘thank you’ for that 
new savings account. One young lady reports 
that she obtained an account from a woman 
who had recently opened a savings account 
with another bank but was dissatisfied with 
her connection there because they had not 
taken the trouble to thank her when the 
account was opened. The Secretary is more 
than glad to send out ‘thank you’ letters to 
the friends whom you have not been able to 
thank personally for their accounts.” 

“One of our sons of Erin, Tom Hyde, had 
occasion to use a taxi to assist him in deliver. 
ing some currency. At the end of the trip 
the taxi-driver said ‘$1.55 please.’ Tom paid 
this amount but with truée Irish wit ree- 
ognized an opportunity to bring in another 
account, so with a little of the well known 
Blarney the. taxi-driver was moved to open 
a savings account, and as Tom says, ‘There's 
nothing like combining business with _pleas- 
ure.’” 

Mass meetings were held each week 
at which officers of the bank addressed 
the workers to bolster up any that 
might be lagging behind. 

As was expected, the first month was 
an enthusiastic one and the officers were 
surprised when the goal of five thou- 
sand accounts was reached at the end 
of the fifth week of the campaign. 
They immediately doubled the original 
quota and determined to strive for ten 
thousand new accounts. The second month 
things went slowly. Most of the team 
members had brought in all the accounts 


that could be obtained easily and were 


finding it more and more difficult to 
get results. During this time the bank 
started offering special 
results obtained during each week. 


By this time Thanksgiving was ap- 
proaching and it was decided to give 
away during Thanksgiving week five 
big turkeys to the boys and girls bring- 
ing in the largest number of accounts 
This aeted 
as an incentive and there was a satis- 
factory increase in new accounts during 


and the largest balances. 


that period. 


Other special weekly prizes followed, 
consisting, for the most part, of five and 


ten dollar gold pieces. 


Toward the last week of the cam- 
paign the contest was approaching the 
ten thousand mark but there were still 
something over one thousand accounts 


short. 


Team meetings were held, special 
bulletins issued, and every other day 
at four o’clock a general mass meeting 
was held in the assembly room, which 


was addressed by the officers. 









prizes for 





One of the most effective factors in 


















a, —  -_- —_ 


nm 


as 


i atl. aie 


iat ais ee ee ee 


ot le | ta 






al 
y 


vo 
ig 





results obtained during the last week 
was the giving away of special prizes 
by one of the vice-presidents of the bank 
at the final mass meeting. He personally 
offered a prize of $5.00 to any team- 
member who had not yet obtained his 
quota button, who would sueceed in 
obtaining the necessary fifteen accounts 
before the close of the campaign. He 
offered a like prize to any worker who 
sueceeeded in beating the record of the 
worker ahead of him. 

These prizes had a good effect and 
aroused the greatest enthusiasm and 
activity, particularly among the con- 
testants who had been more or less- in- 
different earlier in the campaign. 

In the final analysis it was found 
that of the three hundred and_ sixty 
engaged in the campaign, over three 
hundred’ obtained quota buttons. 

The final results far exceeded the 
most optimistie expectations. Twelve 
thousand, three hundred and fifty eight 
new accounts were brought in when the 
contest ended, as previously stated. 
The total initial deposits were $468,- 
102.79, and the total inerease in the 
bank’s deposits exceeded half a million 
dollars. 

The total commissions paid to the 
contestants amounted to $3,839.00 and 
the total prize money $1,210.74. The 
total miscellaneous expense incurred 
during the campaign was $691.38. 
Thus, the whole cost of the contest was 
$5,741.12, and the average cost per 
account was forty-six cents. 





Work will start soon on a new bank- 
ing home for the Bank of Niagara 
County, Niagara Falls, New York. It 
will be one story high when completed. 


The new building of the First National 
Bank, Lake Geneva, Illinois, has been 
opened. 

Clyde Blount has purchased the con- 
trolling interest in the Farmers State 
Bank, Larned, Kansas, from W. L. Earl. 
At a meeting of the stockholders Mr. 
Blount was elected president; I. A. 
Webb, vice-president, Chester Webb, 
cashier and Todd Milloway, assistant 
eashier. 


Careless of Him 

A lank disconsolate looking person 
stood on the steps of the town hall 
during a political meeting. “Do you 
know who’s talking in there now?” de- 
manded a stranger briskly, pausing a 
moment beside him. “Or are you just 
going in?” , 

“No, sir; I’ve come out,” said the 
man decidedly. “Congressman Sniff- 
kins is talking in there.” 

“What about?” asked the stranger. 
“Well,” continued the man, passing 
his hand aeross his forehead in a 


puzzled manner, “he didn’t say.”—The 
Argonaut. 
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Your own Letter of Credit — 
supplemented by a Foreign Travel Service 


Tuis YEAR The Equitable is issuing to correspondent 
banks its “E.T.C:’ Dollar Letter of Credit, bearing 
each correspondent’s own imprint. 

In addition to being known and honored by the prin- 
cipal banks throughout the world, the “E.T. C.” Dollar 
Letter: of Credit entitles your customers to the conven- 


ience of The Equitable’s Foreign Travel, Service Bureau, 


located in our Paris Office. 


WRITE FOR FURTHER PARTICULARS 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 


CHICAGO OFFICE 
National Life Building, 29 South LaSalle Street 


» 


DONALD M. DeGOLYER, Manager 


LONDON 
3 King William st., E. C.4 


The Monroe State Bank, Decatur, 
Indiana, has elected the following of- 
ficers: E. W. Busche, president; C. C. 
Schug, vice-president; W. S. Smith, 
cashier, and William Keller, assistant 
cashier. M. S. Leichty,is seeretary of 
the board. 





The Kansas Bankers’ Association will 
hold its annual convention in Hutchison, 
on April 12 and 13, according to a 
recent announcement of Fred W. 
Cooter, president of the State Exchange 


Bank of Hutchison, Kansas. 


The Collingswood, New Jersey, Na- 
tional Bank, is having plans drawn for 
remodeling its present quarters. 


by mentioning THE BANKERS MONTHLY when 


HOME OFFICE 
37 Wall St., New York 


writing to our advertisers. 


PARIS 
23 Rue de la Paix 





The State Savings Bank and the 
Presque Isle County Savings Bank, both 
in Rogers City, Michigan, have been 
merged and will be known as_ the 
Presque Isle County Savings Bank of 
that city. 

The directors of the Galva First Na- 
tional Bank, Peoria, Illinois, recently 
elected the following officers: <A. F. 
Deem, president; G. A. Wigren, vice- 
president and cashier; J. Walter Nel- 
son, assistant eashier, and Fred Gustaf- 
son, assistant cashier. 

Frank Stratton, has accepted a posi- 
tion as eashier of the First State Bank, 
Mineral, Illinois. 
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AN OPEN FORUM FOR 





BANK ADVERTISERS 


By DON KNOWLTON 


HE organization and activity of the 

Cleveland Financial Advertisers’ 
Association is rather significant evidence 
of the present get-together tendency of 
financial advertisers. 

The objects of this association are: 

(a) To promote the interests of 
financial institutions by truth and effee- 
tive advertising. 

(b) To foster the knowledge and 
practice of the best principles of ad- 
vertising. 

(c) To foster the spirit of co-opera- 
tion among financial advertisers. 

This organization is really a body 
affiliated with the Cleveland Advertis- 
ing Club, as practically all of its mem- 
bers are members of the advertising 
club and its meetings are held in the 
advertising club quarters, 

That this association is doing its part 
to enforce the “truth in advertising” 
movement may be shown by the final 
paragraph of its constitution and by- 
laws. . 

“Any member of this Association -who 
produces misleading or fraudulent ad- 
vertising, substantiated by an investiga- 


tion report by either the Better Bus- 
iness Commission or other investigators 
recognized by this Association, shall be 
called to a hearing to answer for this 
transgression. This meeting shall be 
held with the Executive Committee of 
this Association and if after hearing 
all evidence of the complainant and de- 
fendant the Executive Committee votes 
the transgression is of such a nature 
that the member should be expelled, 
the Committee shall report the same at 
any regular or special meeting of the 
Association, at which time the members 
of the Association may vote the member 
expelled. A two-thirds vote of the 
members present will be necessary for 
expulsion.” 

Now, the real object of this organiza- 
tion is simply to get together and talk 
things over. It is a forum of “free 
speech” for financial advertisers. If 
an advertiser of one bank has a “bone 
to pick” with an advertiser of another 
bank he ean do so openly and frankly 
at the meeting of the Financial Adver- 
tisers. 

Of course, no bank advertiser is quite 


so ingenuous to give to his competitor 


—_———, 


the neatly typewritten outline of his 
proposed campaign for the next six. 
months—diseussion is general and 
nothing is “given away” that may not 
properly be given full publicity. The 
significant thing is that in this associa. 
tion, financial advertisers feel perfectly 
free to discuss views, opinions and 
theories relating to financial advertising 
without having that feeling that they 
are “letting the cat out of the bag” or 
giving the other fellow “something for 
nothing.” They have come to realize 
enat the free exchange of opinions rn 
sults in mutual profit and they are 
learning that the other fellow generally 
has something pretty interesting to say; 
that he has an “open and above-board,” 
“fair and square” chance to say it. 

Another interesting feature of this 
association is the fact that the bank ad- 
vertisers and investment house adverti- 
sers are working together for the pro- 
motion of thrift that will help each one of 
them equally. The bank people know 
that it is better to have their savings 
depositors spend money on a good stock 
than a worthless one, provided they 
must invest their savings—and the in- 
vestment people know that before a 
man can invest he must have saved his 
money. 

The association also serves all of its 
members by compiling general circula- 
tions and rate data which are always 
available. 





HE New York Trust Company 


offers to corporations, firms and 
individuals, a thoroughly modern and 
complete commercial banking service, 
including a highly developed, credit 


information service which is available 


to customers. 


Special conveniences are offered to those 
engaged in foreign trade. These include 
foreign credit information .and current 
data bearing upon foreign markets and 


trade opportunities. 


Long 


The New York Trust Company 
Capital, Surplus & Undivided 


Profits - - - 
100 BROADWAY 


experience, covering the entire 
field of trust service, enables us to offer 
unexcelled facilities for the administra- 
tion of all personal and corporate trusts. 


- $26,500,000 


S$7TH ST. & FIFTH AVE. 


Member Federal Reserve System 
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Placing a Value On 


Canadian Securities 


During the year 1921 over sev- 
enty-five million dollars worth of 
Canadian bonds were sold in the 
United States. 
1922 the total will equal, if not ex- 
ceed, that of the preceding year. 
It is probable that during the com- 
ing year American bankers will -be 
called upon to an increasing extent 
to appraise the value of Canadian 
bonds of all kinds. 

While Canadian banks do not 
make investment recommendations, 
American bankers and 
seeking 
Canadian bonds will always find 
the facilities of our Statistical De- 
partment in New York at their 
disposal. 


During the year 


investors 


information regarding 


A Canadian Bank for Canadian Business 


Union Bank of Canada 


New York Agency, 49 Wall Street 
Resources Over $152,000,000 








SHOWING THEM HOW 
TO MAKE A WILL 


(Continued from page 17) 


and should the name of the trust com- 
pany used in connection with executor 
and trustee, ete., be omitted entirely in 
the advertisements, except in the sig- 
nature, the advertising would not be 
without merit. Frequently, it happens 
that if the advertisements ean be so 
formed or worded as to leave out the 
selfish motive, or at least to place it 
in the background, they will be more 
valuable than those making direct 
appeals. 

We believe that our sueeess is due to 
the fact that we hammer on two or 
three principles all of the time, making 
new suggestions every day or in each 
successive advertisement as why one 
should make a will, ete. 

We have found that an intensive cam- 
paign produces better results than one 
distributed over a long period of time 
and disconnected. It seems to be a 
principle of business now that hitting 
in quick succession gets the result. We 
organize our working force, tie up our 
advertising in different mediums, have 
booklets on hand for distribution; make 
an accurate record of every prospect 
in detail and that record becomes the 
“live prospect list” for business which 
is followed consistently and regularly 
to secure action. 

To say that trust business cannot be 
obtained through advertising is not 
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justice to the business, and it may 
not be justice to the advertising, 
depending of course, upon the class 
of advertising used, but we believe 
that it can be obtained and profitably 


so. 


The Big Coal Strike 

The present pospects are that there will 
be a great strike of coal miners and ‘result 
in complete suspension of operation in 
the anthracite field, and in the shutting 
down of the union mines of the bitu- 
minous district. The non-union mines 
of the bituminous fields will probably 
continue to operate. They can produce 
about 40 per cent of the complete nor- 
mal output and this amount of produc- 
tion together with stocks on hand will 
probably be sufficient to meet current 
reduced needs for a considerable time 
to come. 

The seriousness of the strike will 
probably vary widely in the different 
districts. In some places a settlement 
will probably be reached quickly, while 
in others the struggle is apt to last for 
some months. There has been no in- 
crease in coal prices and little buying 
for storage. The stocks of industries 
are said to be on the average sufficient 
to carry on operations for about six 
weeks, and those of publie utilities 
ample for more than two months. Cur- 
rent output is in excess of present needs 
and there is some coal in storage being 
accumulated in cars on the 
sidings.—Cleveland Trust 


Cleveland. 


Company, 





INCE its organization over thirty years ago, dur- 
ing which time it has continued under the same 


management, 


THE NATIONAL BANK OF THE 


REPUBLIC 


OF CHICAGO 


has constantly endeavored to be of the right sort of assis-~ 
tance to its patrons. That the relationship between the 
bank and its customers has proved mutually pleasant and 
profitable i is evidenced by the substantial success of both. 
To those desiring this exceptional banking service in 
Chicago, the management continues to offer its facilities 


in all Departments. 





BOARD OF DIRECTORS 





7 A. LYNCH 
A. BAUER 
BENJAMINV. BECKER 
LEONARD A. BUSBY 
OHN V. FARWELL - 
ILLIAM T. FENTON - 
ROLLIN A. KEYES 
ora W. LEATHERBEE 


OBERT M. McKINNEY 
LOUIS F. SWIFT - 
CHARLES WARE 


F. EDSON WHITE : ‘ 


President 

President, Bauer & Black 

Levinson, Becker, Schwartz & oo 
Pres, Chicago City ene | Com 

President John V. Farwel Co. 

First Vice-President and Mana e 


i President, Franklin MacVeagh & 


Warmer 
President, Interstate Iron and Steel Co, 


President, Atlas Portland Cement Co., N. Y. 


- Second Vice-President 
President, Swift & Company 


Formerly Vice-Pres., National Aniline & Chemical Co, 


Vice-President, Armour & Co 
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5,050 


New 
Accounts 


| 


25¢ CONSCIENCE 5¢ 10¢ 
FUND aS 





HIS Calendar Bank and 
eight of our courteous 
bonded salesmen brought 
more than 5,000 new and 
active accounts to the St. 
Paul, Trust & Savings Bank 
of St. Paul, Minnesota. 
This Bank will tell you 
about the splendid results 
of the campaign. 





We _ guarantee results 
with our account-getting 
service and can refer you to 
many banks which are de- 
lighted with our system. 


The calendar feature of 
the Bank constantly and 
persistently keeps the 
‘thought of saving before 
the owner; in fact he is 
compelled to Save to keep 
the calendar up to date. 





























Calendar Banks may be 
ordered without the services 
of our salesmen. We fur- 
nish you without charge any 
information you need for 
using them to your advan- 
tage. 


Write us for particulars. 


Sample banks sent to 
banks upon request. 


Speer-Rosefelt Calendar Bank Book Co., 
Dept. M 
M. & M. Bank Building, Milwaukee, Wis. 










































































































































































































































































































































































































































































































































































Advance in Grain Prices 


Rise in grain prices is of importance 
to the whole country, for the farmer is 
the largest buyer in the home market 
and unless he is prosperous the nation 
cannot enjoy genuinely good times. It 
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Live stock commission men have been 
decisive factors in building up the credit 
machinery for one great branch of industry 
KAY WOOD 
. is only within recent years that of short time duration, ranging fro 
large banking institutions located in 


is to be hoped, therefore, that the agri- 
cultural communities which were so 
hard hit by the drastic deflation of 
last vear will recover speedily and de- 


velop their accustomed buying power 
soon again. Searcely anything could 


be more helpful in such a situation as 
exists to-day, for those engaged in farm- 
ing and related industries ordinarily 
represent much the largest buying 
power available. The American people 
are living frugally and seeking in va- 
rious ways to make up for the abuses 
of the war period. Luxury expendi- 
tures are declining, the nation is think- 
ing again in terms of sane finance and, 
while there is a broad demand for a 
accommodation, the eredit tension has 
been materially relieved. Furthermore, 
the country’s bank position represents 
almost record-breaking strength and the 
thrift movement is growing steadily.— 
City National Bank, Tuscaloosa, Ala- 


bama. 


Record Broken in Farm Exports 


The theory that the price of farm 
products in the United States is low, 
because of reduced exports, has been 
proven fallacious by a statement issued 
by the Department of Commerce, show- 
ing that exports of farm products in 
1921 exceeded all previous records. ~ 

The statement especially is illuminat- 
ing in that it shows the prices paid for 
these goods amounted to twice as much 
as the prices for similar products 
in 1913. With both the volume 
and the prices greater than in the nor- 
mally prosperous times before the war, 
the conclusion is drawn that some other 
cause than foreign trade is 
for the uncomfortable position of the 
farmer. The report has an important 
bearing on proposals pending to grant 
credits to Europe to permit Europeans 
to buy American farm products. It 
would appear from this statement that 
such purehases are ineffectual in 
American farm prices.— 
Association Bulletin. 


responsible 


‘aising 
American 
Bankers 


large cities and industrial centers have 
appreciated the importance of live 
stock The loanmg of money 
upon live stock, and particularly cattle 
and sheep, originated with the live 
stock commission merchant. From 
1865 to 1870, when the live stock com- 
inission business began to be a factor 
in the development of live stock from 
the West to Eastern markets, the West- 
ern land-owner, who the pioneer 
farm owner and rancher, but partieu- 
larly the corn belt pioneer, found him- 
self with land and erops, but without 
money to take on the necessary eattle to 
consume his grain. His most immediate 
contact was with his live stock com- 
inission merchant, and through him the 
cattle feeder began to secure credit for 
the purchase of cattle which he put on 
full feed of corn 

Upon the establishment of banks at 
the stock vard centers, this paper grew 
in volume, but had a comparatively 
small outlet. Then began the rise of 
the country bankers, whose operations 
included all the objects necessary to 
building up his community, and with 
the limited amount of capital available 
at these centers, live stock paper still 
sought its natural outlet through the 
large live stock centers. As prosperity 
and expansion grew, however, local 
banks became more and more capable 
of handling this requiremert, especially 
through the corn belt. 

But at the same time banking facili- 
ties at the stock yard centers grew enor- 
mously and the niajor part of live stock 
loans passed from the hands of the 
merchant to stock 
banks, and to especially organized loan 
companies which made a_ specialty of 


loans. 


was 


commission live 


handling eattle and sheep paper. The 
demand for this form of seeurity grew 
to enormous proportions and very 


large loans were made through the far 
West and Southwest 
interest rates 
ment. 
Practically all of these 
That is, 


upon which large 


were a decided induee- 
loans 
paper 


were 
was 


“ee 


one erop loans.” 


four to six months in the corn belt, the 
length of time required for maturing 
a steer or lamb on feed, and throughout 
the West and Southwest the one year 
period required to carry the steer on 
grass. 

During the war the expansion of 
live stock loans was in proportion with 
the extent of all other lines of creiit, 
and made upon _ increasingly high 
values, and in the meantime the outlet 
of the paper became extensive through. 
out all parts of the country and the 
hamlet and country banks in New Eng 
land, as well as in most of the parts 
of the country, had come to recognize 
cattle and sheep paper as a_ bankable 
commodity. 

As the deflation incident to the cessa- 
tion of the war and the curtailment of 
foreign demand was _ first 
severely felt in live stoek, the capacity 
of the available credit for live stock 
was taxed to the utmost. Cattle and sheep 
loaning companies, banks at stock yard 
centers, and local banks were paralyzel 
in their operations for meeting the cw- 
rent requirements. Live stock pr- 
ducers and operators, who were obliged 
to liquidate their holdings and were 
therefore without supplies, found then- 
selves entirely unable to secure credit 
for conducting business, and taking on 
the raw material which was necessary 
to their operations. This situation 
which began to develop in the Sumer 
of 1918 and grew in intensity in the 
Spring of 1919, became a subject of 
growing agitation, and many meetings 
of live stock men were held throughout 
the West, in Chicago, and in Washing- 
ton, at which this subjeet was intensely 
discussed. 


and most 


A growing impression that 
the live stock industry had not received 
its share of assistance from the Federal 
Reserve Bank had developed and rep- 
resentations were made to the national 
legislature and to eabinet officers seek- 
ing Government help. 

In the Spring of 1920 this agitation 
produced results in the shape of the 
formation of the Live Stock Finanee 
Corporation, and also of contributing 
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bankers, of which the principals were 
J. P. Morgan & Company, which came 
into quick action and operated with con- 
siderable suecess in relieving the strin- 
geney. This was late in the Summer of 
1921 superseded by the organization of 
War Finance Corporation activities at 
lower rate of interest, longer term loans, 
and a less limited range of security. 
At this writing it would seem as if this 
organization was meeting all possible 
requirements and at least that now 
everything has been done that can pos- 
sibly be done under present c¢ireum- 
stances to meet the emergency. 

In the work of assembling this 
machinery and putting it into opera- 
tion the live stock conimission man has 
been an invaluable factor. He has 
taken part in most of the important 
deliberations on the subject, has con- 
tributed information as to the eondi- 
tions, and has himself put at the dis- 
posal of his principals and clients his 
available credit, both by direct loans to 
live stock operators and by endorsement 
of the paper through banks and loan 
companies. The assistance given by 
commission men to persons needing 
eredit for live stock operations has been 
of enormous value in putting those men 
in a position to continue their live stock 
operations and to come into a time when 
such operations would be profitable and 
would recover the losses made during 
the inflation period. In many eases 
where the commission man’s line of 
eredit has been exhausted he has secured 
and located credit for his patrons, and 
thus in an indirect way has contributed 
materially to helping these men con- 
tinue in business. In the course of 
loaning operations the live stock com- 
mission merehant has suffered in this 


S.T.KIDDOO ~ President 
G. F. EMERY, Vice-Pres. 


J. _L. DRISCOLL, Asst. to 
President 


D. R. KENDALL, Cashier 





Capital and Surplus 


$2,250,000 






PREVAILING GOOD PRICES 


for live stock indicate increasing activities in this 
line during the coming season. 


that will assist in financing and clearing these 
operations is secured thru an account with 


THE LIVE STOCK fit: BANK 
OF CHICAGO 


CORRESPONDENCE SOLICITED 


1922 


__ 


deflation period very severe losses, and 
more than one instance can be quoted 
ot live stock commission firms who have 
every dollar, and every pound of credit 
which they have made in the commission 
business in the course of a life time now 
in the hands of 
stoek loans. 

Therefore 


their clients on live 


from the time that the 
live stock man brought into existence 
paper secured by live stock as a bank- 
able commodity until this very moment 
he has been a contributing factor to a 
system of credit which has been of 
material assistance to the live stock 
producer and operator. We could also 
cite cases of such material assistance as 
this. 

We know of instances in the fall of 
1920 when’ the corn belt sheep feeders 
lost substantial sums of money in their 
sheep feeding operations, due to the 
deflation of value of sheep, which took 
place in the summer and fall of that 
vear. In January and February, 1921, 
many commission merchants found 
themselves carrying notes showing the 
balances due from loans on sheep where 
the sheep had been sold for far less 
than the amount of the money loaned, 
which left the commission man with a 
substantial uneollectible debt or 
Not discouraged, the commission man 
in the fall of 1921, loaned many of 
these same gentlemen money to buy feed- 
ing sheep, with the result that their 
losses have been entirely cleared and 


loss. 


have left a substantial balance in the’ 


hands of the feeders. 

No agency can render greater as- 
sistance? or is in eloser contaet with pro- 
ducers than are the commission men, 
members of the The Chieago and other 
Live Stock Exehanges. , 
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January was record-break- 
ing month for the Farm Loan System. 
The Federal Land Banks placed loans 
ageregating $18,192,100. The Joint 
Stock Land Banks advanced $5,022,700. 
The total loans for the System were, 
$23,214,800, or more than any previous 
monthly total. 


another 


The Craigin State Bank, Grand and 
Armitage avenues, Chicago, will erect a 
4100,000 bank building. It will be of 
brick and Indiana limestone econstrue- 
tion. K. M. Vitzhum & Company, Ine., 
Chicago, are the architects. George Ss. 
Foster is president of the institution; 
Fred H. Groen, Jr., Vice-president and 
H. H. Franzen, cashier. 
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for your 


BANK 


























OR thirteen vears the 
Bankers Service Corpor- 







ation has been producing 
actual results in increased 
business for banks and trust 
companies from Maine to 










Weare Responsible, Experi- 
enced and Efficient in 











New Business Surveys 





: California. 
Personal Solicitation : 
: Customer Cultivation : 
: Newspaper Copy 
: Booklets and Folders : 
: Christmas Clubs : 
: Home Safes 
: Advertising Agency : 
. » 

: There is at least one big bank 
: in every big city which has 
: used our Service— many of 
: them over and over again- 

: in the devélopment of a Sav- 
: ings department, a Trust 
: department, a Commercial 
: department, a Safe Deposit 
: department or a New Busi- 
: ness department. Every cus- 
: tomer is a reference 








« 
Bankers Service 
Corporation 


19 & 21 Warren Street 
New York City 


Write for our booklet 
“The Voice of Experience” 
































































































































































































RESOURCES 
Time Loans on Collateral. ....$ 1,772,307.97 
Demand Loans on Collateral 962,876.01 
Loans and Discounts 4,917,354.65 
COREE ck os ness ene 406.34 
Loans on Real Estate 1756 
Liberty Bonds ease 1 
Bonds and Securities......... 1,605,844 
Stock in Federal Reserve Bank 42,000.00 
Stock—C. T. C. Safe Deposit 
Company (Bank Building) 500,000.00 

Cash and Due from Banks 2,874,652.66 
Customers’ Liability UnderLet- 

ters of Credit and Acceptances 35,363.00 
Interest Accrued but Uncollected 76,848.82 








$14,721,836.96 


EDWARD P. BAILEY, Vice-President. 

LAIRD BELLI, Fisher, Boyden, Kales & Bell, 
Attorneys. 

PRENTISS L. COONLEY. Vice-President 
H. W. Caldwell & Son Co. 

R. E. DURHAM, Jewel Tea Co. 

MARQUIS EATON, Defrees, Buckingham 
& Eaton, Attorneys. 

SAMUEL M. HASTINGS, President Com- 
puting Scale Co. of America. 

M. A. HEALY, Lyon & Healy. 

ANGUS 8S. HIBBARD, Am. T. & T. Co. 

HENRY H. HILTON, Ginn & Co. 


LUCIUS TETER, President. 

JOHN W. O'LEARY, Vice-President. 
EDWARD P. BAILEY, Vice-President. 
JOHN A. McCORMICK, Vice-President. 
F. O. BIRNEY, Vice-President. 

Cc. H. FOX, Vice-President. 
FREDERIC S. POPE, Cashier. 

MAX STEINER, Asst. Cashier. 

Cc. W. BLACKWELL, Asst. Cashier. 














CINCINNATI'S 
BANK OF 
SERVICE 

















in the very heart of 
things in Cincinnati; 
Commercial Center 
of the United States 
—invites the corres- 
pondence of out of 
town banks seeking 
favorable connec- 
tions — for handling 
Cincinnati Business 
and business in the 
Middle and Southern 
States. 































































































™ FIFTHIHIRD 


Nationa Banke CincinNaAn 





















Chicago Trust Company 


STATE AND MADISON STREETS 


Statement of Condition 
at the Close of Business, March 10, 1922 


LIABILITIES 


INE so vies 5 ater ecatersta ances $ 1,000,000.00 
Surplus and Undivided Profits 
(Net) 707,378.13 
Reserved forInterest and Taxes 37,000.00 
Deposits—Time .$3,384,807.19 
Demand9,488,989.31 12,873,886.50 
Dividends Unpaid 345.50 
Liability Under Letters of 
Credit and Acceptances.... 35,363.83 
Discount Collected but Unearned 67,863.83 


$14,721,836.96 


DIRECTORS 


PATR. H. JOYCE, Pres. lll. Car & Mfg. Co. 

FE. U. KIMBARK, Paper Mills Co. 

CLARENCE MARK, Steel & Tube Co. of Am. 

J. A. McCormick, Vice-President. 

C.M. MODERWELL, C. M. Moderwell&Co. 

GEORGE B. OGLE, Geo. A. Ogle & Co. 

JOHN W. O'LEARY, Vice-President. 

WALTER J. RILEY, President First Na- 
tional Bank of East Chicago, Ind. 

A. W. SHAW, A. W. Shaw Co. 

LUCIUS TETER, President. 

PHILIP K. WRIGLEY, Vice-Pres. Wm. 
Wrigley, Jr., Co. 


OFFICERS 


HOWARD H. HILTON, Asst. Cashier. 

WILLARD F. HOPKINS, Secretary. 

ROY K. THOMAS, Trust Officer. 

WILLIAM T. ANDERSON, Asst. Secretary. 

D. D. KLEDER, Assistant Secretary. 

J. W. MARSHALL, Manager Bond Dept. 

ARTHUR B. CODY and HIRAM 8S. CODY, 
Managers Real Estate Loan Dept. 


The Merchants’ and Miners’ State 
Bank of Coleraine, Minnesota, has 
elected E. H. McAllister, president; <A. 
Vandewater, vice-president, and Carl 
Schmiege, Jr., cashier. 


The controlling interest of the Com- 
mercial National Bank of Salida, Colo- 
rado has been purchased by B. B. 
Basore. The new officers of the bank 
are, B. B. Basore, president; F. N. 
Cochems, vice-president; and R. M. 
English, cashier. 


Daniel Schmeidler was recently ap- 
pointed assistant cashier of the State 
Bank of Richmond County, Staten 
Island, New York. 


Plans are being prepared by archi- 
tects to enlarge the banking quarters 
of the Bank of South Jacksonville 
Jacksonville, Florida. . 


Ross H. Wallace formerly secretary 
of the Union Trust Company, Indianap- 
olis, Indiana, has been elected president 
of the Aetna Trust and Savings Com- 
pany of that city. 





Herman W. Huke has been elected 
president of the Torrington, Connecti- 


cut, Trust Company Bank, to succeed 
Harry J. Wylie. 
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CONTROLLING é 
AND EXPENSE 8’... MENTS 


(Continued from page 61) 
General Expense—The item as it ap. 


pears in the income and expense state. 
ment is the same amount as was shown 
as the “total bank expense” jn the 
“Monthly Banking House  Expeng 
Statement.” The figure is merely 
copied to the income and expense state. 
ment. The amount shown for “period” 
is the accumulated monthly totals of 
general expense. 

Net Operating Profit—The differen 
between the total income and the total 
expense is the “Net Operating Prof” 
or loss, as the case may be. If a los 
the amount should appear in red. 

Banks that do not acerue interes 
paid on savings accounts, if they use 
form similar to the one reproduced, 
would find when the semi-annual interes 
is credited to savings accounts that the 
result shown by this statement would be 
a net operating loss for the month in 
which the interest was credited. 

In a quarterly report to the directors 
the same classification of income and 
expense is used. Schedules showing 
each month’s income and expense enter 
into four reports each year and finally 
show a complete twelve months’ state- 
ment with the resultant monthly profit 
or loss. 

It will be seen that this or a similar 
statement may be adapted by any bank 
and the number of accounts in the 
classification may be as few or as many 
as desired. 


The Citizens Commercial & Savings 
Bank, Flint, Michigan, recently elected 
George W. Hubbard president, to sue- 
ceed Robert J. Whaley who died te 
cently. 





Contracts have been awarded fa 
wrecking the present quarters of the 
Mellon Bank, Pittsburgh, Pennsylvania, 
to make way for a three story banking 
home. It will occupy a site 120x24 
feet. “ 

Work has started on the new $300; 
000 bank and office building for the 
newly organized Builders and Mer 
chants’ State Banks, Chicago THinois 
It will occupy ground 35x80 feet. 





Additional quarters are being erected 
for the Port Washington Nationl 
Bank, Port Washington, New York 
The new quarters will be two storie 
high. 

The Bank of Williamsville, Williat 
sville, New York, will erect a new build- 
ing on the site of the present one. 








The Citizens National Bank, Loti, 
California, is planning the erection of 8 
$50,000 banking home. 
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Phe ca of Wheat 

It has been known since last Summer 
that the world’s supply and consump- 
tion of wheat would be closely balanced 
for this crop year, much depending 
upon the crops in the Southern hem- 
isphere. The early reports as to the 
crops of Argentine and Australia were 
of large yields and the Canadian crop 
was estimated to be considerably above 
that of 1920. Confidence in wheat, 
among both producers and speculators, 
had been weakened by the great decline 
of the previous year, with the result 
that the farmers marketed the crop 
rapidly and as stocks in sight increased 
there was not courage enough in the 
markets to take the offering without 
price declines. The farmers suffered 
from a lack of speculative buying. 
More buyers were needed who had faith 
in wheat. It will be remembered that 
about that time the so-called farmers’ 
bloe in Congress’ was hot on the trail 
of the speculator, and has been claiming 
eredit for enacting a law to curtail his 
operations. Of course it cannot be 
positively said that wheat would have 
been higher but for this fact, but if it 
interfered with the freedom of the 
markets, it was bound to be detrimental, 
and it is certain that wheat suffered 
last fall from a lack of speculative buy- 
ing. The low price on the crop was 
made November 1st, when December 
wheat sold in Chicago at $1.01 and the 
May delivery at $1.025¢. 

As the harvest and threshing pro- 
ceeded in Argentina and Australia, it 
developed that in neither country would 
the yield come up to the early reports, 
and the final official report on the Cana- 
dian crop placed it 30,000,000 bushels 
below estimates current in the fall. 
The reduction in Canada, however, was 
more than offset by an increase in the 
official estimate for the United States. 
By the middle of January the May 
price had risen to about $1.12, and by 
the end of the month to about $1.18. 
Unfavorable reports on the condition of 
the fall sown crop in the Southwest had 
become a factor, and so also the Warren 
report on probable European needs, 
which was quickly verified by increased 
European purchases. Under the in- 
fluence of these developments the 
market heeame very active in February 
and advanced rapidly, the May delivery 
in Chicago, reaching $1.47, from which 
it reacted a few cents on rains over the 
Southwest, where drought has prevailed. 

From this time on the market will be 
much influenced by-the crop prospects 
i this country. Kansas is the biggest 
producer of Winter wheat, and in that 
slate and the adjoining southwest the 
‘op failed to get moisture enough in 
the fall to give a good start, and -has 
had very little of either snow or rain 
since. Crop experts have been predict- 
mg a heavy abandonment of acreage. 

This situation supports the view that 
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so long as Russia is not an exporter, the 
world’s supply and demand will be 
closely balanced when the wheat crop 
is generally good, and that a short crop 
with any important producer is likely 
to send prices skyward.—The National 
City Bank, New York. 





John E. Bulger, -treasurer of» the 
Merchants Trust Company, Waterbury, 
Connecticut, has succeeded Henry A. 
Hoadley as cashier of the Citizens Na- 
tional Bank of that city. He resigned 
to become president of the City Bank 
& Trust Company, Hartford, 
necticut. 


Con- 


L. G. Horton recently resigned as eash- 
ier of the First National Bank, Silver 
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Creek, New York, to accept an exec- 
utive position with the South Side Bank 
of Butfalo, New York. 

W. H. Simons, president of the Reno 
Grocer Company, Reno, Nevada, has 
been elected president of the Washoe 
County Bank of that eity,  sue- 
ceeding F. E. Humphrey, who resigned 
some time ago. Other officers of the 
bank include J. R. Van Nagell, Vice- 
president, C. W. Mapes, vice-president, 
G. H. Taylor, cashier, and Fred Stadt- 
muller, assistant cashier. 


John J. Emmons, formerly cashier of 
the Gallup State Bank, Albuquerque, 
New Mexico, has been elected vice-pres- 
ident of that institution. 














The Second 
Edition Is Ready! 





In December we printed the first edition of the Gregory 
Interest Book and thought we had enough to last six months, 
but the demand has been so great that we had to print the 


second edition in February. 


7% 


$17.50 


$1.75 ° 
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70.00 7.00 
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This is a sample interest block showing arrangement 


Interest is shown opposite principal. 


look in several columns. 


You do not have to 


18 rates are given including the Liberty Bond rates— 


namely: 
316% 


27% 334% 4% 414% 434% 5% 513% 6% 64% 
644% 1% WM 7% 8% 84% 84% 9% 10% 


The pages will not pull out—extra heavy linen strips guard 


against this. 
The paper is strong and durable. 


It will not tear easily. 


We will send it to you for FREE TRIAL AND EXAMINATION. 
You pay only $2.50 if it is satisfactory. 
It is now being used by banks in the United States, Canada, Cuba, 


Mexico and Porto Rico. 


Gregory Publishing Company 


KANSAS CITY, 


KANSAS 


GREGORY PUBLISHING COMPANY 
Dept. C45 P. O. Box 116 
Kansas City, Kansas 


Géntlemen: 


Please send us your interest book for free trial and examination 


FREE 


TRIAL COUPON 


If we decide to keep 


it we will send you only $2.50 in five days—otherwise the book is to be returned to you without 


obligation on our part. 


NG 56. SCS cs 5 da tee alot aoeeees 
(Print name and address to avoid errors in shipping) 


I 38 iis crak ao Rosey 24 
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POINTERS ON HOW TO 
READ A BOND STATEMENT 


(Continued from pave Sih 


collects from the citizens, it may be seen 
that a municipal bond possesses satety 
to practically as high a degree as can 
be found anywhere in an investment. 
Security in municipal bonds, depends 
not on the power to levy taxes for pay- 
ment of bonded indebtedness, but on 
the taxable wealth or tax resources ot 
the community. ‘Wealth, debt, and pop- 
ulation are, therefore, important items 
in a municipal cireular. 

When it is established by law, that 
municipalities must pay legally incurred 
debts, the analysis of the information 
under a municipal circular is reduced to 
simpler terms. Three points of intor- 
mation should be sought: (1) The ‘con- 
struction” of the bond, (2) The present 
taxable resources of the community and 
(3) The future taxable resources of the 
community. 

It being a rather simple matter to 
give the most important facts in regard 
to these points, one pagé is the custom- 
arv length of the municipal circular. 

“Construction” in a municipal bond 
in addition to covering the points al- 
ready discussed in connection with cor- 
poration bonds, 
questions: Is the bond a direct obliga- 
tion of an entire municipality? Is the 


implies a series of 





interests. 


120 BROADWAY 





“Wewillanswerallthings faithfully.” 
—SHAKESPEARE 


DEPENDABILITY 


You can depend upon the 
Metropolitan Trust Com- 
pany. Whether the matter 
is of large import or small 
you may rely upon us as 
your New York correspon- 
dent to act faithfully and 
intelligently for your best 


METROPOLITAN 
TRUST COMPANY 


OF THE CITY OF NEW YORK 
716 FIFTH AVENUE 
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a 


principal and interest payable from un- 
limited or limited taxes? Is the present 
issue of bonds a legally ineurred and 
legally issued obligation? The answers 
to these questions should appear prom- 
inently in every munieipal bond circular. 
The more preferable municipal bonds 
are direct obligations of entire munici- 
palities with both principal and in- 
payable from unlimited taxes. 
Also desirable municipal bonds in al- 
with them the 
approving opinion of prominent munici- 
pal bond attorneys approving the legal- 
ity of the manner in which the debt was 
incurred and the bonds issued. 


terest 


most every case carry 


“Present taxable resources of the com- 
munity.” In other words what is the tax 
burden of the community and what is 
the ability of the community to meet 
that burden? Burdensome taxes are 
collected with diffieulty. The debt 
should be limited to a small percentage 
of the assessed valuation. The popu- 
lation should be large so that the per 
capita debt is small. With a large pop- 
ulation the failure of a few to pay their 
taxes does not materially effeet the grand 
total of taxes collected. In other words 
the relationship between the present 


wealth, debt, and population of a com- 
munity should be such that payment of 
principal and interest on bonds at no 
While the wealth 
and debt of a municipality may be ae- 
curately determined by a statement as 


time is burdensome. 
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Worthy of an Introduction 
TRAVELERS’ 


AB-A 
have proved themselves worthy of an 
introduction to your customers. 
cheques have traveled the world around 


and brought financial comfort and safety 
to people in many lands. 


For full information and literature write to 


BANKERS TRUST COMPANY 


to assessed valuation and funded debt, 
the bond circular should furnish further 
information indicating the wealth and 
progress of the community. The nun. 
ber of banks, and the total savings de. 
posits; the percentage of land under 
cultivation, and in a rural community 
the value of the crops; ; 
and diversification of local industries 
in an urban community; the railroad 
mileage and facilities within the confines 
of a municipality—all these are not only 
interesting factors but are invaluable in 
determining the present tax paving abjl- 
ity of a community. Data of this ap. 
pears in most cireulars in the form of a 
short paragraph deseriptive of the 
attractive features of the community's 
development. 


the number, size 


“Future taxable resources of a com- 
munity”; while this comes last, in some 
Ways it is most important. It is well 
to have a fair idea in advance of what 
changes for better or worse may affect 
the wealth of the community during the 
lifé of the bond. Will the taxable wealth 
increase? Will the population continue 
to grow? Are natural conditions sym- 
pathetic to agricultural expansion? Will 
industrial activities continue? In other 
words it is important that as time goes 
on the same relationship, if not better, 
should be maintained between _ the 
wealth, debt and population. 

This data, too, is discussed in a para- 
graph on many cireulars. Yet often 
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it is left to the investor’s imagination. 
These are points which should be given 
serious consideration whether or not 
they receive space on the cireular. 

State and government bond cireulars 
are again sufticiently different to deserve 
a brief discussion. The tests applicable 
to a municipal bond circular, however, 
are generally applicable to state and 
government bond circulars. There is 
this important difference between a mu- 
nicipal bond and a state or government 
bond. If a municipality refuses to pay 
its legally incurred obligations it can be 
sued in courts of law, but if a state or 
government repudiates its debts, the in- 
vestor is without recourse. It is, there- 
fore, essential that a state or govern- 
ment have the highest integrity and good 
faith. The bond cireular should satisfy 
inquiries in this regard by furnishing 
statements as to the high sense of in- 
herent responsibility as evidenced by 
past conduct in the meeting of either 
state or national debts. 

To summarize the steps which, it is 
suggested, may be followed in analyzing 
bond circulars; in the corporation cir- 
eular there are five: First, construe- 
tion; second, security; third, income; 
fourth, management; fifth, protective 
features. In the municipal circular there 
are three: First, construction; second, 
present taxable wealth; third, future 
taxable wealth. Finally in state or gov- 
ernment obligations there are the three 
applied to a municipal obligation, with 
one additional—finaneial record. 

There are many more or less impor- 
tant determining points of information 
which appear in a bond circular which 
cannot be discussed in such a brief out- 
line. The points named, however, should 
be in general the determining factors 
guiding an investor in the purchase of 
Investment securities. 

Contract has been awarded for ex- 
tensive improvements to the Citizens 
Trust and Savings Bank, Columbus, 
Ohio. Work will be started soon. 

The board of directors of the Bank of 
South San Franciseo, California, re- 
cently elected H. L. Haaker vice-pres- 
ident, D. Bato, cashier, and E. 
sais, assistant cashier. 


Four- 


J. M. Lyon has been elected president 
of the First National Bank, La Harpe, 
Illinois, to sueceed the late J. H. Hun- 
gate. C. W. Warner was made vice- 
president. 

J. F. Robertson was recently elected 
President of the First National Bank, 
Grant City, Missouri. W. H. Campbell 
and J. L. Tilton, are vice-presidents, 
E. A. Robertson, cashier; [ra C. Martin 
and W. S. Robertson, assistant cashiers 
and W. H. Campbell, J. L. Tilton, E. 
Kelso, J. R. Robertson and FE. A. 
Robertson, directors. 
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and bankers. 


FRANK O. WETMORE, President 
First National Bank of Chicago 


PON the foundation of more 
than half a century’s experience 
and growth is based the present organi-_ - 
zation of the FIRST NATIONAL 
BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


Calls and correspondence are 
invited relative to the facilities afforded 
for the transaction of domestic and in- 
ternational financial business of every 
conservative character. 





This experience has developed 
a highly specialized service in both 
banks, applicable to the needs of banks 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 


» 
MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 





Charles H. Howell, formerly of the 


Ottumwa, Iowa, National Bank, has 
been elected president of the Seaboard 
National Bank, Seattle, Washington. 
He has been active executive in charge 
of this bank sinee its opening in 1916, 
serving first as cashier and later as viee- 
president. 

The Sino-Seandinavian Bank, 22 
Chiang Hsiang Hutung, Chienman, 
Peking, China, was formally opened a 
short time ago, 


C. Reeb has sueceeded G. A. Miller 
as president of the Southern Illinois 


National Bank of East St. Louis, IIl- 
inois. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


A new bank to be known as the Au- 
burn Park Trust and Savings Bank, 
Chicago, is being organized. R. T. 
Roberts, vice-president of the Hamilton 
State Bank, Chicago, will head the new 
institution. The bank will have a capi- 
talization of $200,000 and a surplus of 


A. C. Clewis has been elected presi- 
dent of the Bank of West Tampa, 


Florida. Peter O. Knight is vice-presi- 
dent; R. T. Cullen, eashier, and C. C. 


Whitaker, attorney. 


The North Side Savings Bank, New 
York City, has selected architect to 
draw plans for enlarging and remodel- 
ing its present quarters . 









































































































































A MONEY MOUNTAIN 


IN YOUR WINDOW 


WINDOW display having — the 

money appeal as a basis was put 
on recently by the Bankers Trust Com- 
pany of Denver. Money and a bank 
are synonymous in the minds of most 
people. This window display caused 
thousands of people to stop and look 
and to read the accompanying window 
cards which made up the exhibit. 
Through the cards the bank got an in- 
teresting tie-up with the securities de- 
partment and its services, 

In the center of the window used for 
the display was the fac-simile of a pile 
of a quarter of a million dollars in 
currency. This was approximately 5 
feet long by 3 feet high by 2 feet wide 
and consisted of dozens of neatly 
stacked bundles of $100 in currency. 
The top of the pile showed the topmost 
bill of each bundle,;—a dollar in each 
case. 

The only real money was the dollar bills 
on top. For the rest, paper cut from 
the colored sections of telephone direc- 
tory was used, wrapped into bundles 


ITH enlarged facili- 

ties and greater re- 
sources, the Liberty 
Central Trust Company 
offers a St. Louis banking 
connection with unex- 
celled service for the 


transaction of every form 
of banking business. 


Resources $50,000,000.00 


LIBERDY CENTRAL 
TRUST COMPANY 









the proper size, and a “100” band put 
around. 
simply a shell or frame-work. 
paper bundles were piled up in front, 
around and on top of this. 


The interior of the pile was 


The 


There was only about $70 in actual 


currency used. 


One of the window eards used read: 

**Not real money!’’ 

‘*Only the top of this pile contains 
real currency. The balance conforms 
to regular money only in size.’’ 

**One-quarter of a million.’’ 

‘fA pile of currency four times this 
size would equal a million dollars.’’ 

‘*This bank frequently buys bond 
issues of a million or over.’’ 

**Securities Division.’’ 


Supplementing these a larger display 
card was used carrying in the center 
a photograph of the securities depart- 
ment of the bank, while the information 
was given, “Municipal and Corporation 
Bonds and Farm Loans. Complete In- 
vestment service.” 

It was a surprising thing to note that 
although the pile of money was largely 
not money at all, and this information 
was given, this did not seem to detract 
from the display. 

This bank has carried many window 
displays having great human interest. 
Another good example of this was a 
series of exhibits, one of which touched 
upon the subject of making a will. The 
bank wanted to get a wider distribution 
of its booklet “Safeguarding Your 
Family’s Future” by having the people 
come into the bank and ask for the 
folder. 

In order to get ‘an effective tie-up in 
the window display with the folder 
copies of interesting wills were re- 
produced. A page of a book “Ancient, 
Curios and Famous Wills” was photo- 
graphed and enlarged in colors and 
used in the display. This made a dis- 
tinctive and excellent “human interest” 
window exhibit. Hundred were thus 
impelled to go into the bank and get the 
booklet. 

Captain Kidd, Napoleon, Robert E. 
Lee and other famous characters of 
history appeared in the series. 
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PUBLIC SCHOOL IN 
DIRECTORS’ ROOM 


BANKERS have many opportunities 

to serve their customers in various 
ways and the increased good will which 
results is a valuable asset which tends 
to build up a greater volume of business 
for the bank. 

A striking example of this service 
is shown by the fact that when the 
public school in Sunfield, Michigan, 
became crowded and it did not have 
adequate facilities for taking care of 
its pupils, the school authorities called 
upon the officers of the Sunfield State 
Savings Bank for assistance. The bank 
was only too glad to further the in- 
terests of the school by giving over a 
part of its building for use as a class 
room. This resulted in the transfer of 
the primary department of the school 
to the directors’ room in the bank build- 
ing. 

Now daily sessions of school are 
being held in the directors’ room. Thus, 
the building is in effect also a school 
house. 


By passing through the bank each 
day the children get an insight into the 
workings of the bank and this enables 
the bank to make a thrift appeal to the 
little folks. 





U. S. after ‘‘Ponzis’’ 

William H. Bosworth Government 
Savings Director for the Seventh Fed- 
eral District, has announced the open: 
ing of a campaign to blot out the finan 
cial swindlers located in the five states 
of his district—Illinois, Indiana, Iowa, 
Michigan and Wisconsin. During the 
month of March, 50,000 city and rural 
mail carriers took the following 
message to their 16,000,000 patrons: 
“Consult your banker or postmaster 
before you invest.” 

Sixteen million dollars’ worth of the 
Government’s new treasury savings ¢e!- 
tificates have been distributed among 
the 5,000 postoffices in the district and 
each postmaster is handling the cat 
paign in his community. 


Clarence Mannasmith, Kellerton, Iowa, 
has purchased the controlling interest 
in the Farmers Savings Bank, Murray, 
Towa. 
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PROTECTING LIBERTY 
BOND COUPONS 


HE First National Bank of South 

River, New Jersey, has devised a 
unique receipt form in order to safe- 
guard against any dispute that might 
arise by customers in connection with 
the disposition of coupons clipped from 
their Liberty Bonds which are held in 
the safekeeping department of the 
bank. 

This receipt form shown below 53% 
x311/16 inches in size gives a clear 
and detailed record of the entire trans- 
action. For instance, if coupons are 
clipped at the request of a customer, a 
full description is given of each coupon, 
covering the par amount of bond, issue, 
number and amount of coupon. 

It covers the entire five issues, 
making it necessary to make out but 
one receipt, should the customer receive 
interest from more than one issue of 


FIRST NATIONAL BANK, SOUTH RIVER, WN. J. 
—— RECEIPT — 


THE FOLLOWING SHOWS DISPOSITION OF COUPONS CLIPPED 


Yr LIBERTY LOAN BONDS 
or poten Mra pate Mor. 2 1922 
FIRST ISSUE 
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bonds. There is also sufficient space 
under the heading of each issue to 
allow for the listing of four or five 
coupons. In this way, the total amount 
of interest for each issue can be deter- 
mined and the grand total carried at 
the bottom of the receipt. 

If coupons are converted into cash, 
same must be receipted in the space in- 
dicated, or if the amount of the coupons 
is placed to the credit of said customer, 
a record is made of same and it is 
initialed by the clerk in charge of the 
safekeeping department. When the 
transaction has been completed, the 
receipt is returned to the bond en- 
velope, where it is always ready for 
further reference. 


William C. Osborne has resigned as 
president of the First National Bank, 
Danville, Indiana. 


The La Salle State Bank, Peru, IIli- 
nois, has moved into its new banking 
home. The structure is fireproof 
throughout. 
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A new and better size of 
our popular bank—one 
that will come in often 
for deposit. 

Full advertising value, 
secured for your bank 
name on tite side—instead 
of the top. 

Handsomely nickel plated 
on a strong all brass body 
—to prevent rust—this 
little bank will give good 
service. 


Sample on Request 


Quill Pen 


Your Name 


Before the Public Always! 


An advertising QUILL PEN with your name boldly im- 
printed on it with whatever slogan you might choose, in 
the hand of your every day customer and prospective 
customer means not only their constant good will but 


ever increasing BUSINESS. 


A thousand made up to your order will fully convince 
you of the immense advertising value of this practical 


“EVERY DAY USE ARTICLE.” : 


Write for Samples and Prices 


C. M. COOPERSMITH & CO., Inc. 


1525 S. Wabash Ave., Chicago, III. 
P. S. FACTORY TO YOU MEANS MONEY SAVED FOR YOU 





100 Per Cent Increase in Deposits 

In his annual report to stockholders, 
submitted recently, John Skelton 
Williams, chairman of the board of the 
Richmond Trust Company, Richmond, 
Virginia, included two interesting para- 
graphs regarding the growth of Rich- 


mond and his institution. He said in 
part :- 
“Despite the shrinkage which has 


been sustained throughout the country 
by business interests of all kinds in the 
past year, the record of this company 
in essential matters of volume of de- 
posits and number of depositors showed 
the greatest growth -and progress of 
any year since the company’s organiza- 
tion in 1912. Deposits increased $1,- 
093,465, or approximately 100 per cent. 

“The City of Richmond has reached 
a degree of prominence and importance, 
commercially and industrially, which it 
never enjoyed before and the possibili- 
ties now for new business and the out- 
look for the growth and development of 
well managed banking institutions I 
believe to be greater than at any time 
in the history of the city.” 
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Frederick H. Rawson, president of 
the Union Trust Company, Chicago, and 
Joseph E. Widener have been elected 
directors of the “Baltimore and Ohio 
Railroad to fill the vacancies caused by 
the resignation of John G. Shedd and 
Waverly Harriman. 


. 

The Cleveland Trust Company, which 
recently absorbed the Lake Shore Bank- 
ing & Trust Company and the Garfield 
Savings Bank, Cleveland. institutions, 
has increased its capital and surplus to 
$12,000,000. 


The First National Bank, Tampico, 
Illinois, is now occupying its newly 
remodeled quarters. 


A $200,000 bank building is to be 
erected for the Hamilton Savings Bank, 
Dupont Circle, Connecticut. It will be 
four stories high. 





Contracts for new banking quarters 
for the First National Bank, Holly Hill, 
South Carolina, have been awarded. 
The building will be two stories high. 












































































































































74 


BANKERS MONTHLY for APRIL, 1929 





enn nc ccc ccnncccncccn cnn rnncncnr nner reese seers reer es 


Tax Exempt Securities 
An estimate that there is outstanding 


a total of 
entirely or 


$30,000,000,000 — of 
part lv 


bonds 
from 
which government Yeceives no revenues, 
was made by Dr, Edwin R, A. Seligman, 
professor of political economy at Co- 
lumbia University, recently before the 
Congressional Ways and Means Com- 
mittee, 


tax exempt, 


which is considering proposals 
for constitutional amendment prohibiting 
further issuance of tax exempt secur- 
ities. Tax exempt securities comprise 
about one-tenth of the country’s wealth, 
Dr. Seligman said. This tenth of total 
wealth, mostly in the hands of the very 


> 


of automatic propeller pencils. 


rated Manufacturers and Jobbers. 
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For Advance 
Reports on 


Bonds 


Proposed issues, 
bids wanted, etc. 
WRITE 


PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bldg., SEATTLE, WASH. 






PATENTS 


Business from non-resident attorneys and 
banks especially solicited. refer- 
ences; best services. Attorneys and bank- 
ers having clients who wish to patent 
inventions are invited to write for full 
particulars and terms. 

WATSON E. COLEMAN, Patent Lawyer 

624 F Street, N. W., WASHINGTON, D. C. 





REDUCED PRICES 


E offer special, a strictly high grade lead pencil with your 

advertisement imprinted on each pencil at a cost as low 

as 2)4c each. 

High grade pencils and pens of all descriptions, imprinted 

with your advertisement at a cost as low and lower than the 

usual price of the same article without your ad. Special offering 
Write for prices. 





We also supply for Banks, advertising blotters, advertising rulers, coin 
bags, bill folds, check book covers, leather goods of all descriptions, letter 
openers, calendars, metal novelties, souvenirs, advertising caps, pennantsetc, 

We employ no commission agents. 


FORD, LINCOLN & CO., 
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nn 


rich, pays nothing toward the ex- 
penses of government. 
The evils of tax exempt securities 


were summed up in a few words by 
President Harding in his recent mes- 
sage to Congress, when he said: 

“The drift of wealth into non-taxable 
securities is hindering our industries, 
manutaeturing, agricultural and = ear- 
until we are discouraging the 
very activities which make our wealth.” 
—Henry L. Doherty & Co. New York. 


rving, 


A. B. Darragh, for twenty-five vears 
president of the Gratiot County State 
Bank, St. Louis, Michigan, has resigned. 


ON BANK 
PENCILS 


Sell only direct to Banks and highly 


332 S. Franklin St. 
CHICAGO 


on 
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New Business! 


Successful banks 
are attracting new busi- 
ness—increasing de- 
posits through Budget 
Thrift Books. Reor- 
ders prove they produce 
for banks—large and 
small. A timely aid in 
saving every one wel- 
comes. Free sample 
book, plan and prices on 
request. 


‘ 


Buckley, Dement & Co. 


1300 W. Jackson Blvd. CHICAGO 





The Vineland National Bank, Phila- 
delphia, Pennsylvania, ‘has appointed 
G. E. Smith, president to succeed the 
late A. K. Richman. 





Frank Wilson is the new cashier of 
the First National Bank, Manchester, 
Towa. 
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Growing Demands for Bonds 

Reviewing the present tendency and 
future outlook of the market for high 
grade investment Halsey, Stuart & Co. 
of Chicago points out in its current 
bulletin that to the factors which have 
combined and are combining to give 
strength to the bond market it is likely 
that another important one, bank buy- 
ing, will be added in the not far distant 
future, 

“Banks are ordinarily large buyers 
of bonds for their own account,” says 
the bulletin. “but during the last few 
years, because of the large loan accom- 
modations required by their customers 
to finance the increased demands of 
their inflated business, such institutions 
have pretty generally been out of the 
bond market during this period. With 
a steady accumulation of banking 
funds, however, and a declining demand 
for loans, it appears wholly probable 
that banks will soon resume their bond 
buying, which will add materially to the 
already existing demand. This in- 
creased demand on the part of banks is 
in fact already in evidence in industrial 
centers, though it will, of course, take 
more time to become evident in the 
country districts.” 

“While the preference on the part of 
individual investors is for long term 
issues, there is, nevertheless, a growing 
demand for short term bonds, the 
result, no doubt, of renewed buying on 
the part of banks together with the 
buying of corporations seeking only 
temporary employment for idle funds.” 


Begging for Trouble 

“T have long believed the ancient and 
honorable adage that ‘there is one born 
every minute’,” said an attorney asso- 
ciated with the receiver of a_bucket- 
shop. 

“Last week I was sitting in the offices 
of the bankrupt firm and observed an 
elderly man sitting patiently waiting. 
I had noticed him in the same spot the 
previous day. I was curious about 
him so asked his business. He was of 
foreign extraction and came from the 
west. I gathered he wanted to open an 
account with the bankrupt firm and he 
pulled out a roll which had a thousand- 
dollar note for a cover. 

“TI tried to explain that the firm was . 
in the hands of a receiver, but he would *” 
have none of it and tried to press the 
cash on me, explaining that he mist 
open an account for he wanted to make 
money. , 

“My arguments failed to register but 
I gently led him to the door and_told 
him not to come back. In sending him 
forth into the cold, cold world, I won- 
dered who would get that roll.’”’ —The 
Wall Street Journal. 

The Boliver State Bank, Boliver, 
Ohio, has selected an architect to pre- 
pare plans for a new banking home. 
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Tractors in the South 
A study of the reports of 684 tractor 


owners in Alabama, Georgia, North 
Carolina, South Carolina and Tennes- 


see, which has just been completed by 
the U. S. Department of Agriculture, 
shows that in general owners are satis- 
fied with their machines and expect to 
continue using them. The reports were 
made in March, 1921, and at that time 
86 per cent of the number reporting 
believed their machines would turn out 
to be profitable investments, and 90 per 
cent said they intended to use them 
during the ensuing year. 

All of the men whose reports were 
used in this study purchased their trae- 
tors between March, 1918, and Sep- 
tember, 1920. Average first cost of the 
machines was $1,050 and average of 
owner's estimate of their useful life was 
7.6 vears. On this basis annual depre- 
ciation charge is $138 a year. Average 
cost (including charges for deprecia- 
tion, interest, repairs, fuel and oil) an 
acre of using the two-plow tractor for 
plowing 1920 was $2.07 when using 
gasoline and $1.73 when using kerosene. 
For the three-plow tractors it was $1.90 
with gasoline and $1.59 with kerosene. 
These costs are based on 31-cent gaso- 
line, 20-cent kerosene and 85-cent lubri- 
eating oil, the average prices paid 
during 1920. Repair costs were com 
puted on the basis of 4 per cent an- 
nually of the first cost of the machines, 


>and interest was charged at 8 per cent 


onthe average investment. On account 
of the smaller acreage covered a day, 
and the greater amount of fuel used an 

* acre, cost» of. plowing with the disk 

plows was somewhat greater than when 
using mold board plows.—Henry L. 
Doherty & Co., New York. 

D. F. Scott has purehased a econtroll- 
ing interest in the County Seat State 
Bank, Lake Andes, South Dakota. 

The East End Trust Company, Har- 
Tisburg, Pennsylvania, is now located in 
its new banking quarters. 
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Full Particulars and Sample Bank Sent on Request 


THE BANKERS SAVINGS & CREDIT SYSTEM COMPANY 


Madison Ave. and W. 103d St. 


7079 New Accounts 
In 10 Days! 


HE LIBERTY BELL BANK and our 10-DAY THRIFT CAM- 
PAIGWN secured the above ‘number of accounts for the U. S. National 
Bank, Portland, Ore. in 10 DAYS’ TIME! 
been secured in many other cities and towns. 


by the Publicity Department of this Company WITHOUT CHARGE. - 


Equally good results have 
This campaign is conducted 


CLEVELAND, OHIO 


D. & T. QUALITY 
Changeable Signs for Banks 








Hundreds of 
Banks Are Now 
Using Our 
Signs 


Background is 
Grooved 
Covered with 
Heavy Black 
Felt 


* The Letters are 
Cut to Shape 
From White 

Celluloid 


OUR BOND DEPARTMENT 
WILL BE PLEASED TO 
HELP YOU SELECT THE 
| BEST INVESTMENTS 
WE OFFER 
ARMOUR & 
SWIFT BONDS TO 
YIELD 8% 


Te oe Od Om 
s a 


Style No. 98 
2116" 2x 27) 6" 
in Mahogany 
Frame 
Glass Front 


OUR WEEKLY FINANCIAL REVIEW 
WILLBE MAILED ON REQUEST 


SPECIAL OFFER $31.00 


Complete with 250 Celluloid Letters and Figures shipped on approval 


DAVENPORT-TAYLOR MFG. CO. 


* 160 N. WELLS ST., CHICAGO 


Catalog on request 


The Finance Service Company for- 
merly located in Cleveland, Ohio, is now 
occupying its new quarters in Youngs 
town, Ohio. 

Gilbert J. Deville has been elected 
president of the Planters’ Bank and 
Trust Company, Ville Platte, Louisiana, 
to succeed Adraste LaFleur. 
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C. Wayne Harvey of Kansas City, 
Missouri, has purchased a controlling 
interest in the Farmers’ State Bank, 
Smith Center, Kansas, and has assumed 
active charge. 

The Central Savings Bank, Canton, 
Ohio, is now located in its newly re- 
modeled quarters. 
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THE HISTORY OF A 


BIG ST. LOUIS BANK 


HE history of the great banking 

system of St. Louis is very near 
the heart core of the history of the city 
itself. In the various phases of its 
growth from its earliest inecipiency, 
when banks were first organized there, 
it has a legendary and romantic side as 
interesting as any part of the history 
of the municipality. 

One of the oldest banks in that city, 
in fact the second oldest bank in Mis- 
souri, is the Liberty Central Trust Com- 
pany, having as its forebear the Ger- 
man Savings Institution which was in- 
corporated as the German Savings Insti- 
tution by an act of the State’s General 
Assembly on February 24, 1853. 

The first location of the bank was 
in a store at 35 North Main Street. In 
1857 it moved into its newly erected 
building on the corner of Main and 
Market Streets. 

The act incorporating the bank 
provided that the capital stock should 
be $25,000 which could be increased 
from time to time at the will of its 
stockholders to any amount not exceed- 
ing $250,000. Business grew so rapidly 


that within five months the board of 


thirteen Non-Recording Styles. 


thousand in circulation. 
value. 
institutions? 


bank 


159 North State Street 


THE TRAVELING TELLER 


RECORDING HOME SAFE 


We have twenty-one other Recording and 


SIX THOUSAND BANKS 
USE OUR SAFES 


Many of these have more than thirty 
This is proof of their 
May we give you the names of these 
Specimen gladly sent to any 


The Automatic —_— Safe Co. 


Readers will confer a favor by mentioning THE 


directors called a meeting and increased 
the capital stock to $100,000. At this 
amount it remained until 1876 when 
it was inereased to $250,000, the max- 
imum limit under the charter. 

Meanwhile the center of the business 
community of St. Louis had been grad- 
ually moving toward the north and the 
west, and the bank came “up the hill” 
and moved into new quarters in the 
Merchants Exchange Building, at the 
corner of Third and Pine Streets. 
Here it remained until 1893 when the 
old Planters House was torn down and 
the new Planters Hotel was erected. 
The bank then moved to the southwest 
corner of this building. 

The orginal charter granted the Ger- 
man Savings Institution having expired 
in 1883, its officers filed articles for 
reincorporation, taking the name of 
The German Savings Institution. Phe 
new charter, granted for a term of 50 
years, provided that the capital stock 
be $250,000. 

All this time the bank had prospered, 
and besides annually paying dividends 
from 10 to 20 per cent, was gradually 
building up a large surplus account. 
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BANKERS MONTHLY when writing to our advertiser: 


Business growing still larger, additional 
capital was found necessary and ip 
1902 the capital stock was increased to 
$500,000. 


Ten years later, in the early part of 
1912, the bank negotiated a lone lease 
on the southeast corner of Broadway and 
Pine Streets and laid the cornerstone of 
what later beeame one of the most ornate 
banking rooms in the middle west. 

About this time the bank started its 
savings department, for although by 
name a savings institution the bank did 
not begin receiving savings deposits 
until it made its home in its new build- 
ing. From a little bank of only $25, 
000 capital stock and only a few thou- 
sand of deposits, the bank had now 
grown to be one of the great financial 
institutions of the west, with a capital 
of $3,000,000, a surplus of $1,000,000, 
undivided profits of almost $500,000 
and deposits of more than $31,000,000. 

Its business had reached such propor- 
tions and its demands were such that a 
capital stock of $500,000 was _ inade- 
quate and in 1915 the board of directors 
increased the capital to $1,500,000. 
This with a surplus of $1,000,000 and 
undivided profits of several hundred 
thousand dollars, gave the bank a work- 
ing capital of nearly $3,000,000. 

Then the World War came on. To 
meet exigencies of the time the ancient 
name of the institution was dropped 
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and instead, it became the Liberty 
Bank. In January, 1921, business 
taking on a newer phase of the financial 
period, the Liberty Bank consolidated 
with the Central National Bank, with 
the new name of The Liberty Central 
Trust Company. 

There is scarcely any banking institu- 
tion in St. Louis older or which ean 
trace back a lineage so direct as the 
Liberty Central Trust Company, now 
occupying the southwest corner of Olive 


and Broadway, in its own banking 
building, one of the largest business 


blocks in St. Louis. 

This site which for nearly three-quar- 
ters of a century has been the most 
prominent business intersection in St. 
Louis has as much romantic and eivie 
interest attached to it as the Liberty 
Central Trust Company, and the city 
of St. Louis. 

From the orginal little bank at 35 
North Main Street, founded with a 
capital stock of $25,000 in 1883 the in- 
stitution has grown until now it is re- 
garded as one of the largest and safest 
banking concerns in the entire country, 
having a capital stock of $3,000,000, 
a surplus of $1,000,000 and total re- 
sources approximately $50,000,000. 

Its present officers are: J. L. John- 
ston, President, H. Hunike, M. R. Stur- 
tevant, T. E, Newcomer, E. Barklage, 
R. R. Clabaugh, Jacob Berger, W. C. 
Connett, J. J. Frey, Wm. C. Uhri, 
Louis Fusz, Ch. A. Lemp, Vice Pres- 
idents, J. M. Garesche, R. P. Titus, Alem. 
M. Lewis, J. M. Curlee, H. M. Berger, 
E. L. Slocum, W. A. Gordon, Assistant 
Vice Presidents, Erastus Wells, 
retary, A. N. Kingsbury, cashier, C. B. 


See- 


Trigg, J. N. Sommer, H. P. Rein As- 
sistant Cashiers, E. P. Harrington, 
Auditor, J. J. Scherrer, Mgr. Safe 


Deposit Dept., H. J. 
Trust officer, 

It was many years after St. Louis 
was established by Laclede and young 
Chouteau that the village felt any need 
for banks. In 1800 the new nation, re- 
cently wrested from England, was in its 
swaddling clothes, the few people, 
primitive in their manner of living, and 
St. Louis with less than 1,000 in popu- 
lation, conducted its trade affairs so 
crudely that simple barter was the chief 
means of exchange. For a long time 
money was unknown here. Drafts, 
acceptances, discounts and the like were 
seareely invented terms this far west 
in the trackless wilderness. St. Louis 
was too far removed from the east to 
permit the cireulation of New York or 
Philadelphia bank notes. Had the gold 
or silver coins of the east appeared it 
is likely they would have been looked 
upon as curiosities. After clever bar- 
tering on the part of the intelligent 


Miller, Assistant 


few had progressed for a number of: 


years, some of the population began to 
acquire more than their needs, and 
money, as a medium of excharige was 
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A Sheet of Gummed 
Labels in Every Box 


Solve your storage problem by adopting our economical filing boxes purposely made for 
storing DEPOSIT SLIPS, CANCELED DRAFTS, CASHIERS CHECKS, GENERAL 


TICKETS, ETC. 


They are made in five standard bank sizes from the finest grade of heavy corrugated 
paper, shipped to you flat for convenience, but when instantly adjusted for use they are the 


maximum of strength and absolutely dust proof. 


Each one of our boxes contains a perforated sheet of assorted gummed labels for use in 
designating its contents, making your oldest records distinguishable and as accessible as 


those recently filed. 
country’s foremost banking institutions. 
storage protection for your valuable papers. 


Our boxes are today safeguarding the records of hundreds of the 
Let us also prove to you that they are the ideal 


Write Today For a Specimen Box and Descriptive Foider 


BANKERS 


ith Sizes and Prices 


BOX COMPAN 


INCORPORATED . 


ORIGINATORS, PATENTEES AND MANUFACTURERS OF 
BANKERS CORRUGATED FIBRE BOARD FILES 


536-538 South Clark Street 


Changes in English Bank 

The directors of the London Joint 
City, and Midland Bank Limited Lon- 
don, England, have announced _ that 
Alexander H. Goschen has retired from 
the office of deputy chairman and re- 
tains his seat on the board. Stanley 
Christopherson, a director, has been ap- 
pointed a deputy chairman, and the 
Right Hon. Viscount Milner, K. G., has 
been elected to a seat on the board. E. 
T. Parkes, manager of the Oldham 
Branch, has been appointed a_ joint 
general manager. 


At a recent meeting of the directors 
of the Second National Bank, Wilkes- 
Barre, Pennsylvania, the capital stock 
of the bank was raised from $500,000 
to $1,000,000. 


Howard C. Pratt has been appointed 
to sueceed L. G. Horton as cashier of the 
First National Bank, Dunkirk, New 
York. 

Contracts have been awarded by the 
Bushwick Savings Bank, Brooklyn, 
New York, for remodeling its present 
banking quarters. 

Bids are being taken on remodeling 
the building occupied by the Chambers- 
burg Trust Company, Chambersburg, 
Pennsylvania. 
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GRILLE WORK, 
BRONZE TABLETS, BRASS SIGNS 
RAILINGS, GATES, BULLETIN BOARDS ~ 


CAGES, ENCLOSURES 


Write f Folder “B"’. 


THE NEWMAN MANUFACTURING CoO., 
418 Elm St., Cincinnati, Ohio 


C. O. Ness has purchased the controll- 
ing interest in the Nokomis State Bank, 
Minneapolis, Minnesota. The new of- 
ficers include O. A. Sandven, president ; 
S. T. R. Winterer, vice-president; Guy 
F. Jensen, cashier, and H. F. Aude and 
H. C. Malchow, assistant cashiers. 


W. P. Williams has resigned as presi- 
dent of the Sylvania Banking Company, 
Sylvania, Georgia, and W. A. Mallory 
has been elected to succeed him. 


H. W. MePhail was elected president 
of the Willapa Harbor State Bank, 
Raymond, Washington. Ralph H. Burn- 
side and E, E. Case are vice-presidents; 
E. E. Colkett, cashier, and C. E. 
Meredith, assistant cashier. 
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FIRST NATIONAL BANK 


Centyal Savings Bank Gas ‘First National Co of Detroit 


HESE three affiliated institutions 


are now located 


in their new 


twenty-five story home, Woodward 
Avenue at Cadillac Square—the 


center of Detroit. 


This is the historic half acre site of 


the former 
Hotel. 


famous’ Pontchartrain 


There are ten and one half acres of 
floor space in the building and these 
Banks occupy about one-third of this 


space. 


The First National Bank is thus 
weil equipped to represent you in 


Michigan. 


DETROIT 


The Farmers Loan & Trust Com- 
pany, New York, has issued a booklet 
entitled “A Century of Banking in 
New York.” It describes the growth of 
the institution from the originally char- 
tered Farmers Fire Insurance & Loan 
Company and gives an interesting ac- 
count of financial development in old 
New York, with instructive and 
illustrations. 


euts 


The Mellon National Bank, Pitts- 
burgh, Pennsylvania, has awarded econ- 
tract for a $3,000,000 bank building. 
Work has been started on the new 
structure. When completed it will be 
one of the finest banking institutions 
in that section of the country. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 


MICHIGAN 


Extensive alterations are being made 
to the present quarters of the Jeffer- 
son County National Bank, Water- 
town, New York. Contract has been 
awarded. 


W. F. Burkhart, assistant cashier of 
the Farmers & Merechanies Bank, Seda- 
lia, Missouri, has resigned to accept the 
cashiership of the Citizens Bank, Belton, 
Missouri. 

The Oxford, Michigan, Savings Bank 
has commissioned its architect to pre- 
pare plans for a new building. The 
structure will have a eut stone front, 
and will be of steel and brick construc- 
tion, 
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established. This first money was rep- 
resented by deer skins as a standard, 
and for a time had a basic solidarity 
like the present standard of gold. 

It was not until 1816 that the first 
bank started. This was the Bank of 
St. Louis, to be followed the next year 
by the Bank of Missouri. The first 
closed its doors within three vears, the 
second lasting but a few vears longer. 

In 1829, a branch of the United 
States Bank at Philadelphia opened jn 
St. Louis. Col. John O’Fallon was at its 
head. He was the first of the 
real St. Louis Bankers. For a while the 
braneh bank thrived, but when the char- 
ter of the parent institution at Phila- 
delphia was denied renewal by the veto 
of President Andrew 
braneh here suddenly 
close. 


very 


Jackson, the 
was forced to 


By this time the city had a popula- 
tion of about 6,000. As a means to 
expedite trade, a Cincinnati commer- 
cial agency, opened a sort of banking 
branch here through which the national 
government made its payments. For a 
time it served. Next came the Bank of 
the State of Missouri. It thrived here 
until sometime in the forties, being the 
only bank of any kind in the city. 

St. Louis now had grown to be oneof the 
potential centers of the couniry with a 
citizenship as astute in business affairs 
as any of its sisters business centers 
back east. The American banking 
system had grown beyond something 
that opened and closed doors again with 
each depressive industrial and _ political 
wave that swept the country, and rep- 
resentative St. Louisans seeing the 
need for a permant banking institution 
here, gathered together and founded the 
German Savings Institution. This was 
in 1853, as previously stated. Since 
which time the bank has grown grad- 
ually, weathering wars, changes of ad- 
ministrations, financial erises and all 
the various industrial depressions, to 
its present magnificent proportions. 


Sinee the inception of the Liberty 
Central Trust Company, there have been 
scores of banks founded in St. Louis. 
How they flourished for a time and 
died; how they have merged, consol- 
idated and amalgamated with. other con- 
cerns; and how they have figured in one 
way or another in the upgrowing of the 
city would make a volume of interesting 
reading. In the latter part of the six 
ties, the seventies and the eighties, it 18 
said, almost every other business house, 
on Second and Third Street was 4 
private bank, a savings institution oF 
a building loan association of some de- 
gree, 

Just what finally became of them all 
forms one part of the anecdotal story 
of the municipality, the relation of 
which as a narrative in its entirely, 
would seareely be less interesting than 
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the romance connected with the city’s 
birth. 

Behind the Liberty Central Trust Com- 
pany is 69 years of steadily-inereasing 
growth. Since its beginning, there is 
nothing of this country that has not 
undergone the most drastie change. 
Nothing is like what once it was. When 
the forebear of the Liberty Central 
Trust Company first opened its little 
but sturdy doors almost a decade before 
the Civil War, there were no railroads 
in this country, no telephones, paved 
streets, nation-wide telegraph systems, 
street car lines, public libraries, tall 
office building ete. 

The Liberty Central Trust Company 
has remained with its original purpose 
steadfast through all of it. Time has 
not withered nor customs staled its 
growth. . 


Developing Foreign Trade 

The awakening of the west and 
northwest to the vital importance of 
foreign trade as an essential of their 
prosperity is pointed out by R. M. 
Calkins, vice-president of the Chicago, 
Milwaukee and St. Paul Railway. 

“Gradually the American people are 
becoming educated as to what foreign 
trade really means to this country,” 
says Mr. Calkins, “and this has been 
accomplished very largely through the 
work of these National Foreign Trade 
Conventions. I hope this good work 
will continue, because there is nothing 
of more importance and so directly es- 
sential to the immediate as well as the 
future welfare and prosperity of the 
United States as the development of 
foreign commerce. Its importance can- 
not be overestimated. 

“The western farmer and the manu- 
facturer have been slow to realize the 
importance of foreign trade, but I am 
glad to say that from recent investiga- 
tions and many conferences and meet- 
ings I have attended of late, the dis- 
cussion of this subject has been quite 
general, and if I can read the signs 
aright, we are going to hear favorably 
on this subject from the middle west 
from now on.” 

Water Route vs. Rail 

The greatest water competitor of 
transcontinental railroads is the Pa- 
nama Canal, and when railroad freight 
rates were raised to their present level, 
this Panama competition began to work 
at once. 

The competition, however, did not 
begin to show results in 1920, which was 
an average year of large general traffic, 
but in 1921, when general activity was 
simmering down to very low volume, 
the Panama Canal activity increased 
heavily. American cargoes originating 
on the Pacific 


Coast and passing 


through the Panama Canal in 1920, 
totaled around 670,000 tons. In 1921 this 
mount rose to over 1,050,000 tons. 
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The Tale of a $2,308 Check. 


MISSOURI banker picked up in the street one of his 
customer’s old vouchers amounting to $2,308. 

been paid once and a rubber stamp was used to cancel it. 
But when the banker found the check, the impression of 


the check was about gone, yet the paper and the writing 
in the check were in good shape. 


Here is a danger that always exists when a paid check 
is not properly cancelled. Why invite the loss and anncy- 
ance of paying a check twice when you can guard against 
it with a Cummins perforator which positively cancels 


Thousands of banks are using the improved Cummins 
perforator because they know its cancellation is positive 
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4 protection against misunderstanding and loss. 

*: WE will send you a Cummins perforator with your 
eS own A. B. A. number on thirty days’ trial,—this with- 
ng out expense, risk or obligation on your part. Quarterly 
a ° payment plan (if desired) payable through 1922. 
2% Formerly The B. F. Cummins Co. 

re 4748 RAVENSWOOD AVENUE, CHICAGO 








Similarly, Panama Canal cargoes 
coming form the Western States to the 
Pacific Coast, and thence through the 
Canal to Europe, in 1920 totaled around 
750,000 tons (749,447). But in 1921, a 
starving year for railroads, they went 
up to the comparatively very large 
figures of 1,500,000 tons—just about 
double the traffie for the preceding 
vear. Now this increase in Panama 
Canal business was not due, of course, 
to inerease in general business, but was 
taken away from the railroads as a re- 
sult of the high railroad rates, making 
it cheaper for freight to take the longer 
trip. Cargoes which were formerly 
train-loaded from the west direct to the 
Atlantie seaboard and then shipped to 
Europe, were sent to Pacific ports, put 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when 


on board ships, carried down the Coast, 
through the Canal, across the Gulf of 
Mexico, up and across the Atlantic 
Ocean.—J. S. Bache & Co. New York 

The new $10,000,000 Federal Reserve 
Bank Building, Chicago, will be ready 
for occupancy in a short time. It will 
be fourteen stories high and of steel 
and granite construction. 

The Farmers Trust Company, Hun- 
tington, Indiana, is planning to enlarge 
its present quarters. 

Edward Donahoe, Sr., was elected 
president of the Commercial National 
Bank, Wilmington, Delaware. W. F. 
Luchers was named cashier. 
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How and Where to Buy 
Your Bank Supplies 


RISING costs and growing competition compel the 
prudent bank officer to exhibit redoubled vigilance 
in the purchase of supplies. 


Every department of the bank feels the spur of increasing 
business, and the problem of providing suitable service and 
furnishing satisfactory supplies to old and new customers is 
of growing importance. 


Saving Money and 
Getting Results 


HE Bankers’ Equipment-Service 

Guide, anew Rand McNally bank 
publication, answers effectively the 
question of how and where to buy 
supplies and service for every de- 
partment of your bank. 


You will find in this new volume 
a veritable gold mine of profitable 
suggestions for meeting the needs of 
every business. Based on a nation 
wide research of banking equipment, 
including a vast array of bank ac- 
counting machinery, loose-leaf and 
binding supplies, stationery, vaults, 


safety deposit fixtures, safety deposit 
boxes, protective devices, etc., this 
Guide presents a complete compend- 
ium of dependable manufacturers, 
alphabetically arranged, together with 
the character of their products. 


In addition, there is a remarkable 
survey of other banking requirements 
like architecture, audits and system- 
atizing, advertising, safety papers, 
Savings stimulants and similar mat- 
ters that will contribute strongly to 
the simplification of internal man- 
agement. 


Every Cashier or Buying Agent 
Should Have This Volume 


N° more complete and accurate 

presentation of the present needs 
of the modern bank has been com- 
piled. It goes to you with a guar- 
antee of reliability, backed up by 


Rand McNally & Co., the leading . 


bank publishers of America for half 
acentury. This new guide will serve 
as a trustworthy force in helping 
you to buy the best supplies and 
service obtainable at reasonable 
prices. 


RAND M&NALLY & GOMPANY 


The Leading Bank Publishers of America 


NEW YORK’ 


CHICAGO 
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BANK POSTERS TO 
MEN IN INDUSTRY 


HE fact that more and more savings 

bank officers are realizing that ad- 
yertising is a valuable means of ac- 
quainting the public with the mutual 
savings bank system, is clearly evidenced 
by the extent to which mutual savings 
banks are advertising today. 

Eighty-six per cent of the banks re- 
porting in answer to a recent question- 
naire on advertising are consistent ad- 
vertisers. Moreover, the banks which 
have advertised consistently are unequiv- 
ocal in their statements that “It pays 
to advertise.” 

Newspaper advertising is the most 
popular form, and of those banks which 
reported using it, 18 per cent change 
copy daily; seven per cent, semi-weekly ; 
fifty-five per cent, weekly; seven per 
cent, semi-monthly; eleven per cent, 
monthly and the remainder at irreg- 
ular intervals. 

Cireulars are a popular form of ad- 
vertising. Twenty-seven of a total of 
eighty-eight banks reported the distri- 
bution of booklets other than semi-an- 


corners— 


The Heart of the Nation 


A great triangle with Glacier 
Park, Niagara Falls and the 
mouth of the Mississippi for its 


The heart and bread basket of 
the United States— 


A well rounded financial and trust 
institution which aims to meet 
the needs of this valley. 


throughout the year, including the time 
when an account is opened or closed. 
The banks which follow the last of 
these plans report especially good re- 
sults from letters, particularly if they 
are written in as personal a way as pos- 
sible. The point of contact established 
by these letters is strengthened by the 
individual treatment of 
each depositor as he comes to the bank. 


and personal 


The cireulars are distributed some- 
times with pass books, over the counter 
at the time of transactions, on the check 
desks; sometimes they are distributed 
at regular intervals, semi - monthly, 
monthly, or semi-annually; sometimes 
on request, though by waiting for the 
depositor to initiate a request for the 
information which the cireular contains, 
the opportunity to aequaint the depos- 
itor with that particular information 
may never present itself. 

Thirty-seven reporting banks use win- 
dow displays in the bank building. A 
great many use displays on the outside 
of the bank building, while two have 


pany’s contracts, because we couldn't make the deliveries they asked for. 
I happened to read Floyd W 
called ‘The Labor Savers,’ 


“The PHOTOSTAT: 


tion using illuminated signs outside of 
the bank building, one of them changing 
the deposit total each time it increases 
$100,000. The latter plan is recom- 
mended most strongly by the bank which 
uses it. 


Six banks use car cards, three use bill 
boards, several bring thrift and the 
savings bank to the attention of the pub- 
lic by means of the motion picture, an 
increasingly popular form of advertis- 
ing and one that is productive of good 
results. 


Most banks which advertise at all use 
some sort of novelty advertising. Pay 
envelopes are particularly popular in 
industrial sections; calendars and _ blot- 
ters rank next; then pencils, post-eards, 
toy banks and home savings banks, and 
several ~hbanks distribute pocket diaries 
and farmers’ almanacs. One bank sends 
out a traveling teller for the savings ae- 
cumulated in the home savings banks 
which it has distributed. 


Twenty-six banks reported advertis- 
ing at least the semi-annual dividend 
notices in from one to five foreign lan- 


guages. 


In addition to answering the questions 
presented by the questionnaire several 
banks suggested excellent 
building up deposits. 


methods of 
One of these is 


nual statements. Six banks cireulate established displays in local stores with t® prepare newspaper items on vamous 
depositors with letters at intervals good results. Besides, two banks men- (Continued on page 93) 








Put These 


People on Our Books’’ 


*““Up to six months ago we were never able to ‘land’ any of Judson Com- 


Then 
the Saturday Evening Post 
in which he described the PHOTOSTAT. This 


Parson's article in 


machine makes photographic facsimiles directly on sensitized paper of draw- 
ings, pencil sketches, blue prints, small machine parts, reports, shipping lists 
contracts, catalog pages, maps, production charts, telegrams, advertising lay- 
outs, and business papers of all kinds 

“We installed a PHOTOSTAT and since that time have been able to get 
our work into the shop days, and in some cases even weeks, earlier than we 
used to. The next time we quoted the Judson people we were able to meet 
thtir delivery requirements and we landed the contract 

“The PHOTOSTAT makes in a few minutes without error as many copies 
as we need of the work subjects furnished us, whether they are tracings, pencil 
sketches or blueprints 

“The PHOTOSTAT has not only made thousands of dollars for us by 
helping to get new customers, but has also saved us a great deal of time, money 
and worry in the office It relieves the stenographers of a lot of copy work; 
does it in far less time and never makes a mistake It also saves our adver- 
tising man much time in making layouts And we use it to reduce drawings 
to convenient size for filing and to copy important documents when we don't 
want the originals to leave our files. You know PHOTOSTAT copies are legal 
evidence in court.” 

In our booklet, “‘A Good Word for the PHOTOSTAT,” many users in 
widely different industries tell their own experiences with the PHOTOSTAT. 
Just ask for it 


PHOTOSTAT CORPORATION 
299 State Street, Rochester, N. Y. 


88 Broad Street - - - - «+ Boston 510 No. American Bldg. - Philadelphia 
19 South Lasalle Street - - - Chicago 429 Monadnock Bldg. - San Francisco 
209 Leader Bldg. - - - Cleveland 601 McLachlen Bildg.- - Washington 
7 Dey Street - - - - New York City Executive Office - Providence, R. I. 





Mississippi Valley Trust Co. 


Organized 1890 





Capital, Surplus and Profits 
‘ over $8,000,000 


rd Saint Louis 
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RE-EXPORT TRADE 
SHOWS BIG GAIN 


HE big gains in the re-export trade 

of the United States which have been 
coincidental with the operations of the 
Panama Canal show a better “staying” 
power than those of the imports or 
domestic exports. Prior to the opening 
of the canal in 1914, says the Trade 
Record of The National City Bank of 
New York, our re-exportation of for- 
eign merchandise never exceeded $37,- 
000,000 and in the year immediately 


preceding the opening of the canal 
amounted to $34,895,000. With its 


opening they jumped to $52,000,000 in 
1915, $61,000,000 in 1916, $81,000,000 
in the fiseal year 1918, $171,000,000 in 
the calendar year 1919, and $148,000,- 
000 in the ealendar year 1920. With 
the big reduction in prices and general 
reduction in buying power, the 1921 
imports of merchandise into the United 
States fell off 52 per cent as compared 
with 1920, and the domestic exports fell 
46 per cent, while the fall in the value 
of foreign merchandise re-exported was 
in the same year only 28 per cent, in- 
dicating or at least suggesting that the 
tremendous gains in our re-export trade 
which accompanied the operations of 
the canal have “come to stay.” Cer- 
tainly they are less affected by the 1921 
slump in the general foreign trade than 
that of imports or domestic exports, 
since the total re-export trade of 1921 
still stands at $106,000,000 against $35,- 
000,000 in the year immediately preced- 
ing the opening of the canal, and the 
fall off in 1921 is, as above indicated, 
far less than that of imports or domes- 
tie exports. 

This “staying” power in the re-export 
trade in 1921 occurred especially in 
manufactured articles and in certain 
articles of food brought chiefly from 
Asia and Oceania. Mutton and lamb, 
for example, reaching the United States 
chiefly from New Zealand in the closing 
months of 1920 were re-exported in 
very large quantities in the opening 
months of 1921 and the value of this 
single class of foodstuffs brought from 
abroad and re-exported totaled more 


OVERSEAS FINANCE 


than $9,000,000 in the calendar year 
1921 against only $42,000 in 1920, the 
total number of pounds of foreign 
mutton and lamb re-exported in the 
full year 1921 having been 56,589,000 
against 195,600 in the calendar year 
1920, and most of it was brought from 
New Zealand presumably across the 
Pacific and re-sold in part to Europe 
and in smaller part to our neighbors 
in North America. Sugar re-exported 
in the form in which it entered the 
United States amounted in 1921 to $16,- 
324,000 against $5,328,000 in 1920. Pig 
tin, chiefly produced in the Dutch East 
Indies and the Malayan Peninsula, 
showed a total re-export in 1921 of 
802,000 pounds against 665,000 in 1920; 
silk manufactures chiefly from the 
Orient showed a total re-export in 1921 
of $7,894,000 against $4,745,000 in 1920. 
Manufactures of cotton re-exported in 
1921 showed a _ total of $2,092,000 
against $1,260,000 in 1920, laces alone 
showing a total of $663,000 against 
$310,000, while a single class “laces and 
lace articles” showed re-exports of 4,- 
539,000 yards in 1921 against 419,000 


in 1920; cotton cloths 2,402,000 yards 
in 1921 against 2,075,000 in the preced- 
ing year. Shirting cloths of flax, hemp 


or ramie showed a total re-export in 
1921 of $1,318,000 against only $16,- 
000 in 1920; while another product of 
fibers, burlaps, showed re-exports of 
3,705,000 pounds against 3,267,000 in 
the preceding year. Materials for hats, 
bonnets, and hoods imported chiefly 
from the Orient show a total re-export 
of 143,600,000 yards in 1921 against 
64,897,000 in 1920, and furs show a 
total value in the'1921 re-exports of $3,- 
610,000 against $3,103,000 in 1920. 
Leather and manufactures thereof, de- 
spite low purchasing power abroad, 
show re-exports of $714,000 in 1921 
against $593,000 in 1920; motion picture 
films re-exported 900,000 feet in 1921 
against 216,000 in 1920; artificial silk 
re-exported in 1921 totaled $900,000 
against $373,000 in the preceding year; 
and woolen manufactures of foreign 
production totaled in 1921 $1,836,000 
of re-exports against $889,000 in 1920. 


All of these big gains in values of 
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principal items and the comparatively 
small fall off in the grand total in the 
value of re-exports have been made iy 
the face of greatly reduced prices in 
1921 as compared with 1920, suggesting 
that while the total value of re-exports 
is slightly less than that of 1920, the 
quantities are quite as great as in the 
preceding year, while the total value 
of foreign merchandise re-exported in 
the year of trade depression, 1921 js 
still three times as great as in the year 
preceding the opening of the canal, 


Germany’s Pre-War Debt 

The Commerce and Marine Commis 
sion of the American Bankers Associa- 
tion is taking active steps to help block 
the efforts of some German interests, 
and prevent similar action by others, 
to settle, on the basis of the greatly de- 
preciated German paper mark, pre-war 
balances owed American banks in Ger- 
many, according to Fred I. Kent, vice 
president of the Bankers Trust Com- 
pany, New York, and chairman of the 
Commission. 

“Some efforts,” said Mr. Kent, “ have 
already been made to obtain settlement 
of these balances in the present de 
preciated German currency, and it is 
the purpose of the Commission to take 
such action as it properly can, through 
co-operation with the United States 
Government and in conjunction with 
other approved efforts, to prevent the 
making of any settlements on such an 
unfair basis. 

“The Commerce and Marine Commis 
sion,” he stated, “is taking active steps 
to assist in the recovery for Americat 
banks as a whole of pre-war balances 
owed by institutions in Germany, meni 
ber banks of the association have re 
ceived notices, advising them of the 
activity of the Commission and out- 
lining its purpose to help in the re 
covery of such balances at the pre-wal 
(United States entry into the war) 
valuation of the German mark. 


Poland’s Finances 
An interesting account of the prog 
ress which the Poles have made in or 
ganizing their new republic on a firm 
foundation was given recently by Mr. 
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B. F. Castle, of the Irving National 
Bank, upon his return to New York 
after spending eleven months in Poland 
in the bank’s interests. 

“Poland,” he said, “has made con- 
sistent advances in adjusting her poli- 
tical relationship with her neighbor 
countries, and in developing her in- 
dustries and transportation facilities. 
She is one of the few countries in 
Europe which can now feed her popu- 
lation with her own products. The 
great outstanding problem still un- 
solved is that of putting her finances 
on a stable basis. There are in cireu- 
lation more than 230 billion Polish 
marks, and it is absolutely necessary 
that a currency be evolved with an ex- 
change value which will permit the pur- 
chase of raw material and half finished 
articles abroad before she can advance 
commercially. No one, thus far, seems 
to know how this ean be done without 
some form of international co-operation. 

“The country’s statistics on export and 
import trade show a large ‘adverse’ 
balance, but examination of the figures 
reveals that this has been due almost 
entirely to imports of coal that came 
from Upper Silesia. Now that a large 
part of the Silesian coal fields have 
been awarded to Poland, the ‘unfavor- 
able’ balance will be much reduced, and 
it is not too much to expect that in a 
short time it will become ‘favorable.’ ” 


Improvement in Foreign Exchange 

So many reasons are given for the 
appreciation of the international ex- 
changes that it would require consider- 
able space to record them all. The ex- 
perts explain that there are various 
ways of interpreting the movement of 
rates in the foreign exchange markets— 
as reflecting a favorable or unfavorable 
merchandise trade balance of a given 
country, for instance, as reflecting the 
status of the depreciation of its ecur- 
Treney, or, again, as reflecting the de- 
terioration or improvements in the eco- 
nomie and politicial situation generally. 
It is quite clear that it is not the trade 
balances alone which explain the ex- 
traordinary reversal of foreign ex- 
change tendencies which has occurred. 
The balance of merchandise trade 
against Europe and in favor of this 
country has been tremendously reduced, 
but though it is smaller than at any 
time since 1914, in the early months of 
the war, the balance is still in our favor 
and against Europe. We must accept 
as a partial explanation for the advanc- 
ing rates, then, .the serious attempts 
which have been made abroad to meet 
obligations maturing in the United 
States by shipments of gold, the efforts 
to reduce the pyramids of paper money, 
and the steadily changing economic 
and political outlook. 

It is true that political influences re- 
main a controlling circumstance in 
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Chairman: WALTER LEAF. 


BARCELONA: Paseo de Gracia 8 & 10. 
BILBAO: Gran Via 9. 
VALENCIA: Alfredo Calderon 13 & Pascual y Genfs 6. 


AFFILIATED IN IRELAND 


All Cheques on the Ulster Bank will be collected 
ULSTER BANK LIMITED. for Cautomane of this Bank, free of Commission. 


The Bank is represented by Branches or-Agents in all the Principal Cities and 
Towns of the United Kingdom and has Correspondents throughout the World. 
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Skandinaviska 


Kreditaktieblaget 


GOTHENBURG STOCKHOLM 


MALMO ; 
BRANCHES IN ALL PARTS OF SWEDEN 


Paid-Up Capital & Reserves Kr. 182,000,000 


BANKING Business of Every Description Transacted. The 


Bank affords every facility for transactions between Scandi- 


navia and the United States. 





foreign 


financial affairs, but that is provement in that country’s position 


‘are 
rectify their trade balances, their bud- 


bound to be true for a long time to 
come, so interwoven are _ old-word 
polities and finance. At the same time 
it is manifest that the European trade 
situation is steadily improving, and that 
the countries outside Central Europe 
at last seeking determinedly to 


gets and their currency.. So far as 
Great Britain is concerned, no doubt 


ean be entertained regarding the im- 


in world trade and finance, nor regard- 
ing the progress in the direction of 
balancing public expenditures by rev- 
enues and in the direction of reducing 
the floating debt. The latest published 
statement of the Bank of England 
showed the volume of outstanding war- 
time currency notes to be the smallest 
since the armistice was signed, the de- 
cline from the high record being 18 per 
cent. The war-time paper currency of 
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WILLIAMS DEACON’S BANK 


LIMITED 


Estantisuen 1836 


MEMBERS OF THE LONDON BANKERS CLEARING HOUSE 
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$5=£1 
Capital Subscribed - - - - - $ 40,625,000 
Capital Paid Up - - - - - - 9,375,000 
Reserve Fund - - - - - 5,000,000 
Deposits at 31st Dec., 1920 ~ - - - 194,000,000 












LONDON OFFICE 20, BIRCHIN LANE, E.C. 
MANCHESTER OFFICE MOSLEY STREET 
SHEFFIELD BOLTON OLDHAM 


ROCHDALE 
And 142 other Offices chiefly in th 


manufacturing Districts of 
LANCASHIRE, YORKSHIRE, HESHIRE, DERBYSHIRE 


and STAFFORDSHIRE. 






The Bank is prepared to act as Agents for American Banks on usual Terms 


FOREIGN EXCHANGE AND AGENCY DEPARTMENT YORK STREET 
AGENCY OF THE ANGLO-SOUTH AMERICAN BANK, Ltp. } MANCHESTER 


AGENTS FOR THE ane a BANK, ve. 


LENT CTT 














DEN DANSKE 
LANDMANDSBANK 


Hypothek-og Vekselbank 


Copenhagen 
(Denmark) 


Capital fully paid 100 Million Kroner 
Reserve ---- 50 Million Kroner 


The Bank Transacts 
every kind of 


Legitimate Banking Business 
Telegraphic Address - - 
52 PROVINCIAL BRANCHES 


‘‘Landmandsbank”’ 




















the Bank of France is down 9 per cent The First National Bank of Stoyes- 


from its 1920 maximum.—The Mechan- town, Pennsylvania, is to erect a new 
ics & Metals National Bank, New York. banking home on the site of the old 
Custer House. Work is under way. 
Plans are being drawn for the eree- i 





Hugh A. MeMullen recently 
as president of the Liberty Trust Com- 
pany of Cumberland, Md. T. L. Pierce 
of the New York Trust Company, N. Y. 
succeeds him. 


tion of a six story bank and office build- resigned 
ing for the State Bank and Trust Com- 


pany, Evanston, Illinois. 

F. E. Smith has accepted the cashier- 
ship of the Home State Bank, Wilson- 
ville, Nebraska. He sueceeds Mr. 
Plymesser, who has retired. 


The investment house of Logan & 
Bryan, New York, has opened a branch 
office in the Hotel Vanderbilt, under the 
management of J. Newcomb Marshall. 


The First National Bank, Walling- —_——— 
ford, Conneetieut, will soon begin con- Architect has been selected to pre- 


struction on a new home. The structure 
will be of reinforced conerete construc- 
tion with Indiana limestone front. 


pare plans for remodeling the banking 
quarters of the Farmers Trust Com- 
pany of Marion, Indiana. 





BANKERS MONTHLY 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 








APRIL, 


for 


1922 













WANTED! A TRADE NAME 
(Continued from page 27) 
plugged to the roof with stoves, or yap. 
ping about a buyer’s strike, or some. 
thing. The Empire people made a bid 
for a car load of our Number Three, 
provided we’d shave an additional ten 

per cent off the price.” 

“You didn’t—?”’ 

“Not on your tintype, vou Old Ted- 
Head! Not the way stoves have been 
selling these two years.” 

“Bully for you!” Truman compli- 
mented his younger brother. ‘We don't 
need the business, and there’s no reason 
for cutting prices. The orders on our 
books will run the shop another four 
months to capacity. I'd let the Empire 
people alone for a while—make them 
beg us for stoves, as they’ve done lots 
of times.” He meditated a while, and 
then added, the thought apparently just 
coming to him, “It is odd, though, that 
mighty few orders have come to us in 
the mail while you’ve been on this last 
trip.” 

For the next three or four days Hal 
remained at home, the intention 
being to start out again the following 
Monday. On the morning of that day, 
he visited Hays Bros. office for a part- 
ing talk with Truman, and to leave with 
him the itinerary of his proposed next 
trip. 

On entering the office, he serutinized 
the firm’s orderbook, as being the one 
angle of their business in whieh he was 
primarily interested. What he found 
on the pages of this book made him, for 
the moment, forget to draw on the cig- 
arette which he was smoking. 

“Who spilled all the red ink on the 
orderbook?” he complained angrily. 
“Looks like a kid’s copybook; Truman, 
what’s the joke?” 

“No was Truman's 
slow reply, and his face was sober, even 
to the extent of being serious. ‘“Four- 
teen cancellations in three days—they’ve 
come mostly by telegraph with mail con- 
firmations hot on the trail. Here they 
are,” offering Hal a file of papers. 
“They total about five weeks’ output 
of our shop.” 

“Holy Smoke!” ejaculated Hal, the 
next instant, as his eye glanced over 
the first telegram with its attached letter. 

“That Milwaukee concern—our biggest 
customer! We never could shoot ’em 
stoves fast enough—and here they send 
us a-hold-off. Can you beat it?” 

Leaning on the window sill, Hal read 
through the pile of cancellations, his 
fingers growing more nervous all the 
while. He muttered to himself over the 
succession of requests to withhold ship- 
ments, together with outright 
cancellations. He was puzzled, and his 
light-hearted, care-free, face was deeply 
set with the import of what he found. 


his 


joke—about it,” 





several 


Truman waited until the bottom of 
the lot of papers was reached. 
“Hal!” and Hal started at the word, 80 
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wrought up was he. ‘“Something’s 
wrong. Instead of following this itiner- 
ary for the next two weeks, you take the 
frst train for Milwaukee. Find out 
what’s the trouble with that concern, and 
—and then, it might be a good idea to 
stop off and see the Empire people. 
After all—imaybe, we’d be wise to take 
on that order for a car load from them 
—even with the ‘ten off.’ Your last 
two weeks on the road netted us noth- 
ing at all.” 

“Was something of a frost!’ and Hal 
feigned his usual lightness of manner. 
Beneath all his careless slang he did, 
however, begin to grasp the seriousness 
of a lack of orders. 

“With all these cancellations tumbling 
over our heads,” continued Truman in 
most sober tones, “it’s about time for 
Hays Bros. to discover the cause.” 

Hal went. 

He was gone the entire week. Neither 
letter nor telegram from him came to 
the office during all the interval of his 
absence. When he did return in person, 
it was with a face worn with fatigue 
and worry—his usual cheeriness entirely 
missing—that he burst into the office. 

“All hell’s broke loose!” was the bomb 
that he dropped on his waiting brother. 
“You ought to ’phone that banker Rus- 
sell and give him three cheers for making 
you ean that order for pig iron. Hays 
Bros. won’t need the stuff—not in six 
months.” 

“Hal, for God’s sake talk sense!” 
objected Truman, who was startled at 
his brother’s abruptness. “Business is 
too serious. just now for vour foolish- 
ness. What’s the matter?” 

“Matter?” and the impulsive Hal was 
almost shouting. “If you’d been with 
me, youd know. I ealled on that Mil- 
waukee outfit, and tried to josh ’em 
about holding up shipments, and—hit 
me with a feather—they handed me a 
jolt. They—they’re done with Hays 
Bros. !” 

“Yes,” assented Truman, with dis- 
couragement in his voice. “A letter’s 
come from them—about ten words long 
—cancelling everything.” 

“What in blazes made you show them 
your red hair last month, when they 
asked for an allowance?” shot out Hal, 
thoroughly irritated in his desire to lay 
on somebody the blame for the loss of 
their best customer. 

“Because,” and dogged determination 
Was in Truman’s voice, “because we've 
hever made allowances—to anybody. 
That Milwaukee concern wanted ad- 
justment for baek-plates on thirty-two 
stoves in one car load. I told them to 
file claim against the railroad. Such 
& come-back on us is ridiculous.” 

“Oh, you better believe they pulled 
your letter on me, all right. 
Was a scorcher, but believe me, Truman, 
that Milwaukee gang’s red-hot now. 
They snaked me out to their w arehouse, 
and plumped me against every single one 








It sure : 


. those thirty-two stoves. 


“You don’t say so!” and Truman 






LONDON JOINT CITY & 


CHAIRMAN: 
The Right Hon. 
JOINT MANAGING DIRECTORS: 





F. HYDE E. W. WOOLLEY 
December 3ist, 1921 

Authorised Capital - - - - - = = 
Subscribed Capital- = - - - - = © 

LIABILITIES 
Paid-up Capital - - = - - - 
Reserve Fund - - ~ - 
Current, Deposit & atte Ancounts 
(including Profit Balance) - —_ = 
Acceptances & Engagements - = - 
ASSETS 

Coin, Notes & Balances with Bank 
of England - - - - - - 


Balances with, & Cheques me course 
of Collection on other Banks in 


the United Kingdom  - - - - 
Money at Call & Short Notice= <©- - 
Investments - - - - - ~ - 
Bills Discounted - - - = |= - 
Advances - - = ~ - - - 


Liabilities of Customers. for Accept- 
ances & ee - - - 
Bank Premises - - - 
Shares of Beifast a Co. Ltd. & 
The _Clydesdale Bank Ltd. - - 





MIDLAND BANK LIMITED 


R. McKENNA 


£45,200,000 


38,117,103 





£ 
10,860,852 - 
10,860,852 


376,578,579 


19,848,322 


59,989,012 


12,802,707 
11,651,497 
56,758,808 
72,118,034 


176,779,261 


19,848,322 
4,942,299 


3,258,665 


HEAD OFFICE: 5, THREADNEEDLE STREET, LONDON, E.C. 2 
OVER 1600 OFFICES IN ENGLAND AND WALES 


O¥erseas Branch: 65 & 66, Old Broad Street, London, E.C. 2 


AFFILIATED BANKS: 


BELFAST BANKING COMPANY LIMITED 


OVER 110 OFFICES IN IRELAND 


THE CLYDESDALE BANK LIMITED 


OVER 160 OFFICES IN SCOTLAND 


Their kick’s 


wrong that time,’ words: 


“Those stoves 


smiled Hal, gaily, with droop. 


The eastings of those back- 


Now it’s got 


and we’re—well, 
ditched! Your 
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wilted, disheartgned, down into his chair, 
ie all the determination of his will 
“Against the railroad!” broke in Tru- 
testily. “The goods must have 
been damaged in transit.” 

“You barked 
laughed Hal, with momentary return of 
his light-hearted spirits. 
were biffed in our own,shop, not—” 

“Impossible!” was Truman’s snappish 
retort. 

“Easy, boy!” 
a disclaiming gesture of his hand. Our 
shop’s left its mark, plain as John Han- 
cock’s fist. 


for the moment, as his head sunk down 
Hal talked on, but 
Truman appeared not to hear, until the 


“And I promised to ship them thirty- 
two backs to replace them.” 

“Will that hold their business ?” 
the quick question, as Truman’s 
bobbed up again from its discouraged 

“I tried—to make the riffle’ 
Hal slowly, and with an apologetic air, 
“but I was sucked under. 
plates were cracked and then the cracks been using our 
were filled up with black paint. We 
saved money on our payroll by dropping 
that inspector of Mr. 
the castings department. 






















































That outfit’s 
stoves to fill 
because they haven’t been able to get 
enough from their regular connection. 
Kilroy’s out in Now along come the other fellows and 
promise to ship them all they want— 

Truman, we’re just 
stubborn sereed of 
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letter brought down the roof, but it was 
coming to us all the same.” 

“Aren’t you salesman enough to hold 
them?” asked Truman, clutching for 


some hope. 


“Tt’s not a matter of selling,’ and 
Hal’s breeziness was now altogether miss- 
ing, as he added, dejectedly, “It’s the 
stoves! Their regular connection sells 
with a money-back guarantee; and they 
have built up a trade name for their 
stoves. Householders ask for stoves by 
that name. The Milwaukee people have 
been substituting ours, explaining that 
the others couldn’t be obtained.” 

“Why can’t they continueto substitute? 
It’s up to you, Hal, to MAKE them see 
a 

“Can’t be done!” After a moment’s 
moody thought, he continued, “You see, 
Truman, buyers have been desperate to 
get stuff for more than a year. Any old 
thing would go, because they weren’t 
critical, but now—now it’s different. 
The Milwaukee concern can obtain the 
established line of stoves. We've been 
selling them—well, just stoves, I guess. 
Not even our name on them. We're 
kicked out of that market—because we 





haven’t built up a reputation for our 
wares.” 

“That’s a damned discouraging mess!” 
groaned Truman, as he slouched down 
further into the depths of his chair. 
“Did you move that car load of Number 
Three on the Empire people?” 

“Saw ’em vesterday,” responded Hal. 
“T poked your ‘ten off’ at ’em, and stuck 
on two per cent more for bait, but they 
didn’t rise, not even for a nibble. And, 
say, Truman! That wasn’t any slush 
Old Russell down at the bank was giving 
vou. Why, every hick dealer in the 
U. S. A’s drawing into his hole. If 
the banks everywhere keep dosing ’em 
with this ‘reduce inventory’ dope, and 
stick ’em by demanding payment of 
their borrowed money—why, Truman, 
if they keep that up for another two 
weeks, we'll not be the only factory with 
its windows boarded up.” 

“You've guessed it, then?” and a re- 
lieved expression appeared on Truman’s 
face. It was plain indication of how 
much he had dreaded making the neces- 
sary announcement to his brother. He 
reached for a mass of papers on his 
desk. The sheets were crumpled from 
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repeated handlings, and they were each 
besmirched with “checks” and “re 
checks” in blue and red, together with 
various pencilled annotations. 

“These,” and his voice was a hoarse 
whisper, “are more _ cancellations, 
They’ve been sliding in like an avalanche 
since you went away last Monday. At 
present indications, we'll easily ship 
every unfilled order within the next ten 
days.” 

“And only a week ago, we were booked 
tighter’n a drum for four months 
ahead.” Even Hal, with the revelations 
of the week among their customers, was 
not prepared for such a slump in orders, 

“Exactly,” groaned Truman. “And.” 
his face brightened with a mischievous 
wink of exultation, “I’ve done the same 
thing to the other fellow; I’ve can. 
celled our orders for—for everything. 
We'll have lots of company, if we're 
idle.” 

“You're off the track!” ejaculated Hal, 
“at least so far as stoves are concerned. 
During the week that I’ve been gone, I 
called on seven of the fourteen outfits 
that bucked on us last week, in addition 
to the two I’ve reported about. Every 
one of them is buying stoves, right now 
—not’s many as they were, but they're 
buying—some. They handed me all 
sorts of reasons for giving us the shoul- 
der, but, Truman, I’ve got it doped out 
to this: 

“While everything was shooting high, 
a stove was a stove—ours as good as the 
best known make. Now, the bottom’s 
dropped out of demand. We are getting 
the merry Ta! Ta! at every front door, 
beeause ours has no established name. 
Nobody knows our stove, because—be- 
cause it’s not advertised!” 

True to the brothers’ forebodings, the 
end came quickly. In another two weeks 
Hays Bros. had, due to lack of orders, 
reduced their working force to three 
men. The two brothers, in their jeans, 
joined efforts to the work of these three 
men, to assemble stoves from the raw 
material on hand. Only such supplies 
were purchased as were required to work 
up the raw material in the shop. 

By this process their expenses were 
cut off, and such eash as flowed into their 
treasury was conserved. When, there- 
fore, the sixty day note matured, they 
were prepared to meet it, making al 
oceasion of the event by going together 
to the bank for that purpose. 

“You’re shut down, I am told,” was 
President Russell’s non-committal com- 
ment. “I notice, however,” as he con- 
sulted a card from his private filing 
cabinet, “that your account with this 
bank is in fine shape.” 

“Not busted by a long shot,” was 
Hal’s impulsive response, “even if we 
are boarded up.” 

“Just deflated—is that it?” suggested 
Mr. Russell, with a knowing smile. 

“Yes, sir, you’ve hit it,” was Truman’s 
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more deliberate reply. “The air’s out 
of our bubble.” 

Although the two brothers had, within 
a few weeks, endured the chagrin of 
having their hustling business dwindle 
down to nothing, both Truman and Hal 
stood in the presence of their banker 
straight and square in their young man- 
hood of hope and courage. The banker 
listened closely as Truman explained: 


“Were young, and—and, well, we’ve 
learned a lot of business fundamentals 
since I talked with you last time— 
sixty days ago. Things have come thick 
and fast and—” 


“Don’t be discouraged,” interrupted 
Mr. Russell. “The experience will be—” 

‘We're not, sir”’ was Truman’s con- 
fident rejoinder. “We’ve done a lot of 
thinking these last weeks. You know, 
Mr. Russell, a red-head usually gets what 
he’s after. I’m red headed. I am de- 
termined to make a success of the stove 
business. While orders are slack, as 
they promise to be for a long time, 
we're planning to improve our patterns, 
and Hal has already begun to study 
every book he can find on salesmanship, 
and,” with a sly glance at the blushing 
younger brother, “and to learn some 
business English as a substitute for all 
that slang of his.” 

Without stopping the flow of his talk, 
Mr. Russell nodded a smiling assent, 
indicating a sort of paternal approval 
of their decision, while Truman pro- 
ceeded to explain their plans. 


“We've got to think out a trade name, 
and we'll manufacture a stove that’s 
FIT to advertise. Thanks to what we’ve 
made these two years, neither of our 
families will starve. We'll begin in a 
small way, because our capital is lim- 
ited, but, Mr. Russell, we’re going to 
guarantee our stoves, advertise them de- 
eently, and build for the future.” 


“Boys,” and the banker’s ordinary 
colorless manner had become enthusi- 
asm, “you’re headed right. If you make 
a good stove, and create a dependable 
market by judicious advertising, as you 
plan, the future of your business is as- 
sured. An established line of merchan- 
dise is an asset in the eyes of a bank.” 
He laid a hand on the shoulder of each 
of them in fatherly fashion, and gave 
them the encouragement: 

“This bank will help you if you plan 
for the future—and remember that when 
you need help, you can have a loan.” 


Foreign Trade Covention 


More than one hundred trade ad- 
visers will be at the service of those who 
attend the Ninth National Foreign 
Trade Convention in Philadelphia May 
10th, 11th and 12th, according to 
present plans. These trade advisers 
will give information on any foreign 
trade question, and advice as how best 
fo handle the problem. All of them 
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are business men. who have spent years 
in foreign trade. 


These trade advisers are especially 
selected from industrial, commercial 
and financial institutions throughout 
the country whose operations have ex- 
tended to every quarter of the globe. 
They have been chosen for what they 
have done, as well as what they know. 

A special delegation of Government 
experts from Washington will also be 
available for consultation. Consuls, 
commercial attaches, trade commis- 
sioners, economic and statistical experts 
will be at the service of all delegates to 
the convention. 


The board of directors of the Re- 
liance State Bank, Chicago, declared at 
the March monthly meeting the regula 
quarterly dividend of $2.00 per share 
payable April 1, 1922 to stockholders 
of record March 31, 1922. 
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Work is under way on improving the 
banking rooms of the People’s Bank, 
Waukegan, Illinois. The exterior will 
be of gray stone construction. 


Contract for the erection of a new 
building for the Broadway State Bank, 
Fort Wayne, Indiana, has _ been 
awarded. Work is now under way. 


S. G. Druschel has been elected pres- 
ident of the Jackson County State Bank, 
Edna, Texas. 


Architects are working on plans for 
a new bank and office building for the 
National Bank of Commerce, Tulsa, 
Oklahoma. Work will begin shortly. 


The Albany, Illinois, First Trust and 
Savings Bank, recently moved into its 
new building. It is of brick and con- 
crete construction. 













































































































































































































































































































































































































































































Activity in Preferred Stocks 

For the last several months there has 
been a steadily increasing interest shown 
in good bonds and prices have advanced 
materially. The last six months of 1921 
broke all records in trading in bonds on 
the New York Stock Exchange, and 
while statistics are not available for the 
volume of trading in unlisted bonds, it 
is the belief that the business for the 
final six months of last year in unlisted 
bond issues, especially public utilities, 
was the largest ever done in a similar 
period of time. Another class of in- 
vestment preferred stocks, 
while advancing to some extent and 
becoming more active, have not shared 
in the activity to the same extent as 
have bonds. In December, 1921, for a 
time it appeared that a good preferred 
stock market under way, but a 
large number of attractive bond offer- 
ings detracted from the interest being 
shown in the preferred issues and they 
did not make the expected progress. 
At the present time there are probably 
many more investment bargains in the 
preferred stock list than there are in 
the bond list, and it is the belief of 
many investment bankers that within 
the next few months there will be an 
awakening of investors to the oppor- 
tunities afforded through the purchase 
of good preferred stocks, and it is an- 
ticipated that a much more active 
market will be seen in these issues with- 
in a short time. 

Advices from London indicate that 
there has been in the last few weeks ,a 
marked revival in aetivity in preferred 
stocks in that market. Preference 
shares and debentures have taken the 
lead in the London investment market 
and there have been some quite notable 
advances in many of the good pref- 
erence issues. In a recent issue, The 
Financier of London had the following 
to say regarding the increasing interest 
being shown in debentures and pref- 
erence shares by British investors: 

“Among the indications that market 
interest is broadening there is perhaps 
none more significant than the general 
trend of investment recently. For a 
considerable time it was mainly directed 
to Government and gilt edged stocks, a 
fact which caused substantial apprecia- 
tion in values almost to the end of 1921. 


securities, 


was 


Since then increasing attention has been 
paid to sound high-yielding debentures 
of an industrial description, to some of 
which we directed attention about a 
month ago. There has been a hardening 
tendeney in such securities, indicative of 
steady buying on the part of the dis- 
cerning public, and now there are signs 
of inereased interest in good prefer- 
ence shares. Not only have these con- 
secutive movements furnished interest- 
ing and hopeful indications for the 
future but they are essentially on sound 
lines. There can be no doubt that in- 
dustrial and similar preference shares 
have been unduly neglected for a econ- 
siderable period and that they can now 
be purchased on decidedly favorable 
terms. 

“The broad aspects of investments of 
this kind are comparatively simple. 
Though the nominal rates of dividend 
are, In many not particularly 
high, the fact that the claim of such 
shares on profits is antecedent to that 
of the ordinary shares gives them in 
most cases more than adequate security, 
especially if the distribution is cumu- 
lative. Even should a temporary streak 
of bad luck by the company concerned 
be struck, the preference shareholder 
has nothing worse to face than payment 
being delayed. It must, of course, be 
taken into account that a company too 
heavily capitalized, and _ particularly 
so handicapped by having an undue 
proportion of eapital in the shape of 
prior securities, often does not offer to 
the investor preference shares actually 
immune from real risks, as some recent 
instances have shown. A prudent and 
careful man, however, has no very dif- 
ficult task before him in this matter. If 
ordinary care be taken to ascertain the 
financial position’ of- the company in 
question, and also its dividend record, 
the risk can be reduced to such a mini- 
mum as to be practically negligible.”— 
Henry L. Doherty & Co., New York. 


eases, 


The Investment Market 

The past month- has witnessed no 
great change in the investment situa- 
tion. Average yields at the market 
price have declined slightly on railroad 
bonds, industrials and liberties and con- 
siderable more on municipals. Public 
utilities, on the other hand, show a 
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slight movement in the other direction, 
Fundamental factors which determine 
the dominant tendencies in the market 
continue favorable to an advance in 
price on all investment bonds, but it 
is impossible to predict the rapidity of 
the upward movement or its probable 
extent. 

One influence, which may prove to be 
the determining one, is that of the 
volume of new financing. Bonds have 
become a widely recognized investment 
medium and it is diffieult to estimate at 
any given time the volume of new seewr- 
ities which 


can be readily absorbed, 
Funds available for investment puw- 
poses may go into several different 


channels and the rate of flow. into any 
one of these will be determined by a 
number of Just at present 
bonds are in a position to attract a 
very large share of such funds but 
should the volume of offerings exceed 
the supply of investment funds over 
any considerable period, the result is 
certain to be a halt in the price advance 
or if the excess of offering be great 
enough, a decided price reaction. The 
prospect of an enormous bond issue by 
the government for the financing of the 
Soldiers’ Bonus is at present perhaps 
the greatest obstacle to the natural 
movement of bonds to higher price 
levels and until the uncertainty in this 
situation is removed, we may expect 
the market to remain more or less dull. 
—Citizens National Bank, Los Angeles. 


factors. 


Business Outlook Promising 

In every up-swing from depression 
to prosperity there is a 
secondary reaction during which bus- 
iness either marks time or recedes in 
activity. The past four months have 
apparently constituted such a period. 
In this instance the reaction was coil- 
cident with the year-end when business 
normally quiets down. At such times 
buying by wholesalers and retailers 18 
suspended between buying seasons; 
manufacturers lessen operations for 





period of 


stock-taking and for the making of 
preparations for the coming seasos; 
unemployment increases because of re 
stricted outdoor operations; and ¢on- 
sumer buying falls off following the ab- 
normal purchasing activity stimulated 
sales of the post 


by the cut-price 
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Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
needs of banks in general. 
department a trading department has been 
established which is designed to find markets 
for those who wish to sell, as well as buy. 


In the bond 





Bond Department 


ILLINOIS TRUST 
& SAVINGS BANK 


La Salle at Jackson:--Chicago 


Roger K. Ballard 
Manager Bond Department 


Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 
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M. H. Bent 
Ass’t Manager Bond Department 





holiday season. When these things are 
taken at their face value and to them 
are added such factors as the extremely 
high business mortality of the past two 
months, the apparent deadlock in the 
labor situation, the improbability of 
early relief from high freight rates, 
the possibility of additional taxes, and 
the delayed action on the tariff, the 
advent of good times seems remote in- 
deed. But the mistake lies in consider- 
ing these things as dynamic causes, 
rather than as static after-effects of 
the struggle to place business on a new 
plane of adjustment. They are in 
reality signs of convalescence and not 
symptoms of disease. 


Instead of causing apprehension the 
enumerated factors in the present situa- 
tion are conclusive of confidence, since 
they indicate a careful, if deliberate, 
progress toward the goal of normal 
business—The National Bank of the 
Republic, Chicago. 


Steel Industry Stabilizing 

There is in ‘evidence a very gradual 
improvement in steel plant operations 
as well as in steel demand. Indeed 
January ingot output was much larger 
than that of December and only slightly 
under that of October. Demand for 
some months has been more and more 
limited to tonnages for immediate de- 
livery, as the growing expectation of 





lower freight rates, and thereby lower 


prices, militated effectually against 
buying in any large volume for future 
delivery. More recently, however, the 
belief has gaind ground that prices for 
steel, under stress of severe competi- 
tion, have already discounted in large 


part the possible advantage which 
might acerue by waiting for lower 


fright tariffs. In faet the advance re- 
cently in pig iron quotations in this 
district arouse the hope of a similar 
movements in steel prices, especially as 
railroad inquiries are inereasing while 
requirements from equipment manu- 
facturers and structural builders are 
swelling in volume. Thus far much 
steel business has been taken at a loss 
with the idea of keeping mill organiza- 
tions together, but during recent weeks 
it has become more and more evident 
that manufacturers are unwilling to 
continue longer this unsatisfactory state 
of affairs—The National Bank of the 
Republic, Chicago. 





Heavy Increase in Business Failures 

Commercial failures in 1921 num- 
bered 19,817, the largest number of 
failures for any year except 1915. The 
liabilities involved, $689,000,000, were 
the largest on record. According to 
Bradstreet’s, however, the rate of bus- 
iness mortality was only .97 per cent. 
compared with a rate of 1.5 per cent. 
from 1881 to 1898, .76 per cent from 
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1898 to 1920, and .94 per cent for ‘the 
whole 40 years, 1881-1920, inelusive. 
The conclusion is that engaging in. bus- 
iness enterprises is becoming less haz- 
ardous. Improved eredit methods and 
the greater stability of banking since ° 
the Federal Reserve System went into 
effect have had much to do with lower- 
ing the percentage of failing ‘firms. 
Sudden and disastrous panies caused by 
scarcity of money and violent contrae- 
tion of banking reserves, hurried calling 
of loans, ete., are not any longer to be 
feared. 

Most people would be inclined to say 
that the majgrity of failures were due 
to adverse conditions in the business 
world. Bradstreet’s study of failures 
points to the contrary. Even in such a 
depressed year as 1921, this authority 
finds that 74.8 per cent of failures were 
due to faults inherent in the individual, 
while in 1920 the proportion of failures 
attributed to individual deficiencies was 
86.1 per cent. Incompetence and lack of 
capital together accounted for over 
three-fifths of failures in 1921. These 
conclusions, if well founded, go to show 
that too much of the blame for poor 
results in 1921 has been laid upon such 
factors as demand, prices, credit, ete., 
and too little upon lack of individual 
foresight, judgment, and ability to 
make adjustments as conditions eall for 
them.—First Wisconsin National Bank, 
Milwaukee. 
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Holds Art Exhibit 

The second annual exhibit of paint- 
ings by local artists is being held at the 
Noel State Bank, Chicago. 

Last year the exhibit was received with 
much popular acclaim and was so suc- 
cessful from the standpoint of attend- 
ance, that-yielding to the insistent de- 
mand of many art lovers who are also 
customers of the institution it was de- 
cided to hold the exhibit every year. 

The exhibits will be changed weekly 
to give the public something new to in- 
spect regularly. Inspection is free to 
the public during the regular banking 
hours. 


On Friendly Terms 
Little Louise was lost on the street 





and was brought into the police station. 
The officers tried in every way to learn 
her name. Finally one of the officers 
said: 

“What name does, your mother call 
your father?” 

“Why,” said Louise, very innocently, 
‘she don’t call him any name; _ she 
likes him.”—Harper’s Magazine. 


‘ 


Foundation has been laid for a two 
story bank building for the Peoples 
Bank & Trust Company, Wilson, North 
Carolina. Work will be rushed to 
completion for early occupancy. 


Howard I. Shepherd of New York 
has been elected a vice-president of the 
Guardian Savings & Trust Company, 
Cleveland, Ohio. 
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Gas Rate Decision 

Much more than local importance js 
likely to be attached to the decision of 
the United States Supreme Court, hold- 
ing that statutory rates of 80 cents main- 
tained for gas in New York in 1918 and 
1919 were confiscatory. The Court 
unanimously held to the opinion that 
the rate was. confiscatory, and that mere 
past suecess would not support a de 
mand that the defendant company 
should run at a loss. The Court also 
invoked the old rule against the con- 
fiseation of propetry, saying: “The 
public has no such right in respect to 
private property, although dedicated to 
public use.” 

The significance of this incident lies 
largely in the fact that the highest court 
in the land has taken a unanimous posi- 
tion against rates or returns for public 
utilities that are unjustly or inequitably 
low. Moreover, it makes a broad though 
implied recognition of the economic 
changes that have affected the industry 
of the country in the last few years, 
which have tended to render null and 
void from the standpoint of equity the 
regulations as well as the rates put into 
force by legislatures and state and mu- 
nicipal commissions. Under the surface, 
the Supreme Court takes the stand that 
private property, even if devoted to pub- 
lie service, cannot be confiscated or sub- 
jected to the rules or saddled with re- 
turns that are so low as to be not only 
unprofitable, but unjust. 


The public utilities have had inter- 
preted for them a new “rule of reason,” 
and the dictum of our highest court will 
give confidence to the small investor in 
public utility issues and to constructive 
capital that is devoted to this class of 
enterprises. The only unfortunate fea- 
ture is that the decision comes late to 
correct an abuse that has been crying 
for remedy for several years, in fact 
ever since public utility concerns have 
been caught between the upper and 
nether mill stones of increasing costs 
and fixed returns. Nevertheless, as an 
enunciation of principle, it is a notable 
contribution to the jurisprudence af- 
feeting business. 

It should not be understood that this 
is a decision in favor of corporations. 
It is an interpretation of justice. The 
tendency of the times is toward a work- 
able equilibrium. Only a short time 
ago the Public Service Commission of 
New Jersey reduced the gas rate from 
$1.40 per thousand to $1.25. This ac- 
tion demonstrates that the public need 
not fear that its rights will be usurped. 
The trend is toward fair play, and where 
inequalities or injustices exist the rem- 
edy it at hand to be applied.—W. J. 
Wollman & Co., New York. 


Preliminary plans are being drawn 
for a new home for the Minneapolis, 
Minnesota, National Bank, It will be 


of brick and terra cotta construction. 
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SOME OF ,THE REASONS WHY 
BANKS LOSE BUSINESS 


(Continued from page 28) 
mind, then,” said the patron, and taking 
his bank roll he left the bank. 

The same day, he went to a Federal 
reserve bank, where he learned there 
was a large block of the certificates he 
wanted, available, made his purchase, 
and returned home. Needless to say, 
his faith in his bank was considerably 
shattered, and he has opened with an- 
other one across the street. 

As it was in the army, so it is in a 
bank. It will be no better than its 
officers make it. Their conduct is re- 
flected throughout the bank in its en- 
tirety, and their impression, in turn, 
will be that. which the eustomer receives. 

Not long ago the western represen- 
tative of a large manufacturing concern 
was looking for a banking connection. 
In the course of our conversation he 
said: “I entered, at the noon hour, 
what I believed quite a substantial bank 
for a mid-western city and _ received 
quite a shock! When I looked around 
I found all the officials lounging about 
with their feet up in the air smoking 
cigarettes! As I had just come from 
Boston,” he continued, “it was too much 
for me and I went out!” 

Moral: Be on the job! A _ business- 
like atmosphere promotes more bus- 
iness. 

One large bank in the northwest 
handled the noon-hour situation by 
establishing reliefs. The desks were 
always covered by responsible men, and 
they were always prepared to do bus- 
iness. 

The fact that a bank’s customers 
comprise almost every line of human 
endeavor, and that many of them often 
handle commodities used in the banks’ 
operation, sometimes occasions an anom- 
alous situation. 

Obviously, if a bank is doing business 
with one hundred printers, it cannot 
reciprocate with all of them. If the 
bank was to ask even part of them to 
submit bids on prices, it would never 
find time to do anything else. Still, 
there is a widespread belief that there 
is unfair discrimination on the part of 
banks, who it is claimed often overlook 
their oldest customers. 

Twenty-five years ago a small mer- 
thant entered a bank in the middle 
west where he carried his personal ac- 
count for the purpose of soliciting some 
of the company’s business. 

“Well,” I said, in the course of our 
conversation, “How did you come out?” 
“l received a gruff refusal,” he replied. 
“Too busy?” I inquired. “Not inter- 
ested,” he returned. “And you are 
still banking with them?” I asked. 


& e ‘ 
Oh, yes,” he said, “I have my personal 


account there, but that is all.” 
Here was a man that had nursed a 
grudge against the bank for more than 


a score of years. It was not his refusal, 
he said that hurt, it was the way he had 
been refused, and this he could not 
forget. 

If banks are to hold the good will of 
their customers who have goods to sell 
that the bank purchases, it will only be 
by exercising considerable patience and 
by maintaining a courteous businesslike 
policy that this end will be realized. 

With the dawn of a new era in 
banking comes a closer personal rela- 
tion between banker and client. The 
hedgehog attitude toward the public 
has gone forever. With the growth of 
competition, and the ramifications of 
our commercial structure broadening 
each year the character of its service, 
it is to be hoped a new bond of sym- 
pathy will result between the banker 
and his customers. 


The Guarantee State Janko 
Frisco, Texas, has elected H. J. Taylor, 
Jr., president; G. D. Antwyler, vice- 
president; C. L. Savage, cashier, and 
C. A. Covington and J. H. Gerrish, 
assistant cashiers. 


The directors of the Forest Park, 


Illinois, State Bank, have elected the: 


following officers: Albert Toos, pres- 
ident; August Thode, vice-president; 
Albert C. Ross, cashier, and Fred C. 
Becker, assistant cashier. 






































































































Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


‘When Your Clients 
Ask You About Securities 


T is your duty as their financial counsellor 
to recommend such bonds as you feel 
will best meet their individual requirements. 


For many years we have specialized in 
the underwriting and distribution of entire 
original issues of First Mortgage Bonds— 
obligations of fundamental industries whose 
products are classed as essentials. 


OUR LIST OF CURRENT OFFERINGS 
WILL BE MAILED UPON REQUEST 


Hyney, Emerson & Co. 
359 S. LaSalle St., Chicago 


James H, Garvey, assistant cashier of 
the First National Bank, St. Joseph, 
Missouri, has resigned to accept a posi- 
tion in the promotion department of 
the Citizens Finance Company, St. 
Louis, Missouri. 


C. C. Finklea was recently elected 
president of the Farmers & Merchants 
Bank, Pamplico, South Carolina. 

Howard G. Pratt is now vice-pres- 
ident of the Hastings, Nebraska, State 
Bank. He recently bought an interest 
in the institution. 


EK. A. Gilfillin has been eleeted active 
vice-president of the Norwood National 
Bank, Greenville, South Carolina. 

The Farmers State Savings Bank, St. 
Johns, Michigan, has appointed Leslie 
T. Brown eashier. 


J. I. Erb has been made assistant 
treasurer of the Reliance Savings & 
Loan Company, Cleveland, Ohio. 


The Farmers & Merchants State 
Bank, Hutto, Texas, has appointed ~ 


August Swenson, president; A. Paul 
‘Nelson, vice-president; A. W. Swenson, 
cashier, and Miss J. Mauritz, assistant 
cashier. 
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| LIFE INSURANCE AS 
\ IT AIDS BUSINESS 
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LET US SELL 
YOUR COAL 


| As your sales manager, 
the Peabody service can 
|  replacea selling organ- | 
|  izationcostlytoasingle | 
mine by the salesfacil- | 
| ities and contact with | 
| markets established | 
| 
| 








le virtually every business there is an Frequently the best method is to have 
advantage in using some form of life a separate policy issued on the life of 
insurance. It may be to protect the bus- each member and payable to his family 
iness against loss of the brain power of or his estate. An agreement is entered 
an executive; to insure the payment of into by the different members of the 
a deferred obligation; to build up a_ firm that the amount received from in- 
cash reserve immediately available in surance policies at the death of any 
emergency; to purchase the interest of member shall be applied either in fy 
some firm member at his death, paying or on account of his interest in the firm, 
his estate in full without causing finan- leaving the business intact to the survi- 
cial pressure on the business; to pre- ving member or members. 
serve credit in the event of the death are more than 
















In case there 
two members, on the 
of the financial backer, or any one of death of the second, his estate would 









through annual experi- 
ence in marketing mil- 


Sees of tame fer eure several other insurable contingencies. receive his full interest in cash. At the 
| selves and others. | The life insurance adviser should ‘eath of the last survivor, the amount 


| know the essential facts regarding the received by his oe will enable his 
|| | personal and business affairs of his heirs to continue the business indef- 
|} | client, for the amount and kind of pro- initely, or until they can sell it as a live 
|] | tection provided must fit the specific asset. 


PEABODY 


Sales Management 








| | siieaiatiiein In many cases the joint life contraet 

will help you market your : does not give full protection to a firm, 

output to best advantage— | In the event of the death of a firm ft jis just as necessarry for the sur. 
accurate knowledge of mar- || | member it is generally best for the firm \iyvine member or members to have pro- 
kets—and judgment on the and the family of the deceased to have Z 


tection as it was before the first death 
occurred. Another important argument 
is that, following the death of the first 


possibilities of mining and 
marketing which can save 
you expensive experiments in 


his interest paid out to his estate in 
cash, and to have the relation between 










mining operations. Write for the family and the business terminated ember, the survivor or survivors may 
book of facts on Peabody a5 SOOn a5 possible. The proper method not be able to secure new insurance. 
service. to provide a fund for this purpose is life fayen if thev do, it must be taken at @ 


PEABODY insurance. The provision of such iIn- advanced age and at a higher rate 
SAA ODEY |) arene in ims ome nee The canes arta te ae 
Founded 1883 er oe Pa et individual policies held by the survivor 
332 South Michigan Ave. - CHICAGO of the business and of the estate. or survivors at the death of the first 
Operating 36 bituminous mines in11 fields Life insurance premiums should be member will offset the difference in pre- 
rasan cen iewee nds tt weeded charged to the firm in the same manner mium between the individual policies 
as premiums on other forms of insur- and the joint life contract. 
ance. Taking into account the eash The foregoing are correct generalities, 
value of the insurance year by year, the but each situation should be considered 
net expense to the business frequently separately, and the form of policy 
is less than other forms of insurance or- fitted to it—Corn Exchange National 
dinarily purchased. Bank, Philadelphia. 



































The oldest house in America 
specializing exclusively in 
Government Bonds 
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We offer large and small investors 


































a Specialized Service for the Students’ Tours to Europe hagen, Christiania, Milan and Genoa, in- 
; Many students of foreign trade and terpreted by able leaders, will give the 
Purchase or Sale industrial conditions will avail them- future business men and women: ot 
selves, this summer, of the opportuni- America a broader understanding of in- 

of all issues of ties for European travel, offered by the ternational commercial relations. 
International Students’ Tours, under Each of the groups will be under the 
—_—— oa the auspices of the Institute of Inter- additional auspices of the appropriate 
GOVERNMENT national Education. These tours are international society. The English- 
BONDS open to students and instructors in Speaking Union will extend special aid 











American colleges and normal schools to the British tour; in France the 
who realize the need of personal contact travelers will receive privileges through 
with conditions thus far known only the Federation de |’Alliance Francaise; 
through the textbook and the lecture the Italian tour carries the sponsorship 
platform. Groups are being arranged of the Italy American Society, and the 
for Great Britain, France, Italy and _ official patronage of the Royal Italian 
Seandinavia, with itineraries that in- Government; and the Scandinavian 
clude the commercial as well as the group, organized under the auspices of 
artistic centers of these countries. It the American-Seandinavian Founda- 
is felt that a first-hand knowledge of tion, has been granted the official re 
such centers of industry as Manchester, cognition of the Governments of the 
Glasgow, Bordeaux, Marseilles, Copen- Scandinavian Countries. 
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BANK POSTERS TO 
MEN IN INDUSTRY 


(Continued from page 81) 

banks for publication in local papers. 
Another is to engage prominent speakers 
to address men in factories on thrift, 
pointing to the savings bank as a means 
of thrift. One bank whieh finds this 
last plan most effective distributes ap- 
proximately 800 posters each month to 
men in industry, and with them distri- 
butes the literature on thrift issued by 
Cornell University. The personal eall, 
particularly in rural districts, brings 
good results to several banks, one of 
which has distributed a very attractive 
fiftieth anniversary booklet this way. 
In the words of the bank president, “It 
was some job, but it paid.” 

Good location and attractive arrange- 
ment of convenient bank building are 
frequently emphasized and there is uni- 
versal agreement that the best adver- 
tisement any bank ean have is the good 
will of its depositors. 

A good deal of co-operative advertis- 
ing has been used recently, with good 
success, notably by the four savings 
banks in Buffalo, and by the thirty-seven 
in Group V of the Savings Bank’s Asso- 
ciation of the State of New York. 

In Buffalo, the savings banks started 
the new year by running a series of six 
educational advertisements. In the first 
of these the question “What is a Sav- 
ings Bank?” is answered as follows: 

“A savings bank is an institution con- 
ducted for publie service. It has no 
stock and no stockholders. It is MU- 
TUAL. Its assets are held for distri- 
bution among depositors. 

“Deposits in a savings bank are pro- 
tected by investment in gilt-edged se- 
curities named in the law. All the 
earnings of a savings bank, except 
amounts paid for expenses and reserved 
as a guaranty fund, are paid to de- 
positors as interest—Savings Banks 
Association, New York. 

The National Bank of Commeree, 
Lincoln, Nebraska, will erect a bank 
and office building in the near future. 
It will be six stories high and of 
granite, brick and terra cotta construe- 
tion. 


The Peoples State Bank, Guthrie 
Center, Iowa has elected new officers: 
F. M. Hopkins is president; W. F. 
Moore and Chas. Flanery, vice-pres- 
idents, and O. G. Hamilton, cashier. 

Thomas K, Glenn has been elected 
president of the Trust Company of 
Georgia, Atlanta, Georgia, Ernest 
Woodruff, vice-president, resigned to 
become chairman of the board. Wil- 
liam C. Wardlaw and J. J. Goodrum, 
Jr., were elected vice-presidents, and 
George B. Pendleton, secretary and 
treasurer. 
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An Efficient 


Service for Banks 


Long Established 


During a period of more than forty years this 
House has provided efficient service for banks. 



































Private Wire System 


Our offices are all in direct charge of partners 
or our own managers. The close co-ordination 
of our facilities is fully maintained by our pri- 
vate wire system. ~ 


Foreign Connections 


Our foreign department is in direct, constant 
communication with our correspondents in 
London, Paris, Amsterdam, Antwerp, Brussels, 
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Buenos Ayres and other foreign markets. 








Investment Service 


We carry a line of investment securities, care- 
fully selected tomeet the requirements of indi- 
vidual and institutional buyers, which includes 
foreign and U. S. Government, municipal, rail- 
road, public utility and industrial issues. Our 
list will be sent on request. 
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Statistical Department 


Our Statistical Department furnishes a Manual 
for Investors, a Weekly Financial Letter, special 
descriptions of individual securities and other 
data of value. We shall be glad to put your 
name on our mailing list. Write or call. 



































Saya 
tyr rons 


FE 











Established 1880 


Paine, Webber & Ca. 


Bond Departmer.t 
Chicago Office, The Rookery Building 


BOSTON NEW YORK’ DETROIT 











DAU; 





. ATED as a PRY on Ios AY AG oe ST eoreeee DR LEN F 


Se ee ren OL 




































Hal Woodside has been made vice- Susie Wolf has been elected cashier 
president of the Ricker National Bank, and a director of the First National 
Quincy, Illinois. Bank, Freeburg, Illinois. 

The new souiesaiaiuen of the First J. L. Stone, 
National Bank, Blanchester, Ohio were 



































formerly cashier, has 
been elected president of the American 
recently opened. National Bank, Ripon, Wisconsin. He 

















sneceeds Charles Cowan who resigned. 
The Saline Trust and Savings Bank, — 
Harrisburg, Illinois, has selected an At a meeting of the stockholders of 
architect to prepare plans for rebuild- the Bank of Millen, Georgia, the follow- 
ing its banking quarters which were jing officers were elected: J. P. Apple- 
destroyed by fire. white, president; R. G. Daniel, and I. 
O. Parker, vice-presidents; J. F. Bates, 
Frank Strattan has aecepted the cashier; W. H. Shepphard, Jr., assistant 
cashiership of the First State Bank, cashier and Lucille Bates, bookkeeper. 

























































































Remodeling the banking rooms of the 

The Midland, Kansas, National Bank First National Bank of Athens, Tennes- 
is planning to remodel its present quar- see, will start soon. Architect. has been 
ters. selected. 
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Factory Trend Still Continues employed on farms and in the forests 

Factory workers in the United States was doubtless larger than on January 1. 
now, for the first time, exceed those The actual figures, however, for those 
engaged on the farms. The trend of engaged in “agriculture, forestry and 
the population of the United States animal husbandry” inereased from 6,- 
from the farm to the manufacturing 141,00 in 1870 to 10,382,000 in 1900, 
and transportation centers is illustrated, 12,659,000 in 1910, and 10,951,000 in 
says the Trade Reeord of the National 1920, suggesting that even with an al- 
City Bank of New York, by a compari-  lowance for the difference in the date of 
son of some recent census figures of the the taking of the census, the number 
number of persons “engaged in gainful engaged in “agriculture, forestry and 
occupations” in the United States in 1920, animal husbandry” in 1920 was prob- 
_with similar figures for earlier years. ably somewhat less than in 1920, while 
Analyses of the occupations of people 














































































































the number engaged in “manufacturing 
of the country have been made at each and mechanical industries” grew from 
decennial census during the last half  2.451,000 in 1870 to 7,086,000 in 1900, 
century and the official figures for 1920 10,658,000 in 1910 and 12,812,000 in 1920, 
show that while the number of persons 
“gainfully occupied” in agricultural 
lines was in 1920 less than double that 
of 1870, a half century earlier; the 
number engaged in “manufacturing and 
mechanical industries” was in round 





























making it quite clear that irrespective 
of the change in date of the census of 
agricultural occupations, the growth in 
the number of those engaged in manu 
facturing is far greater than those en- 
gaged along agricultural lines. 





















































terms five times as many as in 1870 and In the group showing the number 
those engaged in “trade and transporta- engaged in “trade and transportation” 
tion” six times as many as in 1870. there is a still larger percentage of in- 











The census bureau, however, sounds 
a word of warning as to its 1920 figures 








crease than in manufacturing and far 
larger than that of agriculture, the total 
of persons engaged in “agriculture, for- number engaged in “trade and trans- 
estry, and animal husbandry,” because portation” having advaneed from 1,- 
of the fact that the census of 1920 was 240,000 in 1870 to 4,767,000 in 1900, 6,- 
taken on January 1 while those of 251,000 in 1910, and 7,390,000 in 1920, 
preceding census had been taken on these inereases having been of course 
April 15 when the number of persons coincidental with the growth in rail- 
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ORLD-WIDE distributors of high-grade 

securities: Bonds, Short Term Notes and Ac- 
ceptances. Correspondent Offices in more than 50 
leading cities. 























Bankers of this section are invited to use National 
City Company service through one of our following 
conveniently located correspondent offices. 

CHICAGO BOSTON PHILADELPHIA 
eae SAN FRANCISCO NEW ORLEANS 
MONTREAL LONDON TOKIO 



























































ESTABLISHED 1916 


JACOB BACKER 


FINANCIAL BROKER 


EXCHANGE BANK BUILDING ST. PAUL, MINN. 
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roads and other transportation faeilj. 
ties, and in very recent years the ug 
of the horseless vehicle for transporta. 
tion as an adjunct to or competition 
with the railways which have shown but 
little growth in very recent years. 


Oklahoma’s Oil Production 

Oklahoma produced 115,700,119 bar. 
rels of crude petroleum in 1921. |p 
1920 the state produced 107,849,857 
barrels, indicating a gain of 7,850,279 
barrels in the year just closed. The 
1921 figures are subject to a revision, 
as the December production was esti- 
mated, but the variation, it is believed, 
will be slight and will not affect the 
total to any material degree, according 
to the Oil and Gas Journal. ; . 

This gain in production is all the 
more remarkable when it is considered 
that 1921 was at a low ebb in the matter 
of field operations. There were 5,714 
wells completed in the state in 1921 
and 9,097 finished in 1920. The total 
initial production of the wells finished 
in 1921 was 589,298 barrels, and in 
1920, 773,900 barrels, which would tend 
to show that the pools opened in 1921 
which helped to furnish the increase in 
total production for the year mentioned 
in the opening paragraph were of a 
more lasting character than those 
opened in 1920, which yielded more 
initial production but less total output 
for the year. Fields like Burbank, in 
Osage county, and the deep-sand de 
velopment of the Hewitt district added 
much to the Oklahoma output, and 
while Hewitt has passed its best days, 
the end of the year saw Burbank still in 
the making. Okfuskee county and the 
Dunean district, in Stephens county, 
also helped materially in keeping Okla- 
homa to the front as America’s leading 
producer. 

Oklahoma’s record of 115,700,119 
barrels production in 1921 has only 
been exceeded in one year, that having 
been 1915, when the tremendous Cush- 
ing field output brought the total up to 
117,910,444 barrels. In other years the 
production of the State was as follows: 
1920, 107,849,857 barrels; 1919, 85, 
588,588 barrels; 1918, 84,950,291 bar- 
rels; 1917, 97,674,356 barrels; 1916, 
106,190,240 barrels, and 1914, 63,579, 
071 barrels—Henry L. Doherty & Co, 
New York. 

Freak Autographs 

Here’s a conversation overheard in 4 
bank, which may well be read by 
men with “dizzy” signatures: 

“IT beg your pardon, sir, but what is 
your name?” the teller politely asked 
the man presenting a check. 

“Name,” echoed the indignant cus 
tomer, “Don’t you see my signature 0B 
the check.” 

“I do,” answered the teller, “That's 
what aroused my curiosity.” 

—Hibernia Rabbit 
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A Graphic Record of. 
Every Bank Merger 


NOTHER new and distinct feature in the Rand M¢Nally 
Blue Book, —a complete and correct record of all banks 
closing or consolidating. : 


The remarkable changes in the American banking field during the last few years,— 
the numerous mergers and closings,—constitute a tendency that every banker should 
know about in the handling of items, the routing of collections and the development ot 
profitable new business. 


Heretofore banks that have been merged or closed were deleted from the Blue 
Book. Hereafter these charges will be indicated in italics. The name of the bank will 
be shown in the alphabetical list under the city with a statement that the institution was 
either closed or merged. And in the case of consolidations, the name of the enlarged 
bank will be shown. 


This information will be of inestimable value in keeping track correctly of financial 
statements of condition, correspondents and the banks’ executive personnel. 


Why the Blue Book Is the 
~ Bankers’ Bible 


Because it is honestly revised twice a year. 


Because it has maintained an unbroken record of accuracy in its voluminous statistical 
compilation. 
Because it has four times the circulation of any other bank directory in the field. 


» 
Because it has been under the management of Rand McNally & Company since its 
founding half a century ago. 
Because it is compiled by experts who have a comprehensive knowledge of the 
bankers’ requirements. . 
The January edition is delivered in March; the July edition 
in September. Place your order now. 
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J. A. LEWIS 


J. A. 
Irving 


Lewis, vice-president of 
National bank, of New 


was recently elected president of 


the 
York, 
the 


Republic National bank, St. Louis, one 


of the largest 
that city. 


financial 


We cordially invite all our 
friends when in New Orleans to 
visit our new banking room in 
the New Hibernia Bank Build- 
ing. 


Hibernia Bank ©& Trust Co. 
NEW ORLEANS, U.S A. 


Readers will confer a 


institutions 


in 


favor 


BANKERS MONTHLY for APRIL, tyv9 


CHICAGO BANK IN 
LEADING POSITION 


A RTHUR REYNOLDS, President of 
the Continental & Commercial 
Banks of Chicago, recently pointed out 
that the statements of bank conditions 
as of March 10th last showed the Con- 
tinental and Commercial’ National Bank 
to be in a position of leadership out- 
side of New York City. He ealled at- 
tention to the fact, that the changes 
revealed in Chicago were due to in- 
creased loans and deposits as well as to 
the absorption of the two Fort Dear- 
born banks by that institution. 
that the Continental and 
Commercial group was really a banking 
unit under one management, Mr. Rey- 
nolds said: 


Declaring 


“Aside from its savings depositors, of 
which it has 125,000 the national bank 
has approximately 17,000 individual and 
nearly 5,200 bank depositors. The trust 
and savings bank has 10,000 commercial 
accounts. The banks 
150,000 customers. 


combined have 


over 


Greensboro Banks Merge 
of the 
Bank, 


The stockholders 
Exchange 


American 
andthe 
National Bank, both = of 
North Carolina, recently 
ratified a resolution adopted by ‘the di- 
rectors of both institutions to eonsol- 
idate the two banks under the name of 
the American Exehange National Bank. 
This merger will take place at once. 


National 
Greensboro 


Creensboro, 


Both institutions have had a_ steady 
growth during the past few vears, and 
it is expected that the consolidation 
will add to the strength of the combined 
bank. 

The deposits otf the two 
banks will be about seven and a half mil- 


combined 


lion dollars; capital and surplus one 


million and total resourees in excess of 
nine millions, which will make the 
American Exchange the second largest 
national the State of North 
Carolina. 

R. G. 
American 


bank in 


Vaughn, 
Exchange 


president of the 
will continue as 
president of the combined institutions; 
I’. C. Boyles, vice president and cashier, 
will continue in that- capacity. Waldo 
Porter, vice-president of the Greensboro 
National Bank, will retain that posi- 
tion, and assume managerial duties with 
the National which 
will be continued as a branch of the 
American Exchange. 


Greensboro office, 


WILLIAM S. KLINE 

Willian S. Kline was recently elected 
president of the Lake Shore Trust and 
Savings Bank, Chicago. 
elected a 
directors. 


He was also 
member of the board of 

Mr. Kline has had a long experience 
as a financier and has been prominently 
identified with the growth and _activi- 
ties of business enterprises. For over 
nineteen years he was associated with 
the securities and financial department 
of the Commonwealth Edison Company, 
Chicago. 

For a number of 
of the 

Town 


he was a 
member board directors of 
the West State Bank, Chieago, 
and is now its active chairman, 


vears 


of 


At the regular meeting of the board 
of directors of the Garfield Park State 
Savings Bank, Chicago, J. H. 
was elected cashier, succeeding 


IKenna 
Arthur 
C. Marquart, who is now vice-president. 
He started his banking career fifteen 
years ago as a messenger boy and has 
steadily advanced through the ranks. 

Deposits of the Garfield Park have 
reached the highest point in the bank's 
history, $4,285,000. 

The Pocahontas, Arkansas, First Na- 
tional Bank, recently moved into its new 
quarters. The building is of Batesville 
marble and pressed brick construction. 

The First National Bank, Doldgeville, 
New York, has commissioned architect 
to prepare plans for the erection of 
new banking The exterior 
walls will construction 
trimmed in 


quarters. 
of  briek 
limestone. 


be 
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Moves Into New Home 
The formal opening of the new bank 


and office building of the First National 


Bank, Detroit, Michigan, —tormerly 
known as the First and Old National 
Bank, was recently held. It is con- 


sidered one of the finest banking homes 
in the state, standing on the site for- 
merly occupied by the old Pontchartrain 
hotel at Woodward avenue and Cadillae 
square. The first six floors are utilized 
by the bank, while the upper floors are 
leased for office purposes. 

The building is a twenty-four story 
skyseraper and is the tallest office build- 
ing in Detroit. The total area 
consists of 460,000 square feet, of which 
115,000 is devoted to banking purposes. 
The architecture, especially the banking 
quarters, is in the old Roman Corinthian. 
The interior walls are of marble courses 


floor 


with a richly paneled and decorated 
ceiling colored in the Italian Renais- 
sanee. The main entrance lobby is 
fnished in Botticino Italian marble of 
selected slabs. The grand staircase 
leading from the main lobby to the 
second floor is 12 feet wide and adds 
to the beauty of the interior. The 


immense vault is the last word in vault 
construction and burglar-proof. 


New Bank Opens 


The Bankers State Bank, Forty- 
seventh street and Grand Boulevard, 


Chieago, Illinois, was formally opened 


on February 25th. <A large reception 
attended the opening and_ souvenirs 
were freely distributed. 

The officers elected are Alexander 


Flower, chairman; Samuel F. Flower, 
president; Harry H. Vehon, vice-pres- 


ident; Chas. H. H. Irish, cashier, 
and Arthur Higby, assistant cashier. 


The board of directors include Samuel 
F. Flower, Geo. Liebrandt, Harry H. 
Vehon, Milton Hart, Chas. H. Irish, 
M. M. Rothschild, Alexander Flower, 
Victor Pearlman, and Chester N. 
Marthens. 


Ralph Parker Anderson has resigned 
as Manager of bank and _ financial ad- 
vertising with the K. L. Hamman 
Agency, Oakland, California, and its af- 
iliated organization, the 
Ayres Company of San Franciseo. 


Johnston- 
He 
was formerly manager of advertising 
and new business and assistant to the 
president of the Saeramento-San Joa- 


qin Bank, Sacramento, California, 
with branches in Stockton, Modesto. 


Vakdale, and Fresno. 

: 

Plans have been completed for the 
rection of a two story banking home 


for the Commercial Bank, Raleigh, 
North Carolina. Bids will soon be 
taken, 


The Greenwich Bank, New York, has 
purchased a site for the erection of a 
te . a ° ° 
fn story bank and office building. 


{ 
| 
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A DEPENDABLE BANK 





= DAVID R. FORGAN, President 
= FRED A. CRANDALL, Vice President 
5) THtititiititititintittt 





Banks and Bankers DePartment 


R. V. KELLEY, Assistant Cashier | 





HIS bank has never refused a loan to a customer on account of the 
condition of the money market. 
rediscount with the Federal Reserve Bank in order to meet the legit- 
imate 1equirements of our customers we have not hesitated to do so. | 
We pelieve that the Fedegal Reserve Bank, in which we are a member 
and stockholder, was established for that purpose. 
At the date of the last Comptroller's call we had no rediscounts, tut 
our customers, whether banks, corporations or individuals, may rely | 
upon us to continue the same policy, when necessary, on their behalf. 


She NATIONAL (ITY RANK 
(HICAGO 


When it has been necessary to 


S. P. JOHNSON, Assistant Cashier 











Photu by Matzcne, Chicago. 


W. FRANK McCLURE 


W. 
advertising manager of the Fort Dear- 
born Banks of Chicago and editor of 
the Fort Dearborn Magazine, has been 
for the 
Com- 


Frank MeClure, for three years 


made director of 
American Bond 
pany in that city. The name and good 
will of the Fort Magazine 
also have been purchased by the Amer- 
and Company, 
which will continue to ptblish it. 

Mr. MeClure is widely known in ad- 
vertising cireles. He is the founder and 
present head of the Chicago Advertis 
ing Council, the largest advertising club 
in the world, and 
the National Advertising Commission. 


advertising 
and Mortgage 
Dearborn 


ican Bond Mortgage 


is also chairman of 


The directors of the Fayette County 
Bank, Somerville, Tennessee have 
elected W. H. Leach, president; W. T. 
Loggins, active vice-president; and EF. 
A. Maddox, cashier. 
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‘Woodruff, president of the First 





Indiana Bankers Meet 
The Indiana’ Bankers Association 
held its mid-year meeting on March 16, 


last, at Indianapolis, Indiana. An ex- 


. cellent dinner was served accompanied 


by a splendid musical program. George 
Na- 
tional Bank, Joliet, Illinois, gave some 
very interesting information on general 
business conditions, and Dr. C. H. 
Crennan, economist of the Continental 
& Commercial National Bank, Chicago, 
spoke on staff organization as a souree 
of bank profit. 


Credit for Dividends 
A depositor in a “mutual savings 
bank in New York is held to be justified 
in claiming a eredit for the aniount of 
all dividends received from any or all 
such institutions as they are “domestic 
corporations” withig the meaning of 
Section 216 (a) of Federal Revenue 
Act of 1921, according to a ruling an- 
nounced by Thomas B. Paton of New 
York, General Counsel to the American 
Bankers Association. 


Bids have been taken on a #500,000 
bank and office building for the Com- 
mercial National Bank, High Point, 
North Carolina.  <Architeet been 
selected to work on plans. 


has 





a a 
been elected president of the Citizens 
National Bank, Faribault, Minnesota, to 
the late H. F. Fred 


McCarthy has been chosen to take his 


Rachae, formerly cashier, has 


sueceed Kester. 
position as cashier. 

The Bank of Winter Park, Florida, 
Currier, formerly 
John 


made 


has promoted G. FE. 
cashier, to the presidency. K. 
List, formerly 


chairman of the board. 


president, was 
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Hugh MeKittrick Jones was recently 
elected a member of the board of di- 
rectors of the St. Louis Union Trust 
Company, St. Louis, Missouri, sueceed- 
ing his father, Robert McKittrick Jones. 


William B. MeLallen has resigned as 
assistant eashier of the Continental & 
Commercial National Bank, Chicago. 


Remodeling the quarters of the 
French Market Street Braneh of the 
Canal-Commereial Trust and Savings 


Bank, New Orleans, Louisiana, has been 
completed, 


The First National Bank, 
Ferry, Ohio, recently opened 
banking home. 


Martins 
its new 


Every Business 
Man Knows 


that his success 
is dependent upon 
the prosperity of 
his customers. 
Many banks and 
financial houses | 
today have depart- 
ments devoted to 
promoting the busi- 


ness interests of their 
clients. That is not 








paternalism; it is | 
far-sighted business 
service. 


Canada is a 


“Best Customer 
and the develop- 


ment of her re- 
sources has only 
commenced. Can- 
ada needs settlers 


to cultivate her 
broad areas—to in- 
crease her output—to 
multiply her demands. 
She offers attractive 
returns. She affords 
Americans an oppor- 
tunity for far-sighted 
business service. Pros- 
perity in Canada pro- 
motes prosperity in 
the United States. 














Advertisement inserted by the Cana- 
dian Department of Immigration & 
Colonization, Ottawa, Canada. 


NS 










Celebrates Golden Jubilee 





The Bank of Burlington, Wisconsin, 
recently celebrated the golden anniver- 
sary of the opening of the bank. A 
general invitation was extended to the 





C. ROY McCANNA 


people in the community and hundreds 
visited the bank during opening day. 
Souvenirs were given away in the form 
of bill books for the men, kitehen uten- 
sils for the women and pencils for the 
children. 


* * * 


Absorbs Two Banks 


A transaction has been consummated 
whereby the National Bank and the 
Savings Bank, both in Tulare, California, 
hecome closely affiliated with The First 


National Bank, and the Los Angeles 
Trust & Savines Bank, Los Angeles 
institutions. 

The First National Bank of Tos 
Angeles and the Los Angeles Trust 


& Savings Bank constitute the strongest 
financial interests in the Paeitie south- 
west, and this transaction gives to the 
Tulare institutions their financial sup- 
port. The combined resources of the 
Tulare banks are more than $1,412,812.- 
94. The total resources of all the affi- 
liated banks under the eall of December 
31 last were $184,073,261.15. 

L. L. Abererombie, president of the 
Tulare institutions, will continue in 
office. G. F. Gill is vice president of 
the National Bank and A. Peterson is 
vice president of the Savings Bank. W. 
P. Williams is eashier of both banks. 


Contract for remodeling the First 
National Bank, Brookville, Texas, has 
been awarded. Work will start at an 


early date. 
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The First National Bank, of Burling. 
ton, was organized in 1871. Later jt 
was made a state bank and the name 


changed to the Bank of Burlington, 


G. A. UEBELE 


Since that time it has enjoved a steady 
growth in deposits. The officers in- 
clude: CC, Roy MeCanna, president; 
Louis H. Rohr, vice-president; G. A. 
Uebele, cashier, and J. T. 
sistant cashier. 


Prasch, as- 


* * x 

The First National Bank of Biloxi, 
Mississippi, recently moved into its uew 
banking quarters. The main banking 


room is 70x45 feet, finished entireiy in 
white and mahogany, and is divided by 
a central lobby, with the officers’ quar- 
ters situated the right side of the 
entrance. It contains a and 
well-equipped vault with an up-to-date 
burglar system. 


on 
modern 


This institution has a capital stock of 
$100,000, surplus of $40,000. 
The officers include E. L. Dukate, chair- 
man, E. C. Tonsmeire, president; Wu. 
A. S. Goren- 
Goodman, a 


and a 


Gorenflo, vice-president ; 
flo, cashier, and <A. F. 
sistant cashier. 


The board of directors of the Wood 
River, Illinois, First State and Sav- 
ings Bank, recently elected new officers 
H. H. Clark was elected president: »- 
A. Beach, formerly president, chairmal 
of the board and I. C. Hatridge, cash 
ier, 










Wrecking is under way for the new 
home of the Oxford Savings Bank 
Pontiae, Michigan. The structure will 
oceupy a site 43x75 feet. 
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HOLDING OLD CUSTOMERS 
WHEN BANKS WERE 
MERGED 


(Continued form page 20) 
news value of general interest to the 
§ publie and to subordinate the bank’s 
name as much as possible. This was 
accomplished with good effect. 

Although the safe deposit vault in its 
new home is a large and attractive one, 
the bank believed it had a better oppor- 
tunity to rent boxes by mail before the 
vault was completed than it has now. 
This was made a part of the pre-opening 
campaign in which the bank stressed the 
reservation of safe deposit boxes. 

This was accomplished by a direct-by- 
mail drive, in which a series of letters 
was used. The following letter to in- 
surance men was one of the series used 
in the campaign : 






SUUUULUENEUEA EAM EA LEAMA TEM UUM EAU NUNN ENHNNN 


CORN EXCHANGE 
NATIONAL BANK 


OF CHICAGO 


HUUUNUnG OU ATEONUAGEDAGUNNNNUONUALGLAneUEGOGEOOUCHLOGEUAGELEGUNEUEUDACAUALEDEUOAELEDONDUDGLEGAUEOECOUOUAUEOONODENEOENEAOOEOGebeUeoaventanaananenaneneansconnentenese2*eneeneacetanenaneneneneerenenegeenaentaenty 


Capital and Surplus $15,000,000 


SS UUUUUTANTUETUEATAUTA AE ELAUETU ETAT TTD ANNU AU EEA NA EDUAEAELONNR NEG UNU ANNU ONO LEROEEaeCUNEOSAaNNENNOLONOROLEAUEOED 
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OFFICERS 


ERNEST A. HAMILL, 
Chairman of the Board 
EDMUND D. HULBERT .- President 
CHARLES L. HUTCHINSON, 
Vice-President 
OWEN T. REEVES, JR., Vice-President 
J. EDWARD MAASS .- Vice-President 
NORMAN J. FORD- - Vice-President 
JAMES G. WAKEFIELD, Vice-President 
EDWARD F. SCHOE.NECK, - Cashier 
LEWIS E. GARY - - Assistant Cashier 
JAMES A. WALKER Assistant Cashier 
CHARLES NOVAK - Assistant Cashier 





As an insurance man, you, of course, are 
absolutely sold on the insurance idea. Do 
you know that Safe Deposit Insurance is the 
cheapest insurance you can buy? 

Many people give little thought to their 
important papers and other valuables until it 
is too late. If tire should burn your home or 
place of business tonight, would your val- 
uables be destroyed? And what about bur- 
glars! 

A 25 ton door to the vault, impenetrable 
walls, burglar alarms, scientific construction, 
safety mirrors, one person in charge of the 
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o ; : = HUGH J SINCLAIR - Assistant Cashier 
department continually, private booths with 3 a 
all the conveniences and comforts of our new > 
home will make the safe deposit department ; £ 
one of the outstanding features. z DIRECTORS 
With this department practically completed, x 
with hundreds of a made yw! with & WATSON F. BLAIR 
others coming in right along, we feel you gy CHAUNCEY B. BORLAND - 
, would think we were not doing justice to the 7 
dy insurance profession in the city if we did not is EDWARD B. BUTLER 
. ee eae core BENJAMIN CARPENTER 
mt; make your box reservation. — CLYDE M. CARR 
A. The cost of our regular box is $2.50 a year HENRY P. CROWELL 
—much less than a cent a day. Larger ERNEST A. HAMILL 
as boxes can be had at slightly increased cost. 
If you want a box reserved for your papers EDMUND D. HULBERT 
and other valuables, just return the enclosed CHARLES H. HULBURD 
: card signed and we'll see a a box is at CHARLES L. HUTCHINSON 
your disposal about January first. s 
f ; JOHN J. MITCHELL 
si In each letter which was sent to a care- MARTIN A. RYERSON 
— fully selected list of customers and pros- J. HARRY SELZ z 
me pects the point was driven home to the EDWARD A. SHEDD : 
— prospect that the bank was giving him ROBERT J. THORNE = 
! : an early opportunity to make his reser- CHARLES H. WACKER = 
”v . > . = 
re vation and not so much the fact that it 5 
uar- wanted hin 1 to re nt 1 box \ reserv ition PUT 
n te ; é em 2 Servi ~ 
t 
the return postal card was *also enclosed. 
and These letters were se insuranee men 
-date rs WETS SORE 8S IRSRTRRES INES, = 
investors, people who had safe keeping i= 
packages with the bank, and to a general s - = 
tk ol list of pro eTS - 
! { spects. oO e oO = 
,000. The returns on these letters were sat- af z 1 = 
hair- isfactory, almost one in every three sent Detroit, Michigan = 
Wu. out resulting in a box reservation 
; £ z 7 Ss i . |= 
orell As a result of this direet-by-mail cam- ys ; TRANSIT DEPARTMENT = 
i. tae " ; as With our direct connections and satisfactory arrangements = 
»§ paign about 450 boxes were reserved in wills teeaiies ts. Wileliiedes in milion © = 
the large new vault in addition to the aw ae ee See ae a 
1200 old hevec + offer quick service at a minimum of cost = 
00 old boxes rented. = 
Wood Another novel plan carried out during : OFFICERS 3 
Sav- opening week was the setting aside of JAMES T. WHITEHEAD, Vuteiie en KINSEY, Assistant Cashier = 
heer’. each day of the week for a different G. H. HABERKORN, JR., Vice-President A. E. LARK, Assistant Cashier __ = 
: depart . G. B. JUDSON, Vice-President W.R. LAING, Assistant Cashier = 
t: S. partment of the bank. R. B. GRIPMAN, Cashier , A. A. McPHERSON, Assist. Cashier [5 
‘rmall For example, Tuesday was opening F. J. BEYER, ne eid G. T. MURRAY, Auditor 2 
aan savings dav. W sdav Trust : ‘ ° 2 
cash ao. day, Wednesday T rust and In Dr. GEORGE R. ANDREWS, Vice-President G. B. JUDSON, Vice-President 
sstment Day, Thursday, Safe Deposit Highland Park State Bank ARTHUR J. LACY, Attorney | 
J Bex Das, and Women's Day and | IMR Ce BNR Be aac cay CARARWARD MORPHY, Se Simon J. 
ol Saturday Commereial day. Gas Co. ANDREW J. PEOPLES, Treas. Detroit Cop- | 
a F In this way, practically every de- C H. HABERKORN, Jr., Pres. C. H. Haber- per & Brass Rolling Mills 
rab, 






korn Co., Inc. and Haberkorn Investment Co. H. H. RACKHAM, Director Detroit Trust Co. 
GEO. W. HERGENROETHER, Dodge J. T. WHITEHEAD, Pres. Whitehead & 
Brothers, Inc. Kales Iron Works. 


partment of the bank benefited to a 
certain extent and increased the total 
deposits handsomely. 


e will 
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extending across the entire building, 


ie Leading out of this room will be the 
Be STON B ANK’S NEW HOME public space 128 feet long and 30 feet 
K f mH * wide with tellers’ wickets on each side. 
The officers’ reception room will have 
a wainseot of English oak, rusticated 
sandstone walls and coffered plaster 
ceiling. The public space will have 
sandstone walls and a vaulted ceiling, 
The walls of the public space will con- 
ceal the mezzanine floors in place of 
the usual counterscreen, thus shutting 
out the noise of the machine work 
of a modern bank. This is a _ new 
feature in bank architecture in this 
country. 

The sate deposit department will be 
reached by a broad easy stairway and 
by elevator. The vault will be reason 
ably large and of the latest design, 
eiving perfect security. In) connection 
with the vault, there will be about 100 
corpon and conference rooms providing 
every facility for customers. 

The First National Bank is. the 
largest banking institution in New 
Kngland, and one of the largest in the 
country. Its new banking home will be 
one of the largest banking structures 
in New England. The statement of the 
bank to the comptroller of the curreney 
as of Mareh 10 last showed total re 
sources $209,015, 977. The capital was 
$15,000,000 and the surplus and undi- 
vided profits $22,035,317. Deposits 
were $149,151,657. 


The president of the institution is 
Daniel G. Wing and the cashier 
Bertram D. Blaisdell. 


The directorate of the bank is repre 
Exterior view of proposed new building sentative of New England's most +m: 
HE First National Bank of Boston  ficezs’ reception room will be 88 feet portant industries and most successful 
has begun work on its new building long. 45 feet wide and 46 feet high, business men. 
in the heart of the financial district in 
that city. 
The new building will be ten stories 
with three basement stories. The ex- 
terior will be of stone construction after 
the manner of the early Tuscan Renais- 
sanee, recalling the early Florentine 
architecture and will be one of the 
handsomest banking homes in that 
section of the eountry. The building 
will be fireproof throughout, of heat- 
protected steel frame, with cement and 
marble floors, hollow steel doors and 
trim and exterior windows of iron. 
The bank itself will occupy five floors, 
two entire floors easily accessible from 
the street and a basement floor below 
and two mezzanine floors above. Six 
floors will be assigned for rental as 
ofttices. 
The main entrance to the bank will 
be on Milk Street and entirely separate 
from the main entrance to the office 
quarters which will be on Federal Street. 
The features of the main banking 
floor will be the officers’ reception room 


; wa > 
and the large public space. The of- Interior view showing officers’ reception room 
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French Export Figures 

An increase of 24.5 per cent in the 
volume of French exports during the 
vear 1921 compared to 1920, and a de- 
crease of 24.8 per cent in the volume 
ef imports is indicated by _ official 
figures recently received by the Bankers 
Trust Company, of New York, from its 
French Information Service. 

Evidence of France’s growing ability 
to meet her own requirements as_ well 
as to improve her shipments abroad is 
furnished by the Customs Administra- 
tion returns which, comparing 1921 to 
1920, show that her 
imports ot foodstuffs by 34.3 per cent, 


France decreased 


her imports of mantifactured goods by 
40.9 per cent and on the other hand in- 
creased by 32.4 per cent her exports of 
materials for manufacturing purposes. 


Small Stocks of Wheat 


Stocks of wheat in country mills and 
elevators March 1 are estimated at 72,- 


(2, 
564,000 bushels by the United States 
Department of Agriculture. This is 
the smallest quantity in the record 


of reports made to the department for 
that date during the past ten vears, 
with the exception of March 1, 1918, 
when the abnormally low stocks of 66,- 
000,000 bushels followed the 
wheat crop of 1917. ‘ 
Exports of wheat from the 1921 crop 
have been heavy and country mills and 


small 


elevators possess only 9 per cent of 
that This is the 
centage these stocks in 


sinallest 
the 
The highest record 


crop. per- 


for same 
month in ten vears. 
is 16 per cent. 

Average wheat stocks in country mills 
and elevators March 1 during the past 
five years were about 91,000,000 bushels. 
Stocks this are 20 
than the five -year Wheat 
stocks of this ¢lass were as much as 
155,000,000, bushels in 1916 or 112 per 
cent more than the 1922 figure. 


year per cent less 


average. 


The new $100,000 home of the First 
National Bank, Darlington, Wisconsin, 
has been opened for business. The ex- 
terior of the building is of oriental face 
brick with Bed- 
ford limestone trimmings. 


construction Indiana 


The Jefferson County Savings Bank, 
Oswego, New York, is to erect a $250,- 











00 new home. Contracts have been 
awarded and work will start soon. 

H. B. Waldron and W. T. Waldron 
have purchased the Farmers State 
Bank, Elkhorn, Nebraska. The bank 
Was organized in 1915. 

lhe Peoples State Bank, Moran,. 


Kansas is having plans prepared for 


a bank and office building. It will be 
two stories high with basement and 


will oeeupy ground 50x140 feet. 


Readers will confer a favor 











CHOOSE 


LOOSE -LEAF -DEVICES -AND 
ACCOUNTING -SYSTEMS 


BECAUSE- 


Every conceivable loose leaf ap- 
plication is filled by the Kalamazoo 
line; ruled and printed forms for 
general banking purposes carried 
in stock, special sheets or litho- 
graphed work furnished promptly. 





Write for booklet Ks 


Ledger and General 
Purpose Binders 
Catalog Covers 
Ruled Sheets 
lithographing 
Printing 
Indexes 


Mechanical and / 
Hand Accounting | 
Equipment 


Record Keeping Methods 








Steadily increasing business — has 
made it necessary to enlarge the present 
quarters of the First National Bank, 


Harvard, Illinois. 


P. C. Turman has resigned as cashier 
of the Los Angeles, California, Bank 
and Trust Company. 


Bids will be taken in the spring on 
a new bank and office building for the 
Bradley Bank, Green Bay, Wisconsin. 
Plans have been drawn. 


the 
erection of a two story banking home 
for the Citizens Bank and Trust 
pany, Waynesville, Indiana. 


Plans are being prepared for 


Com- 


by mentioning THE BANKERS MONTHLY when 


KataAMAzoo Proors 


KALAMAZOO 
Loose LEAF BINDER Co. 
KALAMAZOO,MICH. 
Service-Sales Offices Evesywhere 


The banking rooms of the Charleroi 
Savings and Trust Company, Charleroi, 
Pennsylvania, are being extensively re 
modeled. 


Bids will be taken soon on a building 
for the Bellevue Realty Savings & Trust 
Company, Pittsburg, 
Architect is now working 


Pennsylvania. 
on plans. 


new addition 
Bank, Phila- 


Work has begun on a 
the Third National 
delphia, Pennsylvania. 


for 


Architect is preparing plans for the 
erection of a two story bank edifice to 
the’ First National Bank, Fl 
dorado, Illinois, 


house 


writing to our advertisers. 


Architects have been selected to pre- 
pare plans for extensive improvements 
to the present quarters of the Farmers’ 
& Merchants’ Bank, Nashville, Tennes- 
see. 

Contract has been awarded by the 
Winnetka State Bank, Winnetka, IIli- 
nois, for the erection of a new banking 
home. The building will be one story 
high with basement and will oceupy a 
site 30x70 feet. 

The First National Savings Bank, 
Hillsdale, Michigan, will erect a new 
bank and office building. The structure 
will be two stories high and will be of 
stone and granite construction. 


The present quarters of the North 
Lansing State Savings Bank, Lansing, 
Michigan, is being remodeled at a cost 
of $10,000. The interior will be en- 
larged and the front exterior will be 
entirely new. 


Plans are being completed for the 
erection of a new bank and office build- 
ing to house the Pontiac Commercial & 
Savings Bank, Pontiac, Michigan. The 
building will be eight stories high, and 
will be of brick, stone and terra cotta 
construction. 


The Kalamazoo, Michigan, First 
State Savings Bank, is to erect new 
banking quarters. The structure will 
be two stories high and will occupy 
a site 50x100 feet. 


Your Vaults 


need thorough testing and 
inspection by competent 
engineers. 


We specialize in consultation and 
inspection service upon bank vaults. 
We test all classes of building 
materials, supervise the erection 
of buildings, make examinations 
and prepare reports on properties, 
operations and processes of all 
kinds. 

Let Us Serve You 


ROBERT W. HUNT & CO. 
Engineers 


2200 Insurance Exchange Chicago 


Offices in Principal Cities 
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Architect has finished plans for the 
construction of new banking quarters 
for the Momence State and Savings 
Bank, Momenee, Illinois. The building 
will be one story high. 

The Federal Reserve Bank, St. Louis, 
Missouri, will erect a new $2,000,000 
bank building to be located on Loeust, 
between Broadway and Fourth streets. 
Plans are being drawn. 


Bids are being taken for the erection 
of a new bank building for the Peoples 
National Bank, McMinnville, Tennessee. 
It will inelude two stories with base- 
ment, and will oceupy a site 30x75 feet. 


Architect has been selected to draw 
plans for remodeling the banking quar- 
ters of Palmer National National Bank, 
Danville, Illinois. Alteration work will 
eost about $70,000. 


The Danville, Pennsylvania, First 
National Bank has awarded contracts 
for a new $100,000 bank building. It 
will be one story high with basement, 
and will occupy a site 40x85 feet. 


Extensive improvements for the 
Honesdale Dime Bank, Honesdale, 
Pennsylvania, are under way. 


Contracts for the erection of a new 
bank building for the Jefferson County 
Savings Bank, Watertown, New York, 
have been awarded. Work will start 
soon. 

The First National Bank, Darby, 
Pennsylvania, ‘is having plans drawn 
for the construction of a new bank and 
post office building. It will be one 
story high and will oceupy a site 40x165 
feet. 

The Bellevue, ‘Pennsylvania, Realty 
Savings & Trust Company has com- 
missioned its architect to draw plans 
for a new home. Bids will be taken in 
the near future. 


Contracts have been awarded for re- 
modeling the present quarters of the 
Anchor Savings Bank, Pittsburgh, 
Pennsylvania. Plans have been drawn. 

A one story bank building is to be 
erected for the First National Bank, 
Oley, Pennsylvania. 


“D.C. 


Plans are being completed for extep. 
sive improvements to the quarters of 
the Riggs National Bank, Washington, 
Alteration work will cost $200. 
000. 


Bids have been taken on a new twelve 
story bank and office buildine to he 
erected for the Norfolk, Virginia, Na- 
tional Bank of Commerce. It will be 
of brick and steel construction and will 
cost $500,000. 

Contracts have been awarded on a 
$200,000 bank building to house the 
Commercial Savings & Trust Company, 
Toledo, Ohio. It will be 


high. 


five stories 


The City National Bank, Harrisburg, 
Illinois, has had plans drawn for a new 
building. It will be of brick and stone 
construction. 

Contracts have been awarded on a 
bank and store building to be occupied 
by the First State Bank, Hamtramek, 
Michigan. 

Bids have been taken on a $100,000 
building for the Beloit State Bank, 
Beloit, Wisconsin. The structure will 
be one story high with mezzanine floor. 

The First National Bank, Vail, Lowa, 
has had plans prepared for new bank- 
ing quarters. 

Plans are being prepared by architect 
for improving the banking rooms of the 
First National Bank, Denison, Iowa. 
Bids will soon be taken. 

Contracts have been awarded by the 
Peoples Savings & Trust Company 
Bank, Leetonia, Ohio for the erection 
of new banking quarters. [xcavation 
has already begun. 

Architect is working on plans for 4 
new banking home for the First Na 
tional Bank Montrose, Pennsylvania. 


Preliminary plans are being drawn 
for a building to be occupied by the 
Peoples National Bank, North Bellever- 
non, Pennsylvania. Bids will soon be 
taken. 

The banking rooms of the Merchants 
Bank & Trust Company, Washington, 
D. C. are being remodeled. 
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FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


QUALITY AND SERVICE 
Our Motto 





| es 
eT pe ee 


ors 


SECOND CITIZENS STATE BANK 
Lincoln and Lawrence Aves., Chicago, Ii). 


Adolf Woerner, Architect 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago . 
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HROUGH our several branches we are able to keep 
in close contact with our clients in many States of the 
Union--that is one reason why our work has been so 


successful. 


If you contemplate expansion or new construction we 
shall be pleased to consult with you. 































This is a very simple brick treatment; using a tapestry 
brick in several shades of red and brown, laid Flemish 
with wide white joint. The trim is of Indiana limestone 


and the base of cut granite. 










Thomas M. James Company 


Bank Architects and Engineers 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
511 Blackstone Building, Cleveland, Ohio 
31 East 27th St., New York 


Work is under way on a $500,000 
bank and office building for the Elyria 
Savings & Trust Company, Cleveland, 
Ohio. The structure will be eight 
stories high, with basement and mez 
zanine floor. 

A new building is to be erected for 
the North Ward National Bank, 
Newark, New Jersey. 

The First National Bank, East Liver- 
pool, Ohio, is to ereet a new home. <Ar- 
chitect has been selected to draw plans. 

The Bank of East Falls, Philadel- 
phia, Pennsylvania, will erect a new 
bank edifice in the near future. The 
building will be two stories high. 


Readers will confer a favor 











FIRST NATIONAL BANK, BIDDEFORD, ME. 


—— 
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Contracts have been awarded on a 
new building for the Bank of Washine. 
ton Heights, 571 West 18st Street 


New York. 














Bids are being taken on a building 
for the Colonial Bank, New York. 
Contracts have been awarded. 


~*~ 









Contracts have awarded tor extensiye 
remodeling of the present quarters of 
the Mechanies and Metals National 
Bank, New York, 





The Portland, Maine, Savines Bank, 
has selected architect to draw plans Tor 
remodeling its) present banking quar. 
ters. 





Extensive alterations are under way 
for the Third National Bank of Phila- 
delphia, Pennsylvania. Work will cost 
$420,000. 





Bids will soon be taken on a bank 
and office building for the Norfolk, 
Virginia, National Bank of Commerce. 
Plans have already been drawn. 






Bids are being taken on the new 
home for the First National Bank, Key 
stone, West Virginia. The building is 


to be of brick and limestone construe- 








tion. 











Bids have been taken for the erection 






of a banking home for the Commercial 
Savings & Trust Company, Toledo, 





Ohio. The building will oecupy a. site 
40x120 feet. 








The Bank of Coney Island, Brooklyn, 





New York, has acquired new property 





for the erection of additional quarters, 











The Central State Bank, Melhinney, 
Texas, has elected the following di 
rectors; J. D. McKinney, James W. 
Field, J. H. Ferguson, Dr. C. T. Lewis, 
Judge F, E. Wileox, Dr. W. T. Hoard, 
A. Avery Dowell, Add G. Wilson and 
J. L. Chapuian., 






Bids have been taken for the erection 
of a new banking home for the Hugenot a 4 x; 
Trust Company, New Rochelle, New The new home of the Citizens Na 
York. It will be two stories high. “tional Bank, Corry, Pennsylvania, was 

eames i opened a short time ago.’ The interio 


: y : , is ot Grecii sign finished in marble 
Revised plans are being drawn for ' Of ‘Hecran design finish 


the erection of a $300,000 bank and 2" mahogany. 
office building for the First National 


Bank, Masillon, Ohio. It will be six Plans are being drawn for the eree- 
stories high and will oceupy a site 40x _ tion of a ten story bank and office build 
144 feet. ing for the Greenwich Bank, New York. 


The structure will be of brick and steel 

The Okishoma City, Oklahoma, Fed- construction and will oceupy a_ sie 
wes Hi 292. as 

eral Reserve Bank, is having plans 353x100 feet. 

drawn for the erection of a $500,000 as 

banking home. The structure will be Bids will be taken soon on a bank and 

three stories high with basement, and office building for the nen at 

will be of steel and reinforced conerete tional Bank, Niagara Falls, New York. 

construction. It will be two stories high. 
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At the annual meeting of the stock- 


holders and directors of the Central 
Savings Bank, Monroe, Towa, plans 









were made for the erection of a $250,- 
000 bank building. 


The interior banking quarters of the 
Continental & Commereial National 
Bank, 208 S. LaSalle St., Chieago, will 
he remodeled at a $100,000. 
Arehitect is now drawing revised plans. 
Bids will soon be taken. 








cost of 






Plans are being drawn for a $250,000 
bank and office building the Bow- 
National Bank, Chicago. — It 
will be three stories high when erected, 
and will be « 


tor 






manville 







t brick and reinforced con- 
crete construction. 





Plans being drawn for a 


$100,000 
for the 
Neenah, 


are 
bank building 

Manufacturers 
Wisconsin. 


new 
to be erected 
National Bank, 
Bids will be taken 







in the early spring. The new quarters 
will be of stone and reinforced ceonerete 


construetion. 















Bids are being taken on a new home 







for the First National Bank, Coopers- 
burg, Pennsylvania. The building will 
indude one story with basement, and 





will be of briek construction with terra 
cotta Tront. 
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PUBLISHED IN 
MARCH and 
SEPTEMBER 


RAND McNALLY 


BANKERS DIRECTORY 


Established in 1872 








Itis HONESTLY revised twice a year. 
COMPLETE, UP-TO-DATE and is published 
nearer to the date of the information it con- 
tains than is any other similar publication. It 
is printed in TABULATED FORM, all SIM- 
[LAR ITEMS being placed in the SAME 
comparison— 
more expensive for us, more satisfactory for 


BEAUTIFULLY 
PRINTED i in clear readable type. 


You constantly have occasion to consult a 
bank directory and as conditions are changing 
have an up-to-date book you 
i} will get old and inaccurate information. 
| should have the latest and best and that is what 
you get in the Rand McNaliy BLUE BOOK. 






RAND McNALLY & COMPANY, Publishers 


‘ Rand McNally Building 
Hi 536 S. CLARK STREET 
ILLINOIS 


The Bankers Directory is a Business Necessity 
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year, 


that of the same month of 1920. 


year. 


commodity or building fields. 


’ 


home is to be 
Bank, 
future. 


A $150,000) banking 
erected for the Ithaca Savings 
Ithaca, New York, in the near 
Plans have already been started, 


The Quinwood, West Virginia, Bank 
has selected an architect to draw plans 
for a new two story bank and _ office 
building. The strueture will be of brick 
and stone construction. 


Contracts have been awarded by 
First National Bank, Grove City, Penn- 
sylvania, for a two story banking house 
to be erected at a cost of $75,000. 


the 
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savy Volume of New Building 


LL signs point to a record volume of new building in 1922. 
past year the number of building permits granted in about two hundred 
of the principal cities exceeded the 1920 total by one-third. 
still i is the fact that most of the improvement took place 1 in the last half of the 
the new construction contracted for in December alone being double 


All this implies a vast amount. of building 
started artd which will be carried forward toward completion during the coming 


Moreover, building costs in November descended to the lowest point 
reached since the end of the war and practically to the 1917 level. 
ber the tendency of costs has been upward. Building : investors who have long 

held off for the stabilizing of costs are gradually coming to believe that there - 
is little to be gained by further waiting and 
movement is likely to be accentuated by the probable further i increase in build- 
ing material prices during the coming months, and because of the familiar 
psychological effect upon buyers of a rising market, whether it be in the security, 


The N 


have just printed, 
latest bank buildings and interiors are beau- 
tifully illustrated from actual photographs. 


ST. LOUIS BANK EQUIPMENT 


AND FIXTURE COMPANY 
SAINT LOUIS, U.S.A. 
807-809-811 WALNUT STREET 
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During the 


More significant 


Since Nove m- 


are beginning to file plans. 


This 


fational Bank of the Republic, 


Chicago. 


State 
Mexico, 
shortly. 

be two stories hich. 


Citizen's 
New 
home 


The 
tainair, 
new 


Moun- 
into its 
will 


Bank, 
will move 


The 


structure 


A site has been chosen for the eree 
tion of new building for the Holt State 
Bank, Holt, Michigan. 


being prepared, 


Plans are now 


Plans have been prepared for a one 
story bank building for the Staten 
Island Savings Bank, Stapleton, Staten 
Island, New York. Bids will be 
in the near future. 


taken 


Ee ee ere 


We design, plan,remodel, 
build and equip 


BANKS 


a copy of a new booklet we 
in which some of our 






































































The following is a partial list of Bank Buildings 
designed and equipped recently by 


ALFRED C. BOSSOM 


BANK ARCHITECT AND 
EQUIPMENT ENGINEER 


680 Fifth Avenue 
NEW YOR K 


NATIONAL BANK OF COMMERCE IN NEW YORK 


Mr. James S. Alexander, President 


SEABOARD NATIONAL BANK 


° - - NEW YORK 


-Mr. S. G. Bayne, President 


COLUMBIA TRUST COMANY 


- - - 


- NEW YORK 


Mr. Willard V. King, President 


MERCANTILE TRUST COMPANY - - 


- NEW YORK 


Mr. C. A. Austin, President 


GREENWICH rer, COMPANY - 
r. 


GREENWICH, CONN. 


A. W. W. Marshall, Vice-President 


FIRST NATIONAL BANK, — - 


RICHMOND, VA. 


Mr. John M. Miller, Jr., President 


VIRGINIA TRUST COMPANY 


RICHMOND VA 


Mr. Herbert W. Jackson, President 


CHARLOTTE NATIONAL BANK 


- CHARLOTTE. N. C. 


Mr John M. Scott, President 


AMERICAN EXCHANGE NATIONAL BANK, DALLAS, TEXAS 
Mr. E. M. Reardon, President 


FIRST NATIONAL BANK 


- JERSEY CITY, N. J. 


Governor E. I. Edwards, President 


We invite correspondence. 
Consultation without obligation, 
in regard to your building plans. 


Work has started on remodeling the 
banking rooms of the Roosevelt Savings 
Bank, Brooklyn, New York. It will be 
of granite and limestone construction 
when completed. 


Contracts for a new $100,000 build- 
ing for the Jefferson Bank, St. Louis, 
Missouri, have been awarded. The new 
structure will be one story high with 
basement, and will occupy a site 94x112 
feet when completed. 





Bids are being taken on a bank edifice 
for the Merchants National Bank, 
Buffalo, New York. When completed 
it will be one story high and will oceupy 
space 42x97 feet. 








The First Fond du Lae Bank, Fond 
du Lae, Wisconsin, will enlarge its pres- 
ent quarters to accommodate increased 
business. 


Additional quarters are to be erected 
to the Niagara Falls Trust Company, 
Niagara Falls, New York. The new 
structure will be two stories high and 
will occupy a site 45x90 feet. 


Foundation work has been completed 
for the erection of a $10,000,000 bank and 
office building for the Illinois Mer- 
chants Trust Company, Chicago. The 
structure will be twenty stories high 
with basement and will occupy a site 
178x315 feet. 
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Preliminary plans have been drawy 
for new banking quarters for the First 
National Bank, Kansas City, Missouri, 
The building will be of brick and terra 
cotta construction. 





Architect has been selected to work 
on plans for a $300,000 bank and office 
building to be oceupied by the Castonic, 
North Carolina, Third National Bank. 
It will be of brick and limestone con. 
struction. 


The Merchants National Bank, 
Jersey City, New Jersey, has had plans 


drawn for remodeling its banking 
rooms. Work will start at an early 
date. 


The Illinois State Bank, East Alton, 
Illinois, recently opened its new build- 
ing. The structure is one of the hand- 
somest in that part of the state. 

Architect has been selected to prepare 
plans for improving the banking rooms 
of the North Side Savings Bank, New 
York, at an estimated cost of $150,000. 

The Union Trust Company, New 
York, will erect a bank and office build- 
ing three stories high. Work will begin 
in a short time. 

Bids are taken for a new banking 
home for the Weequahic Trust Com- 
pany, Newark, New Jersey. The build- 
ing will be of brick and limestone con- 
struction. 


Contracts for extensive improvements 
to the present quarters of the North 
Shore Bank, Oyster Bay, Long: Island, 
New York, have been awarded. Work 
will start soon. 


Remodeling the banking rooms of the 
Elmira Savings Bank, Elmira, New 
York, will begin shortly. Plans are 
being prepared. 

Work will soon start on a_ building 
tor the First National Bank, Utiea, New 
York. The new quarters will include 
one story with mezzanine floor. 


Preliminary plans are being ¢om- 
pleted for additional quarters for the 
First National Bank of Chicago. The 
enlarged quarters will be of stone and 
reinforced concrete construction, and 
will be fireproof throughout. 

The Continental Bond Company, Con- 
nersville, Indiana, is having plans 
drawn for the erection of a $150,000 
bank building. It will be three stories 
high and will be of brick and stone 
construction. 


The Dover, Pennsylvania, National 


Bank is to erect a new home. 
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If You Could See as the Eagle 


The eagle, from cloudland, sees the world 


nothing. 


outspread before him—sees all and 


misses 


The panorama of land and water, 
mountains, valleys and green woodlands are 


took i reduced in scale by the magic of distance, and 





Ranp M Natty J 


RAND MCNALLY 
Black and White 
Mileage Maps 


Give in convenient 
pocket folder form the 
information which is 
most essential to the 
traveler. 

The maps show in 
plain black and white 
the cities, the railroads, 
the counties, and the 
railroad mileage. The 
booklet which accom- 
panies each map, gives 
the locations, the popu- 
lations, the hotels and 
hotel rates, the indus- 
al classification and 
ling products of each 
ity. This information 
is not readily obtained 
from any other source. 

Ranp MCNa tty Black 
ind White Mileage Maps 
vublished separately 
each State, each 











ways. 









for 
Canadian Province and 
Mexico. 


of old ones. 
Price 25c each 

Sold at Book Stores, Sta- 

tionery Stores, News- 
stands and Hotels. 


the whole is made clear to his eye. 


RAND M¢NALLY & COMPANY makes you 
see the world as the eagle does. 
and atlases is put before your eyes a picture of 
all countries and lands. 
you know only by hearsay. You have locations 
imprinted in your memory. 
that astonish you. 


With maps 
You see places that 


You read facts 


The business man, the importer, the exporter, 
the maker of wares, can use RAND M¢&NALLY 
maps and atlases with profit, in innumerable 
The child and his mother find instruction 
and amusement in playing the game of exploring. 
The whole family gets new ideas of the world. 


Europe is a new place, a changed place. 
There are new countries and new boundaries 
Old atlases are useless now. 
need new ones to keep up with the times. 
RAND MENALLY 
changed and new. 


You 


Atlases show all that is 


IRanp VeENALY & GomiPANY 
Map Headquarters 


Dept, D-18 


536 S. CLARK STREET, CHICAGO 





thirteen- 
story addition to the banking rooms of 


Bids have been taken on a 


the National Bank of Commerce, Nor- 
tolk, Virginia, 
Anna L. Featherstone has been ap- 


pointed assistant cashier of the Liberty 
Bank, San Franciseo, California. 

A one story building is to be erected by 
the Rve National Bank, Rye, New York. 





Plans are in progress to erect a new 
building for the Lincoln National Bank, 
Avella, Pennsylvania. 


Readers will confer a favor 


42 E. 22ND STREET, NEW YORK 


BUY RAND MONALLY MAPS WHEREVER MAGAZINES AND STATIONERY ARE SOLD 











A. $500,000 new Federal Reserve 
Bank building is to be erected in Den 
ver, Colorado. Plans are now being 


drawn. 
Albert H. Dudley has sueceeded 
Morton M. Prentis as manager of the 
Baltimore, Maryland, Braneh of the 
Richmond, Virginia, Federal Reserve 
Bank, to become vice-president of the 
Merchants’ National Bank, 


Baltimore. 


The Columbus, Texas, First State 
Bank, recently appointed G. H. Miller, 
president. 


by mentioning THE BANKERS MONTHLY when 


BANKERS MONTHLY 
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APRIL, 


for 1922 








The Farmers National Bank, Lititz, 
Pennsylvania, has acquired a site for a 


new banking home. 


W. J. Stanley of the National City 
Bank, Chicago, has resigned to aceept 


a position as manager of the bond de- 


partment of the Central Wisconsin Trust 
Company, Madison, Wisconsin. 





William FE. 
nected with the Bowery Savings Bank, 
New York, for thirty-seven vears, has 
been elected president to fill the vacaney 
caused by the death of Henry A, 


Knox who has been con- 


Schenek. 


Contracts for the erection of a new 
home for the Capital National Bank, 
Olympia, 


awarded. 


Washington, has been 
The strueture will be of 
Wilkeson stone with granite base eon- 
struction. 

Architect is preparing plans for new 
banking quarters for the Commercial 
Bank & Trust 
Connecticut. 


Company, Bridgeport, 


Bids will soon be taken on the Beek- 


man State Bank, Evansville, Indiana, 
Architect has been selected to work on 
plans. 


Work is 


bank 


well under way on a new 
editice the First National 
Bank, Maryville, Tennessee. The strue- 


ture will cost $200,00 when completed. 


for 


C. C. Pineknev has been named viece- 


president and trust officer of the Bank 
of Commerce and Trusts, Richmond, 


Virginia, 


The LaSalle, Hlinois, State Bank has 


moved into its bankme  roons, 


which are more than double the size of 


new 


the old quarters. 
banking 


Jack 


the 
South 


sonville, Florida, is under way. 


Work on remodeling 


quarters of the Bank of 


aa * 
The Berkeley College National Bank, 
Berkeley, California, 1s to erect a new 


home. It will be two stories high. 


Architect has been selected for the 
erection of the Fresno, California, 
branch building of the Bank of Italy, 
of San Francisco. 

The People’s State Bank, Guthrie, 
Towa, has named O. G. Hamilton 


cashier. 
The new Akron Emergency Building 
and Loan Company Bank, Akron, Ohio, 


: : ; c, 
has opened its banking rooms. 5am 
Rovin is president; Meyer Lifschitz, 


} j VT snre "eaS- 
vice-president, and Harry Desure, trea 


nvrer. 
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Fortune of Motors Change 

Never have the motor companies been 
subjected to so complete a change in 
fortunes as were most of them in the 
past three years. During 1919 and the 
early part of 1920 most manufacturers 
operated at capacity schedules, rolled 
up record profits and disbursed divi- 
dends liberally. 

Throughout most of last year business 
was dull. In an effort to stimulate 
sales a price-cutting eampaign was 
inaugurated under which several makes 
were reduced four times and many 
twice and three times. Drastie deelines 
in raw material costs reduced the in- 
yentories. In short, 1921 was the 
poorest year in the ‘history of the in- 
dustry. 

There were exceptions to the rule, 
however, notably Studebaker which sold 
earned profits 
last vear than ever before. Ford, in 
which there is no public ownership, is 
the only motor company which made a 
with Studebaker 


more cars and larger 


showing comparable 
last year. 

General Motors reported net incone 
of $5,784,782, after ordinary charges 
but a $16,603,000 inventory writedown, 
$13,862,000 cost of 
ments and rebating on price cuts and a 
$14,000,000 reserve against additional 
losses created a deficit of $38,680,770 
before dividends. Dividend payments 
aggregating $26,778,285 made _ total 
charge against surplus $65,459,056. 


cancelling commit- 


Pierce-Arrow lost more than $4,500,- 
000 from operations last year, which 
with an inventory loss of $4,566,000 and 
$200,000 preferred dividend payments 
changed a profit and loss surplus of #4,- 
541,545 at the beginning of the vear to 
a deficit of $4,422, 165 at its close. 

Chandler managed to come through 
without a loss from operations, even 
after a $779,434 inventory adjustment. 
Payment of $1,960,000 in dividends, 
however, created a charge of $1,918, 
983 against surplus. 


Opens New Branch Office 
The Investors Company, whose head- 
quarters are in the Madison & Kedzie 
State Bank Building, 
to open a branch sales oftice in the Na- 
tional Life Building in the downtown 
district. ; 


Chicago, is about 


The company expects to move 
into the new quarters on the ground 
floor on May Ist. It will be under the 
management of Samuel Springer, who 
will hold the position of sales manager, 
and S. Mayer, assistant sales manager. 

The Investors Company underwrites 
and sells first 
national scale. 


mortgage bonds on a 
Among other issues, it 
has underwritten the $700,000 Quiney 


Postoffice Station bonds, the $750,000 


Gulbransen-Dickinson Company bonds,: 


the $850,000 Hollywood Apartments 
bonds and additional issues in Chicago 
and other large cities. 





to the public eye. 





Beautiful Bank Buildings 


The resources of a bank are not visible 


The only things by which the public is 
impressed are.the character of the officers . 
and the bank building and fixtures. 

Strength, character and durability are 
symbolized in the banking house con- 
structed of Georgia Marble. 

Non-absorbent and purely crystalline, 
Georgia Marble retains its original clear- 
ness and brightness forever. 


The Georgia Marble Co. 
TATE, GEORGIA 


Georgia Marble 















The St. Paul, Minnesota, Federal 
Land Bank, recently moved into its new 
quarters in the First National 


building. 


sank 


John Powell, assistant cashier of the 
First State Bank, Princeton, Illinois, 
has resigned to enter a different field. 

Plans have been prepared for a new 
home for the First National 
Tronton, Towa. 


Bank, 


Contract for the construction of a 
bank edifice for the First National 
Bank, Grove City, Pennsylvania, has 
been awarded. 
way. 


Wrecking is now under | 


D. L. Carroll, formerly cashier of the 
Peop'e’s Bank, St. Paul, Minnesota, has 
been appointed vice-president and = di- 
rector of the Central 
Bank, in that city. 


Metropolitan 


Miller, vice-pgesidents; Owen G, Hooge- 
mever, cashier, and R. L. Hastedt, and 
Maud MeDow, assistant cashiers. 


Such A Kind Heart! 

“My husband is so good to his em- 
ployes,” said Mrs. Youngwedd, proudly. 
“He night, all 
tired out, poor boy, and I heard him 
murmur in his sleep, ‘Jim, Ul 
vou ten.’ 


came home late last 
raise 
And business is so dull, too.” 
Boston Transcript. 
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Free Service For Our Readers 


So many of our readers have requested us to give them serv- 
ice on Equipment and Method machinery that we have opened 
this new SERVICE DEPARTMENT in which we offer our 
services without charge in rendering any assistance possible to 
our patrons. 


We will always be pleased to assist in choosing the right 
equipment and supplies and to see that THE BANKERS 
MONTHLY readers get the best and most prompt attention. 


We can secure for you without charge catalogs and litera- 
ture describing any product that you may be interested in and 
it will be a pleasure to render the service, so do not hesitate to 
write us at any time. 


If you want material of any kind we can place before you 
any information you need—either now or later. We can help 
get right prices and prompt deliveries. 

To get this information look over the list of material, equip- 
ment and service listed above, place a mark opposite the article 
you are interested in, fill in the coupon below and mail it to us 
and your inquiry will be given prompt attention. 

There is no charge for this service 


SERVICE DEPT., THE BANKERS MONTHLY 
536 S. Clark St., @aicago ‘ 


a Gentlemen; We are interested in the items checked in the above list, and would 
4 “ppreciate your putting us in touch with manufacturers whom you know are reliable and 


s” l furnish these goods promptly and at best prices. 
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WHAT DO YOU 
WANT? 


Accountants 
Accounting Devices 
Accounting Typewriters 
Adding Machines 
Addressing Machines 
Addressing Machine Sup 
Architects 

Automobiles 


Bank Seine 


Bronze Deors 
Bronze Memorials 
Bronze Name Plates 
Bronze Work 
Budget System 
Burglar Alarms 


Cabinets 

Caiculators 
Cancelling Machines 
Cash Registers 
Chairs 


Checks 

Check Writers 

Clips 

Coin Boxes 

Cein Changers 

Cein Counters 

Coin Wrappers 
Construction Materials 


esks 
Dictation Machines 
Display Signs 
Duplicators 


Electric Signs 
Elevators 
Engineers 
Engraving 
Envelopes 
Envelope Sealers 
Erasers 

Expense Books 
Eye Shades 


Farm Mortgages 
Fasteners 

Filing Boxes 
Filing Cabinets 
Filing Supplies 
Filing Speciaities 
Furniture 


Glass Desk Pads 
Gold Pens 
Gummed Tape Sealers 


Heating Devices 
Heating Systems 
Heat Regulators 
Honor Rolls 


ice Machines 
income Tax Experts 
indelible ink 
indexes 

index Guides 

index Tabs 

inking Pads 

inks 

inkstands 
investment Houses 


2 EEN 


Ledger Paper 
Letter Distributors 
Lighting Fixtures 
Linoleum 
Lithographing 
Lockers 

Loose Leaf Binders 
Leose Leaf Eyelets 
Leose Leaf Forms 
Leese Leaf Sheets 


Malling Machines 
Mall Order Servic: 
Map Pins 


Maps 

Meme Books 
Metal Equipment 
Metal Furniture 
Metal Stands 
Molsteners 


Office Stationery 
Office Supplies 
Ornamental tren 


Pa 1 

Pencil Clips 

Pencils 

Pencil Sharpeners 
Penholders 
Perforators 

Phone Attachments 
Phone List Holder 
oem Copying 


ns 

Plumbing Fixtures 
Portfolios 

Postal Scates 

Press Clippings 
Printing 


Rubber Bands 
Rubber Geods 
Rubber Signatures 
Rubber Stamps 


Sates 

Safety Check Paper 
Safety Deposit Boxes 
Safety Locks 

Second Hand Safes 
Service Rolls 

—— Affixers 
Signal and Call Systems 
Statuary Bronze 
Steel Pens 

Stenog. Note Books 


Tables 

Tax Service 

Terra Cotta 
Thumb Tacks 
Tickets 

Time Stamps 
Tractors 

Trays 

Typewriter Carbons 
Typewriter ee 


Typewriter Supplies 
U. S&S. Treasury Service 
Vaults 


Waste Baskets 
Windew Shades 
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Advertisements will be accepted under this heading at FIVE CENTS per word, signatures, 


address, name and heading to be counted. 


Send cash with your order. 


Answers addressed 


_ CLASSIFIED ADVERTISEMENTS 
| 


eare of the BANKERS’ 


BANKS FOR SALE 


Southern California Banks. Business and 
living conditions warrant investigation. Write 
the Thompson-Sanders Company, Suite 216 
Story Building, Los Angeles, Calif. a. 


- 
COLLECTIONS 


Ft. Wayne, Indiana, National Adjustment Co., 
134 E. Berry, 2nd floor. W. J. ee 
-12 


L. M. Travis Collection 
6*-12ti 


Eugene, Oregon, 


Agency. 


Kansas—Middlewest Mercantile Agency, Wi- 
chita. 6*-12ti 


SAFETY DEPOSIT BOX RECORD 


BANK and INSTITUTIONS which have 
SAFETY DEPOSIT BOXES for rent must re- 
tain accurate record of customers. OUR CARD 
SYSTEM provides clear, complete record, pro- 
tects institution regarding liability and releases 
bank when customer checks out. Send for 

sample mentioning number of boxes in use. 
SAF ETY DEPOSIT RECORD SERVICE, p 
101, Chicago, Ill. *-tf 


MonTHLY will be forwarded promptly. 


FOR SALE 


Safes—Bu rglar and fireproof, Secondhand, 
every size, style and make. Cheap. John 
Murray 126 E. Pearl St Cincinnati, Ohio. 


= 712 ti 


Graphophone, 
5*-6ti. 


Commercial 
Cleona, Pa. 


sia: 
Holzs — 


FREE BOOK ON BANKING 


Tells how you can prepare to take the cashier's 
place by studyi ing at home in spare time. Write 
American School of Finance, Edgar G. Alcorn, 
President, 107 McLene Bidg., aasaniies * aa 


9 ti. 


INCORPORATION 


Incorporate Your Business; Avoid Partner- 
ships; protect private property from business 
ventures; information free. Phillip Lawrence, 


former Assistant Secretary State, Huron, South 
Dakota. 6*-12 ti. 


PATENTS 


‘Seelees and Attorneys having ate who 
wish to patent inventions are invited to write 
for particulars and terms. 


WATSON E. COLEMAN, 


Patent lawyer, 624 
F Street, 


N. W., Washington, D. O. 6*-12ti 


PRINTING 


Omaha Printing Company, 18th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 6*-12ti 


SALESMAN WANTED 


SALESMAN acquainted with bankers and 
who can obtain orders for bank deposit slips, 
can make favorable commission arrangements 
with leading Chicago concern in this line. 
cee SALES BOOK CO., 387 W. Madison 

, Chicago. 12*-12 ti. 


- 


SITUATION WANTED 


Profitable Sales by mail circularizing high 
character lists one million investors-stockholders, 
any territory. Guaranteed 98 per cent accurate. 
Minimum order, 10,000, price $75.00 postpaid. 
Remittance with order. Offered by responsible 
reliable company. L. Martinek Company, 
Corona, N. Y. 4*-2ti. 


Wanted position in bank as Manager, New 
Business Department. I am an experienced and 
successful solicitor for savings accounts and_ 
checking accounts. I have and use the methods 
of a famous New York banker who increased 
deposits of his bank from two inillion te eleven 
million dollars in~ three years. Satisfactory 
references. Address Box 6, ¢/o Bankers 
Monthly, 536 S. Clark St., Chicago, Til, 4*1-t: 
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Anakin Lock Works 
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Farmers National Life Insurance Co 
Fifth-Third National Bank, Cincinnati 

First National Bank, Chicago 

First National Bank, Detroit 

First Trust & Savings Bank, Chicago 
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Ford, Lincoln & Company 

Frederick Investment Company 
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Harris, Archibald & Co. 
Hawkins Mortgage Company 
Hibernia Bank & Trust Company 
Hoggson Brothers 
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Illinois Trust & Savings Bank 
Invincible Metal Furniture Company 
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Kalamazoo Loose Leaf Binder Co 
King, Hoagland & Company 
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London Joint City & Midland Bank, Ltd. 
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Marine Trust Company, Buffalo. . bie 
Merchants Loan & Trust Co., Chicago 
Metropolitan Trust Company, New York 
Midland Terra Cotta Company nies 
Mississippi Valley Trust Co., St. Louis 
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National Bank of Commerce, St 
National Bank of the Republic, 
National City Bank, Chicago 
National City Company 
National Park Bank, New York 
National Provincial & Union Bank of England, 
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National Shawmut Bank, Boston 
Néenah Paper Company 
Newman Mfg. Company 
New York Trust Company 
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Quaintance, King & Quaintance 


Ernest and Cranmer Bldg. 


Cuthell, White, Hotchkiss 
and Mills 


Counsellors at Law 


Munsey Building Washington, D. C. 


William L. Symons 
Attorney and Counselor at Law 
700 Tenth Street 
Washington, D.C. 


Patent, Trade-mark and Corporation Causes 


McLanahan & Burton 


Union Trust Bldg., Washington, D. C. 


Cable Address: Counsel 


America’s 


Leading 
Banking 
Magazine 


Asa bank executive, you 
really cannot afford not 
to have the BANK- 
ERS MONTHLY 
come to your desk 
every month when 
the price is sosmall. 

This magazine is the 
only bankers’ maga- 
zine dealing exclu- 
sively with bank 
management and 
banking success. 


This maga- 
zine is not 
theory or 
guess, it is 
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Fordyce, Holliday & White 
506 Olive Street 


St. Louis, Mo. 


Fowler, Carlson, Furber & Johnson} 
Attorneys at Law 
Suite 817-825 New York Life Bldg, 
Minneapolis, Minn. 
Attorneys for Minnesota Bankers Association 





Grant and Grant 
Attorneys and Counsellors 
Lee W. Grant Barton N. Grant 
Carleton Bldg. St. Louis, Mo. 


Carl H. Langknecht 


Fidelity Trust Building 
Kansas City, Mo. 
Carl H. Langknecht E. G. Penland 
J P. Kane R. O. Casemore 


Humphrey & Boxley 


Suites 1112-13 Commerce Bldg. 
Kansas City, Mo. 


Attorneys for South Side Bank 
Corn Exchange Bank 








Edward H. Brink 
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not some 
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